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CONVENTION NUMBER 


Final Report of the Sessions of the American 
National Retail Jewelers’ Association 
at Cleveland, Ohio, September 17-20 






In October 
eee Lhe Month” for Brides 








_ Mrs. Hilliard Miller 


ize-winni inner table for 
arranged this prize-winning di 


the Arts and Crafts Table-Setting Contest 


These advertisements over 

the name of your own store, 

will help you make October a 

bigger month for‘ bride silver’: 

The coupon will bring you 
the story. 
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to PROFITS 


HESE are the facts about one of the “bride 

months” in the year. And if your sales figures 
don’t agree with these statistics, Gorham may be able 
to point the way. to greater October profits. 


» We have a plan that will help you share with us in 
the profits of a great national advertising campaign 
. . » going to more than 2,000,000 prominent families 
each month . . . to the readers of Good Housekeeping, 
House and Garden, Vogue, Vanity Fair, Harper's 
Bazar, House Beautiful, Country Life, International 
Studio, Spur, and Town and Country. 

Here are the people who represent the very cream 
of the prospects for sterling silver! Many of them are 
in your town! And the newsy, interesting advertising 
of The Gorham Company will lead them to buy this 
silver! 

Nearly 300 leading jewelers have joined the 1929 
drive for greater sales on Gorham silver. Whether 
you ve been planning to tie in with us or not, it will 
pay you to know the facts about this advertising help 
and what it can do. The coupon brings you valuable 
information. 





merchandising plan :.\|— *. 
Points the Way 
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The Princess Patricia, one of the 
popular patterns in Sterling by the 
Gorham Master Craftsmen. If you 
would like definitely to increase 
sales on this profitable pattern, mail 
the coupon for the plan. 











THE GORHAM COMPANY, Department J.C. 4 
Providence, R. I. 


T H E G O R H A M C O M P A N Y Gentlemen: Please see that I receive full information 


about the way the Gorham “‘fall effort’ plan can help 


Sales Agents for GORHAM MANUFACTURING CO. Tn 
Gorham -Whiting Division, Providence, R. I. 
Kerr Division, Providence, R.I. Durgin Division, Concord, N.H: Name 
“America’s Leading Silversmiths for over 90 Years’ AeRioes 
City. 
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OMEGA 


The Watchword of Perfect Time and Taste 


OmecA is synonymous with 
style, with value, with accuracy 
and joined with the House of 
Wood it brings a service never 
before offered on a watch of con- 
A highly com- 
petent American staff at Brooklyn 
is always at the disposal of Omega 
It is a service that is 
quick, accurate and friendly. 





J. R. WOOD & SONS 
Stylists in Jewelry Since 1850 


NEW YORK OFFICE: 


1s Maiden Lane 


PLANT: 
Brooklyn, N. Y. 


CHICAGO OFFICE: 
29 E. Madison Street 
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CHINESE GEMS CO. 


20 West 47th Street, New York City 


September 26, 1929 


SADE 


is a name with magic in 
it. Three thousand years 
ago in China, the use of 
jade for ornament was 
held sacred to those titled 
or favored by the em- 
peror. The possession of 
it was a talisman for im- 
mortality; the quality of 
a man’s ornaments of jade 
was, in a sense, the meas- 
ure of the man. 


Today jade is within the 
reach of everyone, titled 
or not, but its magic per- 
sists. The discriminating 
select it unerringly. A 
complete assortment of 
Chinese Jade is a certain 
talisman for a clientele as 
fastidious as it is large, 
and the quality of the jade 
is, in a sense, the measure 
of the jeweler who 
stocks it. 
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Our Purchase of Herpers 
Brothers Rounds Out 
Our Line 


GPY our acquisition of the House of Herpers Brothers, we are enabled 

to offer a complete line of jewelers’ settings and findings. What- 
ever you may need for the manufacture of fine jewelry, we can supply. 
Space will not permit us to describe everything we make, but the par- 
tial list that follows will give you some idea of its extent. Among many 
other things, we manufacture: 


Galleries, 350 Varieties Pin Tongues and Scarf Pin Stems 
Emblems for Many Purposes Ball Joints and Safety Catches 
Material for Badge and Emblem Work Ring Tops in all Shapes and Styles 
Charms representing Base Balls, Foot Plain Ring Shanks 

Balls, Golf Balls, etc. Wedding Ring Blanks, Plain and 
Alphabets and Numerals in Japanese, Azured 

Old English, Ionic and Block Styles Modern Square Settings 


Greek Letters Fancy Settings 

Flowers, Leaves and Scrolls Stone Boxes and Bezels 

Ear Screw Wires and Parts Seamless Tubing (hollow wire) 
Ear Screw Wires, Assembled Platinum and Gold Sheet and Wire 
Round and Oval Beads for Necklaces Solder for Platinum 

Swivels for Pendants Gold and Silver Solders 


Our Interstate Division specializes in overlaying old gold wedding 
rings with carved platinum, without marring the inscription. This Di- 
vision manufactures fancy shaped wedding rings too, such as octagon, 
tube, heart shape and fishtail as well as Emerald Guard Rings and 
Gypsy Mountings. 


Such is our line today and we are constantly adding to it in order that 
it may be kept well abreast of the times. As fashions change and new 
forms and shapes are demanded of us, we shall be found ready to sup- 
ply them. 


BAKER @ CO., INC. 


54 Austin St., Newark, N. J. 


30 Church St. 760 Market St. 5 So. Wabash Ave. 
New York San Francisco Chicago 
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POWERS & MAYER, Inc., 58 West 40th St., New York 


House of Choice Diamond Jewels rene" 
SPECIAL-ORDER WORK AMSTERDAM 
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CHICAGO: 55 EAST WASHINGTON STREET 
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JACQUES KREISLER G COMPANY 


\ 


NEW YORK: 36 WEST 47th STREET 











eee) 








Peewee) 


THE JEWELERS’ CIRCULAR 


a a eleoleelelelelselelelele Eee eeedeHldeLlledwel! 


. 


September 26, 1929 


Hewes 







ATCHES of exquisite designs, the newest in watch 
creations with Ulysse Nardin Movements known 
the world over for their superior quality and dependability. 


ULYSSE NARDIN CABOT WATCH CO. 


BIGALKE & ECKERT CO. 


SOLE AGENTS 
527 FIFTH AVENUE NEW YORK 
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Chains 








FORSTNER 
CHAINS 


IRVINGTON 











THAT LOOK LIKE $20 


EADS AND HEARTS, hands and 

machines here create unusual 
chains outstanding for beauty, in- 
built with quality. 


Jewelers who display these chains 
in their windows make many sales. 


Old acquaintances time and again 
tell us of the remarkable service 
our chains usually give. Through 
the years the trade has learned of 
the superior value Forstner offers. 
Today over 90% of chain whole- 
salers, and retailers in every state 
in. the union stock and push 
Forstner chains. 


Made in Waldemar, Dickens, Belt, 
Vest and Sport models there are 
chains in the line to suit your 
customers. 


Buy of a leader and become a 
leader. Stock Forstner Chains and 
your sales will grow. 


Sold Thru Wholesalers Only 


FORSTNER CHAIN CORPORATION 
NEW JERSEY 
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The Trade has been 


waiting for these 


CORD, ner 
KREI s LOR 
























The Gold-Filled : 
MESH CORD—A<. 1066 
Easily adjusted by shortening. F 
Watch ends will fit any size lug. 
A graceful, flexible cord made 
up in green, white or yellow 1- 
10-14 Karat Gold Filled. Sug- 
The Leather gested Resale Price as $55.00 
| aE ty 
Same type ofcord as the gold-filled 
made up in a rich leather. Metal 
portions 1<10=14 karat gold-filled 
suggested Resale Price . . $ -— 
Sold direct to Retailers 
$36.00 per doz. KEYSTONE 
These two cords are the latest additions to the line of 
Kreisler Gold Filled Bands —comprising the widest selec« 
KREISLER 
GOLD-FILLED tion of select watch attachments. Retailing at prices coms 
WATCHBANDS parably lower than average, this premier line includes a 
Are Manufactured and Distributed watch band for every critical preference. The Kreisler 
DIRECT TO RETAILERS reputation for superb quality and workmanship is supported 
Solely by by these goldefilled products. Write for sample display. 
7 


Enwarp L.Stern « BROTHER 


toe oe FO RR A.D. SB \ 
305 EAST 47th STREET NEW YORK 
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“AXEL 


MOUNTINGS 
EXCEL” 





FLEXIBLE BRACELETS 
WATCH CASES 
MESH BRACELETS 
RING MOUNTINGS 


wn 


AXEL BIRDS. 


Manujachuers of fine Jnidium Platinun feoelry 


21 WEST 46m STREET NEW YORK 
TELEPHONE BRYANT 3820 
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Have you enough Pendants 
for this great Pendant Year? 


They will want them in all sorts of combinations: 


On light chains—on heavy chains: 


Set with diamonds—with crystal—with sapphires— 
with colored stones of very kind. 


Many will want their own diamonds reset into mod- 
ern Pendant Mountings, and as always, we are fully 
prepared. 
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UST as there are all kinds 
of gowns, there are all kinds of watch cases. The material 
may be costly, the gown may be expensive, but unless it 
has that something which appeals to feminine eyes, it will 
not sell. Just so with a watch case. It must have original- 
ity, it must have charm to win your customers. 


A Lewitt Case is like a Paris frock. It is fashionable, it is 
lovely, it is beautifully, authoritatively correct. A good 
movement in a case originated by Lewitt means faster 
sales, mounting profits, and customers who appreciate 
your good taste. 


Many leading wholesalers carry cases originated by 
Lewitt. Ask to see them, for turnover’s sake. Wrist watch 
eases in gold—and, for diamonds, in 18-kt. and platinum, 
and iridium platinum. 


LEWITT UWISES 


BEAUTIFY THE WATCH — MULTIPLY THE SALES 
L. Lewitt & Co.. Inc., 240 West 40th St., New York City 
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With 
No. 112 ¢ Demand for fine pewter pieces is increasing day by day. 
Water Pitcher 0) And this demand calls for a Quality, Finish and Beauty not 
found in an ordinary pewter line. 
CORNWALL PEWTER—one of Middletown’s finest crea- 
tions—is designed and produced to meet the most exacting 
requirements. Every detail in the manufacture of this 
profitable assortment is based on one idea—“For Con- 
sumer Satisfaction.” Quality, Finish, Beauty, Price—all 
| combine to make a striking finished product that has caught 
and held popular fancy. Illustrated herewith are just a 
few numbers from this desirable assortment. 
No. 124 Ice Tub Progressive Jewelers are giving CORNWALL PEWTER 
prominent display—and, as a result, are doing a Quantity 
Business on a Quality Preduct. 
The CORNWALL Line 
No. 112—Coffee, Sugar Bowl, Creamer and 
Tray. 
No. 112—Syrup, and No. 112 Water Pitcher. 
No. 117—Bowl No. 116 Porringer 
: No. 114—Syrup Pitcher 
} No. 122—Candlesticks (pair) 
| No. 120 Compote No. 123—Candlesticks (pair) 
No. 121 Bon Bon Dish No. 124—Ice Tub 
No. 114—Water Pitcher and Goblet 
No. 114—Coffee, Sugar Bowl and Creamer 
No. 120—Compote and No. 121 Bon Bon Dish 








Cornwall Pewter is a Straits tin-copper alloy containing no 
poisonous lead. 


Complete details with illustrations and prices of the entire 
assortment will be forwarded on request. 


MIDDLETOWN SILVER CO. 
of MIDDLETOWN, CONN., U. S. A. 


W orld’s Largest Producers of Pyrex-Lined Silverware 








No. 114 New York Office Los Angeles, Cal. 
Coffee Pot, Sugar Bowl and Creamer 366 Fifth Ave. c/o Roy Livermore Co., 643 So. Olive St. P 
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Wm. A. Rogers HEIRLOOM~a new personality 


— those long past days when heirlooms were bright gifts 
newly given to lovely brides, Silverware has been chosen 
by the assurance of its quality and the beauty of its design. The 
new management of Wm. A. Rogers, Ltd., will make that fam- 
ous name universally honored as asymbol of quality that is su- 
preme. The visible evidence of that quality willbe a“C” graven 
uponevery pieceof Wm. A. RogersHEIRLOOM, as assurance ofa 
Century of Service. And, because itis an inseparable partof the 
finest in quality, Wm. A. Rogers, Ltd., will create, from time to 
time, new patterns of HEIRLOOM that express authentic beauty. 


























HEIRLOOM Dealers will be selected 


Le these special values, Wm. A. Rogers HEIRLOOM can 
be presented to the consumer only through carefully 
selected channels. Certain jewelers and the buyers of certain 
fine Silverware departments in America will appreciate fully 
the practical significance of the new HEIRLOOM standards. 
These dealers will know how they should be interpreted to 
their customers. It is the purpose of the new management 
of Wm A. Rogers, Ltd., to select such dealers, and to entrust to 
them the sale of HEIRLOOM, and the introduction of its new pat- 
tern,“ DEBUTANTE”, and other new patterns which are to follow. 
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The Slopement— 


Greater Profits for HEIRLOOM Dealers 


Ww those whom they will select, the new manage- 
ment of Wm. A. Rogers, Ltd., will deal directly. It will 
eliminate all intermediate steps—not only to safeguard 
Wm. A. Rogers HEIRLOOM from indiscriminate handling, 
but also to protect these selected HEIRLOOM dealers from 
the consequences of such handling. It will give to these 
selected dealers an ample cooperation of modern merchan- 
dising assistance. Finally, that the special services of these 
dealers may be properly rewarded, it will give them a full 
and unstinted measure of profit. 


W= A ROGER S, Ld 


ONEIDA COMMUNITY, “0d, Wccessor. 


Nagar Tall, WY, 


-, 
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Out of flaming crucibles the workers of 
Sigmund Cohn Platinum pour molten metal 
into ingot moulds. Every step m the re- 
fining process is safeguarded to assure the 


SIGMUND COHN :- Platinum purest, whitest platinum... From which are 
wrought the worthiest jewelry cPeRgns 


b 44 Gold Street .. . New York City : 
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THIRTEEN TRAVELING 
NECESSITIES wrought in the | 
handsome Alvin Marcella pattern— 
fitted into an overnight bag of fine 
midnight blue calf skin, lined with 

heavy gray silk moire—a combination 

to satisfy shoppers for gifts of beauty 
and permanence. Bag size, 12 x 20. 
This bag may be had fitted with any 
one of the following patterns:—Mar- 
cella, Madeleine, Milicent,or Mayfair. 


UCCESSFUL holiday sales will be made—this year — 
by dealers who recognize the pronounced trend 
toward gifts of permanence and long-time usefulness. 
These two Alvin numbers —a fitted case of proven 
popularity, and a three-piece dresser set, beautifully 
cased — will increase the holiday business of jewelers who 
stock up on these Alvin “‘best sellers’. 


ALVIN (feeding 
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“Best Sellers” 


CHRISTMAS RUSH .. 


“Gifts of Permanence” will be the 
Dealer’s BIG PROFIT MAKERS 








A “GIFT OF PERMANENCE” 
moderately priced—the ‘‘Imogene’’ pat- 
tern—mirror, comb, and brush in Alvin 
sterling. Appropriately cased for the 
holiday season, this dresser set promises 
to bring the jewelers big holiday profits. 
Brush, mirror and comb are of quality 
worthy of Alvin sterling backs. 








URstocks of dresser sets and fitted bags are complete—we can ship the same 
day your order is received. Stock up now and be prepared. These and many 
other popular Alvin holiday items are fully described in the new Alvin toilet- 


ware catalogue. Jewelers everywhere should have this beautiful new catalogue 
for quick reference. It will be invaluable in selecting your Christmas stocks. 
Simply fill out the attached coupon—your copy will be mailed to you promptly. 





Send for 
This Beautiful 
Toiletware 
Catalogue ! 





+ 























THE ALVIN CORPORATION, Providence, R. I. 
Gentlemen: 


Please send me the new Alvin Toiletware Catalogue. 


Name 





Street 





City State 
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~vs4-10K 
wuseball Charm 
(also made in 

plate) 

















1767/70 





} E!k Charm 
Genuine tooth 


| with or without 
: diamond 


A vest chain on which to suspend a 
Fraternal, College, or Athletic Charm 
(with its ends holding masculine ac- 


cessories) offers you the best answer 





to the hard-to-answer question “what 


ee to give a man?” Of course, to the 
Charm 4 
(made in 14K man wearing a wrist watch, you sell the 
white or green 
gold) idea of a utility Vest Chain which 


serves useful purposes. 


Harvey & Otis good Emblems are sold 


by leading wholesalers. 





THEY ARE PLEASANTLY WON 
MAKE THEM PROUDLY WORN 


Masonic Charm 


14K white 
gold 
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Chicago: Heyworth Bldg. Los Angeles: 424 So. Broadway 
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HARVEY & OTIS PROVIDENCE, R. I. 
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Set of six 
TEA SPOONS . . $13.50 
DESSERT FORKS. 22.50 
DESSERT KNIVES 21.00 
with stainless Mirror- 
M stele blades, new 
French shape. 
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STERLING SILVER SERVING PIECES 


IN THE LOVELY OXFORD DESIGN..! 


No. 1025C—Cream Pitcher. . $110.00 
ee Waste Boul . . 95.00 
5 Piece Tea Service, listed above 750.00 





No. 1025C—Coffee Pot . - $215.00 
“ Tea Pot . . « 200.00 
Sugar Bowl . . 130.00 

No. 1025C—Kertle . . . . $400.00 


EED & BARTON now present 
sterling silver hollow ware to 
match the flatware in the charming 
and unique Oxford design. Complet- 
ing the Oxford pattern are graceful 
coffee sets, tea sets, compotes, center- 
pieces, candlesticks, and many others 
that will appeal to those who have al- 
ready purchased Oxford tableware,and 
also to many who have not yet seen it. 


No. 1025C— Waiter - $550.00 


These new serving pieces, like all 
Reed & Barton products, show pains- 
taking workmanship, substantial 
weight, and lasting value. They will 
be advertised to your customers in 
women’s magazines during the com- 
ing months. Display them in your 
windows, show them in your cases, 
and identify your store as the place 
to get all Oxford tableware. 


Write for Oxford Catalog 
REED & BARTON, Taunton, Mass. 


BOSTON CHICAGO 


NEW YORK 


REED & BARTON 


TAUNTON, MASSACHUSETTS 


STERLIN G -CESTABLISHED OVER 100 YEARS. SILVER PLATE 


SAN FRANCISCO 


DALLAS ATLANTA 
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impressive 






volume 






EWTER by Benedict 1s regis- 


tering a striking success. 






True Colonial in design, it recalls 
the traditions of early American his- 
tory. It truthfully expresses the 
charming simplicity and craftsman- 
ship of that age. Therein lies its 
immediate strength of appeal. 





















If you do not have some of these 
pieces in stock, we urge you toorder 
some. Expose them to sale—dis- 
play them—and note results. 


heen 


BENEDICT MANUFACTURING COMPANY 
Dept. K, East Syracuse, N. Y. 


New York Office and Sample Display 
366 Fifth Ave. near 34th St. 


Canadian Factory: Trenton, Ontario 


PEWTER 
BENEDICT 
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Home Office and Factory 


PARKS BROS. & ROGERS. 


Reorganized June 1, 1929 
7 Beverly St., Providence, R. I., U. S. A. 


CHAS. F. TAYLOR. Salesmanager 





Mont. 


Idaho 
Wyo. 





Utah 











™ Colo. 


riz. N. Mex, 
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Our representatives are now 
showing for fall over their 
respective territories, a com- 
plete line of Men’s Jewelry in 
Gold and Rolled Gold Plate, 
including the PARKROGER 
—absolutely one piece Collar 
Buttons. Our collar button 


line also includes electro- 
plated mother-of-pearl, fresh 


water pearl and metal backs. 


PARKS BROS. & ROGERS, Ine. 


7 Beverly St., 





Providence, R. I., U. S. A. 
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MANCHESTER SILVER CO.’S 


STERLING (som) SILVER PATTERNS 


MARY WARREN DORIC 
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The latest 
addition to our line 
THE MANCHESTER 
PATTERN 
is made in extra heavy weight 
in Staples only. This gives a choice 
of three weights and prices in 
staples to meet all requirements. 
Weights of staples are made 
in the six patterns as 
Jollows: 
DIXIE PATTERN 


Medium only 
MARY WARREN PATTERN 
Regular and Medium 


MANCHESTER PATTERN 


Medium and Extra Heavy 


PRISCILLA PATTERN 


Regular and Medium 


DORIC PATTERN 


Regular and Medium 


PRINCESS PATTERN 


Regular and Medium 








Illustrations on this page full size 


—STILL GOING STRONG 


E are pleased to announce this season’s business is greatest in our history . . . To main- 

tain the same efficient service we have always rendered, we have recently completed ex- 
tensive additions and improvements to our factory which will greatly speed up production. 
We have also secured a number of the dies and tools of The Baker-Manchester Mfg. Co. which 
recently liquidated. We shall be very pleased to fill promptly orders for any of their old 
customers. 

RETAIL JEWELERS: If you are looking for new items in sterling silver at unusual prices 
send for our latest catalog 


The MANCHESTER SILVER Company 
49 Pavilion Avenue PROVIDENCE, R. I. 




















September 26, 1929 





THE JEWELERS’ CIRCULAR 

















ai ite lia ita i a i i ti i i a i a a i ll nl ll a ll all ll ll ll ll 


tee eaten OT: BALT+- A> CENTURY 
EXPRESSING: THE: SPIRIT-OF+> TODAY 





























8341/E/807614/7258 











FosteR 


TOILET WARE POWDER BOXES 
NOVELTIES 
ENAMELED AND STERLING 


THEODORE -W- FOSTER: &- BRO-:COMPANY 
100 - RICHMOND - STREET - PROVIDENCE - RL. 


Los Angeles 
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KESTENMADE 


PERFECTION 





In Separable Link Watch Bands for Everyone 


HE ultimate in wrist watch bands with the desirable separable 
link feature has been developed and perfected. CHARLES 
for men and MARTHA for women meet today’s demands for supe- 
rior quality, workmanship and intrinsic value. They sell .. . fast! 











Shorten or Lengthen Instantly F, , 


Without Tools ... While Your Customer Waits! 


No more large assortments to carry in stock. CHARLES and MARTHA 





Kestenmade Watch Bands can be shortened or lengthened at will to fit every wrist & 
arfec , y ny oar sener, : ° - ont 
perfectly. Your inventory investment is thereby substantially reduced. : 
All Qualities Newest Designs Adjustable Ends 4 
Made in 12K gold filled; White. A wide variety of the newest, In the CHARLES, adjustable 

Green and Yellow; also in smartest and most authentic de ends are supplied to tit various 

‘Whitetru’’ metal. Permanent signs gives your customers an al size watch lugs Ends on the 
Kaybe-White finish to suit every most endiess selection and in MARTHA are 3%”, 7/16” and é 
pocketbook and every preference ‘reases your sales 9/16”. ig 





Sold Through Wholesalers Exclusively 


KESTENMAN BROS. MFG. CO. 


150 Chestnut Street nase <B> mn Providence, R. I. 


Makers of all kinds of Watch Straps 
NEW YORK SAN FRANCISCO 
A. Levy, 87 Nassau Street Sam Kierski, 704 Market Street 
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“NANCY LEE” 





A Providence Stock Co. Product— 





Pat. No. 70,692 








Los Angeles—424 So. B’way 








1/10-12k Gold Filled 





The ‘Nancy Lee” Expansion Bracelet, in 1/10- 
12k, with its fine-pierced links, is made either with 
all pierced links, or alternating pierced with engine- 
turned—with folding clasp center, or center open- 
ing—with stones in hooks or as many stone set 


links as desired. (Sapphire or emerald.) 


“Nancy Lee’s” popularity is increasing. You 


should have these profit-makers in your stock. 


Sold through wholesalers only. If yours does not, 


let us send the names of those near you who do. 


100 Stewart St. 


Chicago—1209 Heyworth Bldg. New York—9 Maiden Lane 


The “X-Ls-All” Expanding Bracelet 





NS452/78 


Providence Stock Co., Prov., R. I. 









ILLINOIS 
HOWARD 
WALTHAM 
SUNRITE 
CYMA 
WATCHES 


DIAMONDS 
JEWELERY 
NOVELTIES 
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WHOLESALE JEWELERS 


4] SEND FOR OUR CATALOG > 


720-722 PENN AVENUE 
PITTSBURGH, PA. 


SAMUEL WEINHAUS Co. 


ROGERS 1847 
COMMUNITY 
UNIVERSAL 
PRODUCTS 
DU PONT 
LUCITE & PYRALIN 
INGERSOLL 
WESTCLOX 
NEW HAVEN 
SESSIONS 























W atches 
HAMILTON 
ILLINOIS 
HOWARD 


Courtesy 


Why Not Buy From 


OPTICAL GOODS 


7 HEEREN BROS. CO.? 


Clocks 
WESTCLOX 


MATERIAL and SUPPLIES SESSIONS 


A MANUFACTURING DEPARTMENT 


Reliability 


Penn Ave. and Eighth St. 


WATERBURY 


SERVICE 


Quality 
Pittsburgh, Penna. 











628 Penn Ave. 


LAN DAW BROS. Watches. Clocks and Silverware 


Also Watch Materials and Jewelers’ Supplies. 


Pittsburgh, Pa. 


Orders Filled from Any Catalogue. 















ESTABLISHED 1888 


WHOLESALE JEWELERS 


DIAMONDS 


ASSORTMENT AND VALUES 
818 Liberty Ave. (2nd Floor) 





GRAFNER BROS. 


PITTSBURGH, PA. 
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ROM 22 great radio _ stations, 
Sessions Westminster Chimes are 
heard each day by millions. This 

modern way of interesting folks in 

chime clocks has sent the sales of 

Sessions Clocks far higher than ever 


before in Sessions history. 


The secret lies in the exquisite tone, 
the faithful reproduction of those mel- 
low, lingering bell tones of the old 
world, in clocks that cost no more than 
ordinary clocks which lack the charm 
of “old world witchery.” 


This great radio chime sampling cam- 
paign is backed by consistent advertis- 
ing in The Saturday Evening Post, 
which acquaints people with the many 
fine designs and expert craftsmanship 


LISTEN IN ON ONE OF THESE STATIONS 


(See local program for time) 


KDKA Pittsburgh 

WAPI Birmingham 

WSAZ Huntington, W. Va. 
’ CENTRAL 

KYW Chicago 

WORD Chicago 

KMOX St. Louis 

KMMJ Clay Center, Nebr. 


EAST 
WBZA_ Boston 
WBZ _ Springfield, Mass. 
WOKO Poughkeepsie, N. Y. 
WOR’ Newark, N. J 
WIP Philadelphia 
WPEN Philadelphia 
WRVA Richvrond, Va 
WWVA Wheeling, W. Va 


KGO 
KOL 
KOA 


KGRS 


WDAY Fargo, N. D 
WRBQ Greenville, Miss 
WEST 
Oakland, Calif 
Seattle 

Denver 

KDYL Salt Lake City 
Amarillo, Texas 


CIRCULAR 





This is Sessions Westminster No. 
2, in genuine mahogany, 21 inches 
long. List price, $45.59. Many 
other models, tambour and upright, 
in a new Westminster price range. 


of Sessions Clocks, and urges them to 
see them at the stores that stock them. 
Remarkably low prices on these clocks 
have broken many dealers’ turnover 
records. Ingenious, expert workman- 
ship has all but eliminated after-sale 
servicing. 


Many New Models 


And now Sessions presents Westmin- 
ster Chime Clocks in a wide, new va- 
riety of designs. You are urged to 
ask your jobber about these fast-selling 
clocks. The Sessions Clock Company, 
Factories at Forestville, Conn. Offices 
at 233 Broadway, New York and 5 N. 
Wabash Avenue, Chicago. Pacific 
Coast Representative, S. J. Hammond 
& Co., 150 Post St., San Francisco. 


» ESSIONS 
CLOCKS 
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Honor-Bound 


There’s a lot of real as- 
surance in M. M. R. 
handbags for they are 
“honor-bound”’ to wear 
gracefully. They are 
made of selected leath- 
ers. Linings are cut to 
fit. Details are exact. 
To carry the M. M. R. 
label they must be made 
perfectly. M. M. R. is 
the signature of depend- 
ability. 


pom Warn lie 


320-322 W. Adams Street, Chicago 


ST. LOUIS 
1328 Washington Ave. 


Mm CO/TUME ANDBAG/ 


JOCIALLY JPON/JORED 


— TRADE MARK-— 

















Do you know — that 
summer’s sun tan finds 
a new and flattering 
compliment in rich deep 
tints of Autumn? Our 
new collection of hand- 
bags highlight sunburn 
brown, oxblood, red. 
purple, nautical blue and 
English green. 












Te A? 
QR ean) 
/* Se 


SHOE CAL 


DALLAS 
Room 4—Santa Fe Bldg. 
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Color-Vision Costume Bags 


—A New Method of Shading 
and Blending of Colors 
















LUSTRO PEARL 

MESH BAG These colorful Mandalian Accessories have a 
definite place in the mode. Costume Bags 
and Watch Attachments, made of thousands 
of tiny pieces of flat enmeshed metal, with the 
exclusive Lustro Pearl finish, are finding ready 
acceptance on the part of smartly gowned 
women everywhere. 


The new, exclusive, Color-Vision method of 
blending colors gives beautiful effects of color 


harmony which have never been produced 





Many wholesalers offer Mandalian products. 
If yours does not, let us send you the names 
of many who do. 


MANDALIAN MFG. CO. 


Manufacturing Jewelers 


North Attleboro, Mass. 





“The Lovclinese 


of fine gilk 


| IN TEXTURE 
AND COLOR 




















LUSTRO PEARL 
WATCH BRACELET 





MAN DALIAN 
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UST completed! Our fifth store 
for the Meyer Jewelry Com- 
pany—Detroit’s rapidly expanding 
neighborhood jewelry firm! We 
take our greatest pride in its un- 
usual combination of modernistic 
design and conservative planning. 
A Treasure Chest was wanted—we 
made it beautiful as well as sub- 
stantial. Words fail to describe 
it. Only those who see it can 
appreciate its true refinements 
and individual character. 





IT IS NOT TOO LATE TO RE- 
BUILD OR REMODEL YOUR OLD 
STORE TO GET THE “CREAM” 
OF THE CHRISTMAS HOLIDAY 
BUSINESS. WE NEED BUT 
FIVE OR SIX WEEKS IN WHICH 
TO COMPLETE YOUR RE- 
QUIREMENTS. WRITE OR 
WIRE US TODAY. 








No obligation involved in asking us to plan your store 
or soliciting our cooperation in any way. 


MICHIGAN STORE FIXTURE CO.INC. 


— pig ogg America’s Largest Builders 2540 hare Pneony Bldg. 
. Jeiiers " . 
Detroit, Mich. of Jewelry Stores 11 West 42nd St. 


















































PATENTS 










List Price 
; $9.00 each 
'~“Gothic’’-Small decorated 
panels in shaded rose, blue, 


maise, green or orchid, - 4 Id pl ; Height 434”. 
24K gold plated. Height 5%" ee lent 





Modernistic in form with floral etching. ft 
4 









No. List Price : 
760 $9.00 each 
No a BS gel design with wales border. / 
726/5/2 ; D $7.50 each 4K gold plated. eight 634”. 3 
“Georgian,” Rose, bluc, green, maize “Charme,” Double panels in ivory - 
or orchid, with black. 24K gold plated. Jower pane} in rose, blue, green, maize or 
Height 5°’. orchid. 24K gold plated. Height 544” 





























No. __No. 
$9.00 each 750 739/1/2 
Black stripe with floral motif. Rose. Modernistic with etched panels. 24K Curtain effect with fioral spray, Rose, 
blue, green, maize or orchid sides, gold plated, Height 5%’. blue, green, maize or orchid sides. 24K 













| 24K gold plated. Height 5%’. | gold plated, . Height 5%’. 


sae ae a a 



































wil 





Seer Str AEEP ar -mewceemareneT 





















4 $4.20 per pair 

* Windsor” Pattern—Graceful in 
contour, A shaker of artistic merit. 
Height 4%", 


beauty. 


No. List Price 

556 $4.90 per pair 
“Amiens” Pattern—Exceyvionally 
graceful in style — handsomely 


chased. Height 4%", 














List Price 
$5.40 per pair 

“Arcadia” Pattern —Inspired by 
Longfellow’s poem, its grace and 
simplicity appeal to all. Height 614". 


> 
No. List Price 
505 $4.50 per pair 


“Salem” Pattern—Colonial in con- 
tour, with ornament in low relief, 
Height 5”. 











; % a 





SHAKER 





$6.00 per pair 


“Hyacinth” Pattern — Featured 
here because of its superlative 


Height 54%”. 


No. 
554 


“Lafayette” Pattern—Early Colo- 


nial reproduction. 
etched design. 


DE LUXE 





1% 


% 






























io. List Price 
He 560 : $6.75 per pair 
/-» “Classique” Pattern —A shaker of 
stately and. enduring ‘beauty. 
Height 644”. 






No. List Price 
557 4.50 per pair 
“Concord” Pattern— Colonial in 
form — modern in treatment. 
Height 4%”, 


List Price 
$6.00 per pair 
: No. List Price 
Delicately 559 $6,75 per pair 


eight 5%" He, 
Height 5’. Victory” Pattern —An unusually 
fine example of etching of the 


modern era. eight 614”. 
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For the guest room 
or small room a smart 
Boudoir Set reflecting 
the discriminating taste 
of the hostess. 


q Mirror and Powder 
Jar with silk tassels to 
match pastel shades of 
enamel. 













ry 


Made Exclusively 
by 


VicTOR A. PICARD 
& Co., Inc. 


7 West Forty-fifth Street 
New York 
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Through two  cen- 

turies marking = the 

standard ~ quality of 
fine watches. 


Jules Jiirgensen has achieved an exclusiveness in these 
Baguette Watches appealing to the up-to-date and discern- 


ing woman. 


Platinum—Diamond Studded and Adjustable Cords— 


and a large assortment of designs. 


HENRY FREUND & BRO. 


Sole Agents for U. S. A. 


20 West 47th St. New York 
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14k white gold 


chains 
all platinum finished 














ORIGINAL DESIGNS 
FINE WORKMANSHIP 
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made by 


EXCELL 


All Excell 14 k Gold Chains are hand-made— 


many of them requiring hours of patient labor 















SNA INN\N Vw NO eS ee 


~- 
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N 
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to produce. Exclusive in design, some with 
patented features of construction, Excell Chains 
have a distinctive beauty which is the delight of 


the lover of fine merchandise. 


“SoS sia 


When you want fine men’s chains, ask your 


wholesaler to show you the Excell Line. 





EXCELL MANUFACTURING 
COMPANY 


45 Richmond Street, Providence, R. I. 


O’Brien 
ENAMELS 


FOR JEWELRY 




























CARPENTER & WOOD, INC. 
RHODE ISLAND, U. S. A. 





PROVIDENCE 
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i 


REG. U.S.A. 


GENUINE “avtlower”’ F odlee 


SUPER QUALITY 





JORGUTRERURERER EE EERE 


A Splendid Range of Over 80 Most Popular Pewter Items 
MAYFLOWER PEWTER WARE Is Manufactured from the Finest Quality of Metal Obtainable 


We Suggest Orders Be Placed Early to Insure Prompt Delivery 


Lt 


i 






SREREREE! 





No. 3253/5. Waffle Set 


W B DIVERSIFIED LINES | 
e e IN SILVER PLATE No. 3233. Candlestick 





LT 





LT 









No. 678, Costume Jewelry Cabinet 





Salesmen in All Territories 
Write for Complete Illustrations 








Silver Plated Hollow Ware 


—A Large and Most Complete Line. No. 3120. Sait and Peeser Set 
Salt and Pepper Sets —Many New Additions with a Popular Range of Prices. 
Trophies— original and Exclusive Designs in Sport Figures, Loving Cups, Etc. Ne. 48a Basshell ‘Teopky 


Gifts and Novelties, Candlesticks, Beauty Boxes, Costume Jewelry 
Cabinets, Smokers’ Articles, Ete. 


Factory 


o00 Fifth Aecaac |= EIDLICH BROS, Wes. CO.  peiascpaet, conn. 


Avenue 








TInt 


DOT TTT 
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! @mblems of 
mblems o 
(Qu a lb Lty 


ISCRIMINATION in buying is exercised by the 

Lodge or Club Man today as never before— 

Neat, correct design—strong, cleanly embossed de- 

tail — high-gloss enamel, snappy finished gold surfaces, are 
all demanded in the emblem bought today. 
There is a definite mark of quality in the additional, impres- 
sive weight demanded by the man who takes pleasure in 
the correctness and smartness of his personal appointments. 
Even MILLER gold-filled productions maintain a Quality 
Distinction not found in the usual lines available to the trade, 
though regularly made in 10kt, 14kt and 18kt white gold. 
-A memorandum selection is yours for the asking. Freshen 
your stock with a few pieces of Jewelry-like Quality Em- 
blems. 


ERNITY JEWELRY of all standard 
designs, or special, built to your order. 


( CLASS PINS, COLLEGE and mau 
1o) 





Let our designers supply you with selling material regard- 
less of the subject. 


TheMILLER - 
JEWELRY Co. * 


MANUFACTURING JEWELERS 
CINCINNATI 
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“Come in Again” 


You say that to your departing customers over 
and over again each day. And you hope that 
they will come in again-—for your success is 
closely bound up with customers who come back. 
It is well to remember—then—that only with 
wares that satisfy can you be assured of repeat 
business. 


Sheets-Rockford recognizes your need for just 
such merchandise—and therefore produces only 
that fine type of Silverplate which brings lasting 
satisfaction. Write us today for literature illus- 
trating the Sheets-Rockford line—the line that 
makes customers come in again—and again—and 
again. 




















a 





The The 
BRADFORD CLAYBORNE 


SHEETS 


ROCKFORD 


SILVERPLATE 


“Heavier than Standard since 1875” 


SHEETS-ROCKFORD SILVER 
COMPANY 


ROCKFORD, ILLINOIS 
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5$$ 


$ $ Old jewelry, optical goods, scrap $ $ 


















and filings represent idle dollars. 
Why not put them to work by mak- 


$ $ ing shipments regularly to the $ $ 





melting pot? 







Every lot held intact until our es- 
timate is approved. 


KASTENHUBER & LEHRFELD 


24 JOHN ST., NEW YORK 


SUCHE 



























































LIDO 


ASK FOR THE LATEST 
CREATIONS IN WRIST 
WATCHES BY FREY 
FROM YOUR JOBBER 






(Switzerland), 





FREY & Co S&S. A., Bienne 
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LOUIS MANHEIMER & BRO. 
20 West 47th Street 31 North State Street 





SUPER VALUE 


AMERICAN WATCHES 


THINNEST 

SMALLEST 

BE EEE 

1s JEWEL 

ee BO BE ™. 
AMERICAN MANUFACTURE 

LOE Oe EO 


New York City CHICAGO 


MANHEIMER WATCH CO. 


++++ 





No. 1—Nickel case, border engraved, 
Butler back, 15 jewel Keystone 
Standard movement. 

$10.60 Jewelers’ Circular Discount 
No. 2—Nickel case, CHROMIUM 
PLATED, border engraved, Butler 
back, 15 jewel Keystone Standard 
movement. 

$11.70 Jewelers’ Circular Discount 
No. 4—Regal quality case, green or 
white, stripe or line engraved, 15 
jewel Keystone Standard movement. 
$14.40 Jewelers’ Circular Discount 
No. 5—Regal quality case, green or 
white, border engraved, Butler back, 
CUSHION SHAPE, 15 jewel Keystone 
Standard movement. 

$16.00 Jewelers’ Circular Discount 
No. 6—Royal quality case, 20 year 
guarantee, yellow, plain or engraved 
back, 15 jewel Keystone Standard 
movement. 

$14.40 Jewelers’ Circular Discount 
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REPRODUCTIONS 


A BOWL FROM THE ROMAN 





A LINE OF DEEP BOWLS; RATHER 
HEAVY IN WEIGHT BUT PRICED 


217 E. 38th ST. 


No. 1232 Childs Bowl 414 In. Diam. 


No. 841 Salad Bowl 6 In. Diam. Our 


No. 842 Salad Bowl 7% In. Diam. 
No. 843 Salad Bowl 9 In. Diam. 


MODERATELY 


CURRIER & ROBY 


EXPERT SILVERSMITHS 
NEW YORK 








Estab. 





p oie DF 


“DE LUXE LINE?” is the very 
essence of Beauty, Chic and Smart- 


Genuine Stones, also the New- 
Stones. The shanks are set 


with Synthetic White | 


DaTTELBAUM & FRIEDMAN 
1 West 47th Street 


Sri 


Bryant 7686 





These rings are set with | 


Shades of Synthetic 


Sapphire Baguettes. 





New York 























Cuckoo Clocks 


The clock with the human ap- 
peal. Every home where there 
are children will want a 


cuckoo clock. 


400-Day Clocks 


Wound but once a year, 
and a thoroughly reliable 
timekeeper, the 400-DAY 
CLOCK makes a strong ap- 





peal that means ready sales. 


Write for descriptive circular 


SOKOL, MONTAG & CO. 
Manufacturers and Importers 
245 Fifth Avenue New York, N. Y. 


Mantel Chime, Grandfather and Novelty Clocks 
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WEIDLICH STERLING SILVER 


“A Cha rming Trio’ 


iid occa iele naan duets g ee ses MEN a a tier senakngllll 
VIRGINIA PRISCILLA 
alpine STERLING STERLING 
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RUSH ORDER 


There is barely time enough left to get 





your Douglass Lighter stocks in and dis- 
played before the fall advertising starts. 


Order now. 


First advertisements: 
Cosmopolitan (out Oct. 31) 
1,900,000 circulation. 


Saturday Evening Post (out Oct. 
17) 3,000,000 circulation 


DOUGLASS 


Press the trigger he there’s your light! 


-. 


The Douglass Co., San Francisco 


A. W. W. Kyle Co., Montreal 





























Sterling Silver 925/1000 Fine 


Three Sterling Beauties 


The irresistible appeal to the lover of Beauty and refine- 
ment has placed these beautiful patterns in the front 
rank of popularity wherever shown. 

Write for circulars and full information. 


WEIDLICH STERLING SPOON Co. 


NEW YORK SALESROOMS 200 FIFTH AVENUE FACTORY BRIDGEPORT, CONN 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 
in Jewelry of Highest Crade 











Necklace Clasps and Novelty Jewelry 


Rondelies. Barrel-clasps. 


MODERN NOVELTY CoO., INC. 
126 South St., Newark, N. J. 


14kt. Bead Necklaces, also loose beads 
for manufacturers. Various styles and 
sizes. 


Burstow, Kolimar & CO. 
18 Columbia Street 


The Eleder-Hickok Co. 
23 Prospect St. 
(Formerly Lebknecher & Oo.) 
VERSMITH 


@, ™ estecttcees 


Designs in Sterling Silver Hollowware & Novelties 














¢ Mie On) 


RIN 4 ‘ 
And Pendants to Match 
Chrough wholesalers only 
401-7 MULBERRY STREET 














New Jersey Jewelry Mfg. Co., Inc. 


= Columbia Street 
Waldomars, fine gold = ey 


jm oo <4 spri i 
4, - ff rings In. geld and > Gee 
Phone Mitchell 2569 


BARRASSO & BLAS! 
THE HOUSE OF CAMEOS 


Sold through the jobbers only. 
81-88 Governor St., Newark, N. d. 





HENTY RUFEISEN-INC 


MANUFACTURERS OF 


Dans opAQUALITY 


126-128 South Street 
Ohicago Office, 81 N. State &t. 








RINGS—a Specialty with 
Louis Bleiberg 


336 Mulberry Street 


Sterling Fireless Siiver 
and obtains 


JOHN J. JACKSON 4 co. 
All Sterileg and Fine Siivers Relling fer the Trade 








What Is the 
Jabel Ring Mig. Co. 


putting out now? That is the question 
the ring trade ie asking. 401 Mulberry 8t. 





WATCH CASES 


We Specialize In Watch Cases 


WACNER & CO. 


Tel. Market 7448 91 Oliver Street 


SEND FOR SAMPLES 


TAGS 55588 


DOLLESS 
ALL COLORS 
ARCH CROWN MFG. CO. 
82 Warren St. Newark, N. J. 
Originators and Patentees 





Y% te @ carat 18K Engagement Ring 
mountings ornamented with emal! 
diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth St. Newark, N. J. 


7 you SELL to pan colleges and 
raternities BUY fro 


CRESCENT RING CO., Ine. 


355 Mulberry Street 


Meuufectarers o¢ RINGS and PINS 


For Fraternal and Scholastie 
EMBLEM HOUSES 


We Specialize in STONE RINGS 


Black On Blue Onyx Rubies 
ee — Amethysts 


All Da RINGS Exclusively 


for Jobbers 
BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request. 








ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2498 





THE GENERAL ALLOY CO., Inc. 


Correct } White, Green, 
Alloys & Soldere Yellow and Red 


WEDDING RINGS 





Gc. B. W., Inc. 


10, 14 and 18K Rings—Jobbers Only 


391 Mulberry Street Tel. Market 8320 
New York Office, 98 Nassau &t. 





Geld and Piatinum Solders— 
“Clinten Alleys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


81-88 East Kinney St. Newark, N. Jd. 


Che HEL N grist Og 


475 W 
GS « MOUN SINTING? 


L. FRITZSCHE & CO., Inc. 


Manufacturers of 
Piatinum and 14Kt. Gold Jewelry and 
Flexible Bracelets 
480 Washington Street 





Wefferling, Berry, Wallraff Co., Inc. 


Makers of 
FINE EMBLEMATIC JEWELRY 
Eight Rose Street 








Mi. ALEXANDER 


Manufacturer of 
GOLD RINGS 


Tel. Mitchell 14538 60 Columbia 8t. 








Jewelers’ Settings and Soiders 
Refiners and Smelters 


BAKER & CoO., INC. 





Murray and Austin Sts. 
REET AHCAIPIC 5 
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~ HARTZBERG 
18 West 48th Street. New York 


Manufacturers of 














A Style Leader That’s A Staple Seller 


This Sterling Silver Chanel Necklace reflects STYLE with BRIL- 
LIANCE. The New Baguette Stones are Bright Cut—not pressed. 
They show off especially well with the prevailing style of black 
dresses. Necklace shown retails at $9.00. Other attractive patterns 
in our varied line to retail from $1.25 to $10.00. 


Sold individually or with Earrings and Bracelets to MATCH. Ear- 
rings to retail from $2.00 to $3.00 per pair. Bracelets to sell at 
$2.00 to $5.00 each. 


Also a fine Imported Line to retail from $25.00 to $50.00 for cus- 
tomers who want something choice. Send for Selection. 


CAHN & KORNBRODT, Inc. 


SUCCESSORS TO MORRIS WEIL 


580 Fifth Avenue New York, N. 


WHOLESALE JEWELERS AND IMPORTERS OF NOVELTIES 





CIRCULAR 49 


At 47th Street Phone: Bryant 3398 
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We have a complete stock of the New 


PYRALIN 


®56.U.S.paTOFr.. 


CREATIONS 


EBONY MILITARY BRUSHES 


CROSS and BEGUELIN 


WHOLESALE DISTRIBUTORS 
15 Maiden Lane New York City 
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If you ever need fine Jewelry Repairing or Special Order Work 
See the CHAS. F. DAMM, Ine. 


— 1889 we have been rendering a high the work, and use all of the latest methods 
grade Jewelry and Special Order Service. in our shop, enable us to offer the highest 

The experienced artist in our designing de- in workmanship, service, and lowest in prices. 

partment, and skilled craftsman, who execute We also do Trade Watch Repairing. 


CHAS. F. DAMM, Inc. 
703-711 Main Street, Buffalo, New York 
































THE VIANDE KNIFE 





Praag SILHOUETTE PATTERN 


and the VIANDE KNIFE 


14 Maiden Lane — J. W. JOHNSON W— 1 West 47th St. 


New York 
1847 ROGERS BROS. 


SiLVERPLATE 


in sterling silver or 14K gold. 


Earrings and bracelets to match. 


LEWY & CO., 321 Fifth Avenue, 











_CosTuME JEWELRY THAT SELLS 


COLOR - STYLE - QUALITY - POPULAR PRICES 


—a combination that is bringing business to the many stores 
featuring our leaders. Genuine Rose Quartz, Carnelian, 
Chalcedony, Lapis, Topaz, Crystal, Chrysoprase, etc., mounted 


NEW YORK 


Specialists in { Costume Jewelry Made of Precious Stones at Popular Prices 
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JOHN W. BLOCK 
Manufacturing Jeweler 


22 WEST 481TH STREET 
NEW YORK 


Fancy Cut Diamond Jewelry 
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Every Universal bracelet is adjustable. 
Specialists in 
Gold and Platinum 
watch attachments. 


Write for information and price lists. 


UNIVERSAL MESH & JEWELRY CO... INC. 
64 WEST 48TH ST. NEW YORK 


Mr. M. Diamond, 
522 Chester Williams 
Bldg., Los Angeles, 

California. 





For Fall business, these new rope mesh and flat mesh bracelets—for ladies’ and men’s watches—will prove exceptionally profitable. 


Coast Representative: 

















We specialize ~ 


In mountings for fancy diamonds, sup- 
plying them semi-mounted or to fit your 








fancy stones. 


D.& I. JEWELRY MFE. CO.. INC. 


Makers of FINE PLATINUM JEWELRY 
74 LAFAYETTE STREET. NEW YORK 















































~ GENUINE. 
leoo oANTIQUE JEWELRY.. oe 


SOLID GOLD NECKLACES 
LOCKETS AND CHAINS 
BANGLE BRACELETS 
FLEXIBLE BRACELETS 
RINGS, COSTUME PIECES 
COMPLETE SUITES 
. - Complete Line of Genuine Antique Silver Jewelry. Prices from $5.00 up . 


LEO ELWYN & CO.,, Inc. 


23 WEST 55th ST., NEW YORK 
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The AVIATOR® 





2451 14 Kt. solid 
white gold, handsomely 
carved, set with 2 dia- 
monds and 4 emeralds 
—15 Jewel Hallwatch 


movement, 


To retail for $45.00 





9545 14 Kt. 


border handsomely engraved, 3 
Jewel Hallwatch movement. 





1521 14 Kt. 
plain bezel, 





6577 White gold filled, curved model, 15 Jewel 
Hallwatch movement. T 





White gold filled, 3 
15 Jewel Hallwatch movement. 


A NEWARND UNUSUAL 


FOR MEN AND WOMEN 


6512 White gold 
filled, handsomely en- 
graved, 15 Jewel Hall- 
watch movement. 


To retail for $24.75. 


Significantly smart and as modern as its name implies, the 


new “‘Aviator’”’—outstandingly true to the Hallwatch stand- 





ard—scores exceedingly high. 


Emphatic features of accuracy and serviceability mark the 


5536 18 Kt. solid 
white gold, beautifully 
engraved, set with 6 
diamonds and 12 
emeralds, 17 Jewel 
Hallwatch movement. 


To retail for $150.00. 


“Aviator” as a reliable timepiece of dominating sales power. 


Its compelling beauty is an irresistible temptation to buy. 


The “Aviator” comes in a wide-price range which means 
that every class of purchaser is covered—your turnover is 
therefore limitless—and we foresee handsome profits for 


dealers who carry the “Aviator.” 


Attractive counter display 





hite gold filled case, green 


piece case, 17 


cards have been prepared in 


To retail for $42.50 


full colors to focus immedi- 


ate attention on the 


“Aviator.” These will be 


Ae 


given to dealers with their 





initial order. 


jiece case, 


To retail for $35.00 


HorrmanWatcr Co. 


2 West 46TH ST. AT Firrit AVENUE, &.Y.C. 


<a 


MAKERS OF SINCE 1899 


ro retail for $24.75 





































September 26, 1929 THE JEWELERS’ CIRCULAR 53 


DIAMOND Manufacturing 


Merchandising 
MOUNTED = Sot"sitin 
JEWELRY 


All indications are for a prosperous Fall 
and Holiday jewelry business. You 
want to share in it. 





The display ready for you here is the ac- 
complishment of our 61 years’ experi- 
ence not only in manufacturing, but 
also in meeting the needs of the indi- 
vidual jeweler in variety, value, novelty 
and in closely cooperating to keep his 
assortments full and attractive. 





As the largest manufacturers, we have 
used our resources to give each piece 
that particular appeal which helps the 
jeweler make the sale. We strive to aid 
the jeweler to win new customers and, 
with the old, retain them all. 


World’s Largest You will find especial gratification in 

choosing; for you will appreciate that 
manufacturers back of the merchandise is helpfulness 
of Gold Jewelry leading to a successful season. 


GOLDSMITH, STERN & CO. 


ESTABLISHED 1868 
136 West 52nd Street, New York City 


MANUFACTURERS OF GOLD AND PLATINUM JEWELRY 
IMPORTERS OF DIAMONDS AND WATCHES 


CHICAGO LONDON ; PARIS AMSTERDAM CHAUX DE FONDS 
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the Worlds big Jewelry Centers both 


BUY Me 


NEW YORK 









NEW YORK ... World Market Place . .. Serving the discriminating, and also the millions . . . 
Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
. . » Fashion Center and Focal Point of a whole continent... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, CuristTizg & Co. 65 Nassau St. 


“Orienta’ Pearls 


BADGES, EMBLEMS, MEDALS 


Direces & Cxiust, 15 John St., Medals, Cups, 


Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CuristIAN BEcKER, INC. 
Balances (Diamond and Gold) 


92 Reade St. 


CLOCKS 
Norman M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 
Tvecorated Crystal and Silver Mounted Crystal 


CHINAWARE 
Mave’ K & Miter, Inc., 39-43 W. 23rd St. 
“Royal Worcester China’”’ 


DIAMOND IMPORTERS AND 
CUTTERS 

BauMGoLp Bros., INc. 
Diamond Cutters 

BirnBauM Presset Co., INc. 62 W. 47th St 
Diamond Cutters 

Cuas. P. Gotpsmitu & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 


62 West 47th St. 


JeweL-Gem Co., Inc., 145 W. 45th St., Lapi- 
daries & Importers of Diamonds & Other Stones 
SHIMAN Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W.G. Rings 
J. R. Woon & Sons 15 Maiden Lane 
Diamond Cutters, Jewelry Mfrs., Omega Watches 


DIAMOND JEWELRY 

C. V. Doucuerty Co., INc. 7 W. 45th St. 
Plat., Diamond, Seed Pearl and Jade Jewelry 

Morse Bros 64 West 48th St. 
Diamonds and Diamond Jewelry 


Sraicer & Sons, INc. 527 Fifth Ave. 
Finest Type of Platinum Diamond Jewelry 





FOUNTAIN PENS AND PENCILS 
Pen-O-Grapuic Pen Co. 152 W. 42nd St. 
Mfrs. Combination Pens and Pencils 


NOVELTIES 
Victor E. LEDERER 123-125 West 33rd St 
Adv. Souvenirs for Store Openings, Anivs., etc. 


Max SINGER 
Specials in Jewelry Jobs and Novelties 


PLATINUM CHAINS AND MESH 


CorsBett & BERTOLONE, INC. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 


R. A. BremIpENBACH 48 W. 48th St 
Diamonds, Precious and Imitation Stones 
Max DurAFFourcG, LTp. 580 5th Ave 
Synthetic Calibre, Ring Stone, Importers 
JuLtes FRANKLIN, INC 452 Sth Ave 

Pearls and Precious Stones 
ALFRED La Frantz & Co 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 
IL EvERE Co 94 Canal St., Cutters 
Encrusters—If it’s a stone, we have it 
Max Natuan Co. Estab. 1886. 68 Nassau St 
Pearls, Precious. Imitation Stones. Mail orders 
Max Stern & Co 17-23 Tohn St 
Importers of Ringstones of Every Ce 


37 Forsyth St 


or 
SuPREME STONE ImP’t Co 
Encrusting, Jobbing Stones, Mail Orders Filled 


J. L. Warner Co., Inc. 36 W. 47th St 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 
ARAX Jc7rYy. Mrc. Co., INc. 74 W. 46th St 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic ArT JEWELRY Co., INC. 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
R. J. BLUMENTHAL 65 Nassau St., Impor 
ters Japanese Cultured Pearls—Crystals, et 
Boyayran’s Sons Co., Inc. 64 W. 48th St 
Seed Pearls and Art Jewelry Manufacturers 
MortTrMerR B. KiiInc “The House of Jade’”’ 
Necklaces, Costume Jewelry. 65 Nassau St 


REAL STONE GIFTWARE 


Aucust DInceLpeIn & Son 551 5th Ave 
Real Stone Ash Trays, Special Order Work 


9 Maiden Lane 





PRECIOUS METALS 
BAKER & Co., Inc. 30 Church St 
Jewelers’ Settings and Solders 


Jounson, MattHey & Co., INc. 233 B’way 
Platinum and Other Precious Metals 


REPAIRS FOR THE TRADE 
S. HELLER & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 


Kinc & Co., 


Repairers, Silversmiths, Jewelers 


40 John St 


22 West 48th St. 
Repairers: Watches, Clocks: Timeology 


SAMUEL BERNARD 


RINGS, RING MOUNTINGS 


1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 


DATTELBAUM & FRIEDMAN 


SEED PEARL JEWELRY 


EASTERN PEARL Co. 64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Also Repairs 


SILVERWARE 


Derny Sitver Co.s 10 Maiden Lane, World Re- 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


ALPHEUS L. Brown 15 Maiden Lane 


Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 

CortTezert Watcu Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 

Lussac WatcH Co. 12 John St. 
Importers of Swiss Watches of all prices 

A. SHaptro & Son 48 W. 48th St. 
Specializing in Men’s Platinum Watches 


I. TANNENBAUM Co. 121-123 Canal St 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 


KriecER & Dranorr, 10 W. 47th St., S.U.C. & 
P.B.U. Unbreakable & K.K. Fancy Crystals. 
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At the price of 


the silver alone 


These New, — 
Modern Art 


DISPLAY 
CHESTS & 










At Top, No. 42 Jade Give-Away Case 
50-piece Covers for Twelve. At Left, 
No. 44 Jade Give-Away Chest, 100- 
piece Covers for Twelve. 


At Right, No. 42 Jade, Give- 
Away Case, 26-piece Covers 
for Six. Or 34-piece Covers 
for Eight. 












These beautiful new Give-Away Chests display Inlaid Silverplate in the most intriguing 
way. And the chest, itself, costs you and your customers nothing! 

By simple arithmetic... the sale of fifty and hundred-piece sets gives more profit than 
a small assortment. And properly staged, in the handsome Give-Away Chests and 
Cases, large units of sale are as easily made as a few unrelated pieces. 

See the new fall Holmes & Edwards presentation. Chests and cases of modern line 
and decoration in lovely color combinations. Offered in all the beautiful inlaid patterns, 


including the new prize-winning design... Charm. 


Write: Sales Service Department 


HOLMES § EDWARDS 


BRIDGEPORT, CONNECTICUT 


New York Chicago San Francisco 
9-11 Maiden Lane 5 N. Wabash Avenue 150 Post Street 


Standard Silver Company, International Silver Company of Canada, Limited, Successor, Toronto, Canada 


SUCCEEDED BY 
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THE NEW KNIFE SHOWN HERE (S$ CALLED VIANDE. THE 
REGULAR DINNER AND DESSERT KNIVES ARE ALSO MADE 


(Lesenting 


All the feminine world likes “that certain something” that Paris 
gives to a frock, a hat, a jewel, an arching evening slipper. Call it 
style, call it chic, call it whatever you will ... but call it yours! But 
what have hats and frocks to do with silverware? Well, just about every- 
thing! For Paris has given to those hats and frocks .. . and all of your 
intimate possessions, certain basic, foundational lines that make them 
what they are. Slender, spiendid lines. Clean, streamlines. Modern 


lines. And those are the lines of SILHOUETTE... the new silverware 














SILHOUETTE 


pattern. SILHOUETTE is smart today. . . tomorrow. . . and years from 
tomorrow. For such basic good taste is always smart. So, when you choose 
your silverware pattern, choose it standing before a mirror. A mental 
mirror at least. See yourself... dressed as you are, looking as you 
do... and you are bound to choose SILHOUETTE. Its lines are your 
lines. It’s modern... and you're modern. And you'll go well together 
For illustrations and prices of SILHOUETTE pattern write for booklet L48 


to Sales Promotion Dept., International Silver Co., Meriden, Connecticut. 
























1847 ROGERS BROS 








A SALES STORY THAT 





STARTED WITH EVE AND HER FIRST FIG LEAVES 


One of Boston’s big silver merchants said to us 
the other day . . . “that’s a great new story 


you've got on your Silhouette pattern.” 


We thanked him... but actually the story is so 
old that it dates back to Eve and fig leaves. 


For since the first of all women, clothes have 
been woman’s symbol of style and appearance. 
Which explains why the theme of the advertise- 





ment above was chosen. This advertising says 
“style” in the leading magazines, to practically 
every style-wise woman in your town... nearly 


every prospect whom you can logically hope to sell. 


For illustrations and prices of SILHOUETTE pat- 
tern write for booklet JHto Sales Promotion Dept., 
International Silver Co., Meriden, Connecticut. 


Salesrooms: New York, Chicago, San Francisco. 
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SUBSCRIPTION 
$4.00 PER YEAR 
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New Fall Jewelry “Fashions 
priabtem.srcer eo Ad long “Fifth -Avenue 


long-back hats, are purposely startling in their bril- 

liancy. Four new designs are shown in the illustra- 
tion, elaborate with encrusted diamonds or striking in 
their modernistic severity. Carved green jade, capped 
with diamond encrusted platinum, swings from a diamond 
pendant chain made up of diamond baguettes and round- 
cut stones pavé-mounted. This earring is topped with a 
large pearl and a half circle of pavé-mounted 
round diamonds. A _ severe little line of 
carved red coral is topped with a disk of black 
onyx. A third earring carries the color 
scheme of black, yellow and green through the 
use of black onyx, smoked amber and mala- 
chite. The earring with the three pendants 
features the transparent gemstones in pear 
shapes and baguettes. Amethysts, zircons and 
peridots are combined to make this attractive 
little jewel. 


Te new earrings, planned for wear with the new 


HE Avenue is finding the new silhouette 

of exceptional interest. Here is shown a 
princess model with a horseshoe collar, a 
short black fur and an elbow-length cuff to 
match the fur collar. The waist line is de- 
fined by an inverted seam and the skirt of 
the coat is cut on circular lines. But this, 
however new, is but one of many new out- 
lines. There is also the molded line which is 
called princess because of its continuous 
streamline from shoulder to hem. This is, 




























Some of the latest earrings, bar pins and handbags seen in exclusive shops 


however, the silhouette with the low-swung fullness. 1 
is a fashion maker in jewels as well as in gowns, for it 
demands the longer line in necklaces, earrings and al! 
pendant jewels. The coat illustrated is part of an en- 
semble carried out in the new maroon color and black. 
The hat is black, the gown is a printed maroon crépe 
with figures of black and white in very small geometric 
motifs. The jewels to accompany such a costume will 
contain small diamonds, table-cut black onyx 
and perhaps garnets, amethysts or tourma- 
lines to emphasize the costume color, and the 
mounting will be an intricate background of 
platinum. Buckles for the street shoes are 
also an important item this fall. These are 
small affairs designed for use on the strapless 
pump and the opera slipper of dark tones or 
black satin, or they are made with slide fas- 
tenings to hold the slipper strap in place on 
the instep. 


(0) tH all the browns from the deep toned 
seal and all chocolate tones to the paler 
café-au-lait and beige tints winning such 
popularity this season, the topaz is enjoying 
a tremendous vogue. lillustrated are two of 


the barpin brooches featuring the topaz as 
their colored gem. One is an oblong shape 
with an etched crystal ground, a large pale 
corn-colored topaz for the slanting central 
gem, and a border of golden brown topaz 
(Continued on page 68) 
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This jeweler tells 
how he increased 
his silver sales by 
direct-by-mail and 
newspaper adver- 
lising. Business is 
conducted on ou “9 
strictly cash basis y oN 3 
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W.N. JENKINS 
- JEWELER 
384-14 ST. wear FRANKLIN 
OAKLAND, CAL. 
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Over 25 complete 
patterns in ster- 
ling silver are 
carried, besides 
many older pat- 
terns for fill-ins. 
Nearly 30 pat- 
terns in plated 
ware are also car- 
ried 


How Jenkins Keeps Up Silver Sales 


Despite Intensive Department Store Competition 


By Norman L. Jenkins 


IVE years ago the firm of W. N. Jenkins, jeweler 

and silversmith, moved from Washington Street, 

where it had been many years, to a new business 
section on Fourteenth Street. Despite twenty-five years 
of serving the people of Oakland, Cal., the moving of 
the store presented some difficulties. Of course, there 
is the usual loss of several old customers that must be 
expected in a change of address, but the new location 
was then in its pioneering stage. It was only three 
blocks from the old place, but was one block on the 
opposite side of the main commercial street—Broadway. 
The ever-increasing popularity of the department stores 
—six large ones, all with novelty jewelry and silverware 
departments, were on the other side of Broadway, and 
drew many people their way—meant a decrease in the 
silver plated sales for us. 


GIOUT while the sales in silver plated ware—fiatware 

mostly—were declining, we were very much grati- 
fied to find the sterling sales increasing greatly. Since 
we opened in the new store, we had less window space 
(we formerly were on a corner) and it was necessary to 
use as much as possible in showing higher grade goods, 
so hardly a day has passed that there hasn’t been sev- 
eral sterling pieces displayed. Our direct-by-mail ad- 
vertising has also helped to bring sterling to the front 
for us. A third reason for this increase is that where 
we formerly had more customers, we now had fewer, 
but they are the kind that demand the best. We might 
say that where it had been “quantity” it is now “quality.” 
It is almost impossible to sell a very sizeable amount of 
silver plated ware now. 

The vast majority of customers will look at nothing 
but sterling. Of course, our business policy also ac- 
counts for a great deal of this success. The policy of 
the firm of W. N. Jenkins has always been to sell jewelry 
on a cash basis. We have not sold on installments, and 


it is the cash-dealing customer who usually demands the 
best the jewelry houses have to offer and most of them 
would rather deal with a cash store rather than pay cash 
to an installment house. For such customers as these 
we keep over twenty-five complete patterns in solid sil- 
ver, not to mention many older patterns for fill-ins. We 
also keep nearly thirty plated patterns, despite the less 
demand for them. We find that, although this number 
of patterns seems large, it is best to keep a large selec- 
tion and be able to fill the customers’ needs at once, 
rather than to keep a very few patterns and have to order 
continually. We have made many new customers by 
being able to fill their needs where competitors would 
need time to order for them. Occasionally a window 
display of a few pieces of each pattern—of as many as 
there is window space for—attractively arranged on 
doilies with the name on a small black card on each and 
other cards with “Sterling Silver” on the displays. It 
has brought considerable business. 


DVERTISING is vital to sterling sales. News- 
e paper cuts of the latest patterns are very good 
and we have used them to some extent. We have found, 
however, that direct-by-mail messages to the prospects 
and customers individually is not only far less expensive 
but is much more likely to reach the persons who will 
buy and not a hit or miss way of advertising to everyone 
who reads the paper. Jewelry is really for personal use 
or for the use of the family in most cases and the indi- 
vidual or family group is more apt to be impressed by a 
personal message than by a general canvassing of the 
entire community. The next best thing to becoming 
personally acquainted with the customers of your busi- 
ness is by classifying the list and sending messages ac- 
cording to the likes and needs of each. 
Of course, a “form” letter can hardly be mistaken for 
anything else than what it is—a stereotyped message 
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for a great many people. If it is long, it will doubtless 
go unread. If short, it will probably be read but will 
not impress the reader to any great extent, for he knows 
as well as not that he is but one in a thousand who has 
read the same thing. This type of advertising is very 
good for “paving the way” for the wholesale traveling 
man, but we found it not so suitable for our needs. In 
its place we have used a post-card that carries a good 
sales talk in a mere twenty-five or thirty words, and yet 
has far more chance of being read and putting over its 
sales point. The government postal card is cheaper and 
looks it—for a jeweler’s use. We wanted something 
more in keeping with our type of business. The card 
we use has a photographic reproduction (glossy finish) 
of the interior of the store. On the reverse side is the 
sales message, of not over eight lines, and the address. 
We use an addressing machine for both. The metal 
address plate will print four lines of type so that, by 
carefully spacing the printing when running the cards 
through for the second plate to print, a very neat effect 
is produced. The message takes but a fraction of a 
minute to read and the post-card is attractive enough to 
prevent it being thrown into the waste basket without 
notice. The picture of the store is a dandy means of 
reaching the out-of-town buyer and also adds dignity to 
the appearance of the card. We have our own equip- 
ment for making these plates and it takes but a few 
minutes to stamp out a new message and then a com- 
paratively short time to have the complete card on its 
way. 
< E find that simplicity and sincerity do much toward 
creating a friendly and personal atmosphere to our 
advertising. The best ads are said to be written as the 
salesman would talk. The product is briefly explained 
in simple language followed by a good selling point. Of 
course, the use of but a few words on a post-card may 
make the copy a bit choppy at times, but the mere fact 
that the space is limited makes the writer put over his 
message as briefly and clearly as he can with good re- 
sults. 

Here is an example of a recent message on silver- 
ware. We have been trying out a new idea that bids 
fair to be successful in increasing sterling sales. We 
have offered to take in old silverware at the value on 
silver as set by the United States Mint and allow that 
much as credit on sterling silver. Of course, only sterl- 
ing can be traded in, for old plate has no market. We 
sell this old silver to an old metals buyer, who gives us 
what we allow the customer. . Here is the advertisement: 
“We will allow you credit for old sterling flatware, as 
quoted by the U. S. Mint, if traded in on any of our new 
solid silver patterns. W. N. Jenkins.” It is a simple 
statement of a proposition that attracts attention with- 
out going too much into detail and causes the reader 
who owns old and often ugly sterling pieces to wish to 
inquire more fully into a proposition where she can ob- 
tain a new pattern that she would be more proud of and 
which would be or more service to her. An advertise- 
ment should make the customer act as the seller wishes. 
To try and get the buyer to ask for more information if 
possible. This type of advertisement does. The first 
sale, using this new plan, amounted to several hundred 
dollars—a very great many times more than the cards 
cost. 

The dealer’s helps, such as offered by the manufactur- 
ers, also play a big part in helping us to sell sterling. 
The little circulars and price lists with our name im- 
printed are very strong selling material. They cost the 
dealer nothing except for the envelopes and stamps and 
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very often result in considerable patronage. Every cir- 
cular that arrives for the use of the dealer should not 
be sent out just because it cost nothing. It should meas- 
ure up to the standards and policies of the firm and also 
have a definite selling argument. No matter how at- 
tractive a circular is, it is almost useless if it fails to 
put over a selling point in favor of the advertiser. We 
find that the majority of the circulars we receive meas- 
ure up to these points because they are written by trained 
experts along advertising lines, but occasionally a little 
over-enthusiasm for a product makes a circular talk too 
much about the seller and not to the buyer. 


ADIO advertising is being done in large measures 

today—or shall we say overdone. We tried this 
way of reaching the people of this community with some 
success for eight months, but discontinued it recently 
for awhile. Too much repetition might do more harm 
against a firm’s name than good. It was, however, a 
very fine way of reaching the out-of-town buyer. 

The mailing list is so important in our advertising work 
that it might be best to explain just how we obtained 
it and how we classify it. The best place for getting 
names for the list is at the local telephone office. Not 
only the local directory but directories for the surround- 
ing towns can be obtained at a small charge. These 
are much more satisfactory for our use in the retail 
business than the regular city directory in that it is 
easier to handle and that it is revised at least twice a 
year. In Oakland, where it is estimated that 35,000 new 
people move into the city each year and where a consid- 
erable portion of the 350,000 inhabitants change their 
addresses often, it makes the upkeep of a mailing list a 
continuous job. The mailing list that is used often helps 
to keep itself in condition by having all changes in ad- 
dress easily noted by the return of the undelivered let- 
ters. With the cards, which are not returned, it is nec- 
essary to go over the list often and check the addresses 
carefully to prevent the waste of any cards and postage. 
A list is something that cannot be left to take care of 
itself, for it needs constant pruning and adding to. 


eevee cam of the list is necessary, for an un- 
arranged list would be of no value. We classify 
them (1) geographically by cities and often sections; (2) 
the plates are placed alphabetically under each city; 
(3) by colored tabs, the plates may be further classified 
as to credit standing, prospect or customer, and what- 
ever other division is deemed necessary; (4) separate 
lists of special prospects that receive matter more often 
are very good. It has been said that ten mailings to one 
person is more useful than one mailing to a hundred per- 
sons. We use this special list with this idea in mind. 

In closing, it might be said that the firm of W. N. 
Jenkins has found these methods have increased and 
maintained its sterling sales and that it is our hope that 
there may be an idea or two that will be of real benefit 
to the readers of THE JEWELERS’ CIRCULAR. 








An interesting display of rock amber is being shown 
by the Jaccard Jewelry Corp., Kansas City, Mo.’ The 
amber is shown in the rough state, after polishing and in 
various stages before it is made into beads. Photographs 
are shown of amber mines in Germany and along the 
Baltic Sea. The concern, by the way, is remodeling its 
show windows, and installing a new system of floodlights. 
The lights are about 18 inches apart, in the upper section 
of the windows, and are so regulated that one or more 
can be turned on as desired. 
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The Recognized Authority of the Trade 


Good Faith and Tolerance Can Bring About a 
New Era of Harmony in the Industry 


HE 24th annual convention of the American 
[Nationa Retail Jewelers’ Association, held at 

Cleveland last week, may mark an epoch in the 
history of association movements in the trade. For 
if the resolution finally passed at the closing session 
is carried out in good faith by all interested, it should 
mean peace in the trade for some years to come; a 
peace that will help to build up all associations and 
give the industry an opportunity to calmly and dis- 
passionately consider what plan is best for its devel- 
opment and then follow that plan. 

Despite the fact that this was one of the most im- 
portant, interesting and instructive conventions that 
has been held by the organization for many years; 
despite the great interest manifested in the addresses 
of the economists and real trade experts and the close 
attention given to the reports of the various commit- 
tees, there was, nevertheless, a feeling of unrest and 
uncertainty until the last day, due to the differences 
of opinion of the elements that attended. 

It was apparent from the outset that the big or- 
ganizations of the East and some of the Middle West 
were heartily in support of the national body, its offi- 
cers and its program, while the opposition of the 
delegates from the Middle and Far West, who strong- 
ly supported the Jewelry Trade Association and hoped 
for an amalgamation, was apparent, and strong, 
even though voiced by a minority. It was fortunate 
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that a broad-minded attitude prevailed on all sides 
and that the convention was thrown open to a full 
discussion of the differences between the two ele- 
ments; that a real committee was appointed to con- 
sider what could be done to bring about harmony and 
that this committee was willing to sit, hour after 
hour, for two days until they were able to formulate 
a plan which, it is hoped, will bring peace in the in- 
dustry. 

To these ten men the thanks of the entire jewelry 
trade are due for their able, conscientious and un- 
selfish work. For it is believed that the thought ex- 
pressed in the resolution which they finally presented 
will bring peace to the industry if the opposing ele- 
ments will carry out the spirit of what has been termed 
a “compromise.” Good faith and good faith alone on 
both sides is what is needed now to back up the work 
of these men who established a modus vivendi be- 
tween the contending elements. Now is the time for 
the elimination of all feeling of rancor and desire to 
dominate. It is the time for the exercise of broad- 
mindedness and common sense on both sides. It is 
the time for building up and strengthening all our 
trade associations so that when the industry takes 
up the subject again in the future it will be able to 
form a judgment based on facts and not upon opin- 
ions, predications, deep feelings or prejudice. 





Tariff Bill Will Not Effect Fall Buying 


HERE is not the slightest reason why any retail 
IY iewete should hold back his purchases for his 

fall and holiday stock on account of the Tariff 
Bill, for no matter what the action of Congress may 
be, it will have little or no effect on the price that he 
will pay for the merchandise which he will sell this 
year. Questions from many readers indicate they 
seem to think that they might have an advantage in 
holding back some purchases until the tariff question 
was settled, despite the fact that in most lines that 
the jeweler handles, the tariff schedules being consid- 
ered would, if enacted, increase the duty and in most 
cases, the cost of the merchandise affected. This ap- 
plies to almost every line he carries except diamonds 
where the duty proposed is to be lower. 

Answering the many jewelers who inquired on the 
question, we would say that from the best information 
obtainable from Washington at the present time, it 
is our prediction that it will be away into November 
before the bill passes the Senate and probably be close 
to Christmas before the differences are ironed out by 
the Conference Committees and the amended meas- 
ure passed and put in the hands of the President. By 
no stretch of imagination can we conceive how the 
present bill can affect any of the merchandise pur- 
chased by the retailer this year. In fact, it is our 
guess that it will all be sold and in the hands of the 
consumer before the measure goes into effect. 

Not only can there be nothing gained by holding 
back stock purchases at the present time, but, on the 
contrary, the jeweler who does so, risks a serious loss 
in trade because the major business this fall will un- 
doubtedly go to the dealer who has the brightest, most 
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up-to-date and most complete stock of merchandise 
wanted by the public. If, as conditions now indicate, 
holiday buying will begin early this year, the jeweler 
who is not ready for it will be out of luck and will 
see that the business that he might have had go into 
the hands of his more progressive competitor. 





Credit Prices May Include More Than Interest 


HE question of selling on credit at cash prices 
[referred to in recent editorials has only been 

exceeded in interest in the installment business 
by another as to “how much more than the cash price 
is the installment dealer 
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Give Personal Support to the Capper-Kelly Bill 


OT for years have the advocates of price main- 

| \ tenance legislation had as good an opportunity 
of getting favorable consideration from Con- 

gress for legislation legalizing the protected selling 
price as they have at present. This statement, which 
was borne out by the announcement last week of 
Representative Clyde Kelly, the sponsor in the House 
of the Capper-Kelly Bill now in Congress, is corrobor- 
ated by those in Washington, who are best versed in 
legislative matters. The chances of this Capper- 
Kelly Bill being enacted are, for the first time, most 
encouraging, but its suc- 





entitled to charge for the 
accommodation of cred- 
it?” This last question 
has been brought up as a 
result of the impression 
gained in some quarters 
that a dealer selling on 
cash and credit would be 
guilty of usury if the dif- 
ference between the cash 
price of an article and that 
charged to the credit cus- 
tomer amounted to more 


in this city. 


Helps Interchange of Ideas 


HaARVEY’S 
Credit Jewelers 
CUMBERLAND, Mp. 


We were rather surprised to see our picture in 
item of the publicity stunt that was performed 


We do not know how in the world you ever 
got information, but we do know that you are a 
wide awake organization. 


cess may depend on the 
individual effort of its ad- 
vocates throughout the 
country. 

The Capper-Kelly Bill 
has been indorsed by the 
state and national retail 
jewelers’ associations for 
many years past, and its 
backers have grown in 
numbers as the years go 
on. Now is the time for 
the jewelers who favor it 


than the legal interest on 
the price. For the benefit 
of those dealers who have 
been in doubt on the sub- 
ject and who have been 
making inquiries as to 
their rights we would say 
that they have a legal 
right to charge one price 
for cash and another for 
credit and that the credit 
price need not be in any 
way dependent upon the 
interest charged. 

While we do not know 
that this question has yet 
come up in the jewelry 
field it has come up in the 
automobile industry and 
been settled by the courts 
which have held that a 
dealer may fix upon his 


To have an article or “stunt” published in 
your authoritative magazine certainly makes a 
fellow feel great, as if he accomplished some- 
thing. 

Very truly yours, 
(signed) Harvey’s 


* * % 


Tue Jeweters’ CircuLar is always anxious 
to report to the trade the most enterprising ef- 
forts of jewelers that have resulted in increasing 
business in any way. We believe that an inter- 
change of ideas in this way can result in the 
increase of sales by all and are happy to be the 
means of spreading this information. While we 
cannot expect to get in contact with all these 
schemes, our correspondents are ever on the 
alert to pick them up and send them in. Jew- 
elers who have worked out any plan by which 
they have increased their business, are invited to 
send details with photos, if possible, of any fine 
window display or clever advertising or busi- 
ness stunt that they successfully operated.— 
Editor of THE JEWELERS’ CircULAR. 


to work for its support, 
individually as well as col- 
lectively, and see to it that 
their local Congressmen 
and Senators fully under- 
stand the business senti- 
ment of the community 
that they represent was 
never more strongly in 
favor of a price main- 
tenance law than it is at 
























present. 
Those who want this 
measure passed _ should 


not simply wait for their 
State and local associa- 
tions to take action, but 
should individually write 
and, if possible, see and 
interview their Represen- 
tatives in Congress and 
urge that they help to get 

















it passed at the present 





property one price for 
cash and another for 
credit and the mere fact that the credit price exceeds 
the cost price by more than the legal rate of interest 
is a matter of concern to the parties but not to the 
courts. The decision held that if the parties have 
acted in good faith, such a transaction is a loan and 
not usurious. 

We hope to publish an article by a well-known com- 
mercial law expert in an early issue that will discuss 
the legal aspect of this question in detail. If any 
subscriber knows of a case in the courts which in- 
volves this question in the jewelry trade, we would be 
glad to hear from him. 





sesison. 








Both wholesale and retail jewelers of Evansville, Ind., 
say the trade outlook is fairly good and they are looking 
for a steady improvement in business. Most retailers 
say that in their opinion trade during the closing months 
of this year will show a marked gain over that of the 
corresponding season of last year. General business 


conditions in Evansville continue to get better and re- 
ports from the rural sections of southern Indiana, south- 
ern Illinois and western and northern Kentucky are more 
encouraging than they have been at any time this year. 
Large manufacturing plants in this city are being oper- 
ated on steady time and there are few men out of work. 
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oMAKE ‘em my TOP— 


and Want to Buy 


Let Your Show Window Reflect Your Store Policy 


By R. 


. gun to realize the great value, selling power and 
4 good will building value of the show window. 
Enormous sums are paid yearly by chain stores for show 
window space. If any retailer pays big rent for show 
window space, he is certainly losing an opportunity, in 
fact wasting money, if he does not make the most of it. 
Show window space should be given just as much thought, 
if not more, than newspaper ad- 
vertising space. What shall I -— — 
display today? What tomorrow? 
With a knowledge of the buying 
power in one’s community one 
will be able to use display space 


¢ , é OT only the jeweler, but every merchant, has be- 


intelligently, and will refrain | should say : 


from displaying unwanted mer- 
chandise. Some attractive dis- 
plays are shown on the adjoin- 
ing page. 

Tho photo at the top, sent to 
us recently by Ryrie-Birks, 
Ltd., Toronto, Ont., was used in 
the Toronto store during the 
two weeks of the Canadian Na- 
tional Exhibit. The object of 
this particular display was to 
help advertise the first aeroplane 
race between fliers from the 
United States and fliers from 
Canada. The race was from 
Cleveland to Toronto. The real 
merchandising object of the dis- 
play, however, was, as the firm —— — 
said in its communication, “to 
let the public know that we are carrying a large stock 
of diamonds, etc.” 

The plane was a copy of an Army scout machine, and 
was accurate in every detail. The large letters across the 
top wing were done in sapphires, and the tail in rubies. 
The display over all measured 6 feet 6 inches by 4 feet 6 
inches high. The value of the miniature plane was $100,- 
000. Accompanying the display were cards stating that 
the plane was “not entered in the Cleveland to Toronto 
air races” (to link it up in the public’s mind) ; cards also 
announced that it was the most expensive light aeroplane 
in Canada. 

Under this photo on the left is a show window show- 


window display. 


accordingly. 


Your show window | 


‘Come In!”’ 


The retail jeweler’s show window 
may be given unusual selling power. 
This selling power depends not only 
on the items displayed but on the man- 
ner in which they are shown. Timeli- 
ness is an all-important factor in any 





F. N. 


ing the opening of the H. L. Polzer store at 1128 
Walnut St. in Milwaukee. This opening marked Mr. 
Polzer’s ninth year in business. Mr. Polzer, now only 
28 years old, started to learn the jewelry business at the 
age of 18. He began business eight years ago on an upper 
floor of the store which he now occupies. Continuous good 
business has enabled him to open his very attractive new 
establishment. In the display are baskets of flowers from 
many friends in the trade. The 
— exhibit includes wrist watches, 
| boudoir clocks, rings, necklaces, 

silverware, fancy bags, etc. 

On the right is a display fea- 
turing an opening by the Gens- 
ler-Lee Jewelry Co., of Denver, 
Colo. These windows differ con- 
siderably from the last men- 
tioned, as the reader will readily 
observe. This firm makes very 
judicious use of its window dis- 
plays, and uses newspaper ad- 
vertising space generously. In 
newspaper advertising the firm 
believes in featuring specific ar- 


Today’s fast moving public will be ticles. Credit facilities are not 
stopped only by what is striking, new 
and attractive. A display for one 
store may not be the right display for 
another. Study conditions in your 
home town and make your displays ‘6 


stressed particularly although 
the firm has excellent credit of- 
ferings to make. 


E are never out of the 
newspapers,” said a 

member of the firm recently. 

“The result is that we are doing 

business every day in the year, 
and not at Christmas time only. Immediately afte> 
Christmas we will advertise heavily during the months ot 
January, February and March. The advantage of specific 
advertising is that it brings customers into our store 
quickly. Our announcements are responded to on the day 
following the insertions in the nine papers which we use. 
It is our experience that general advertising meets with 
little response until the big idea has had a chance to take 
hold over many days of advertising effort and expendi- 
ture. One fault of us jewelers is that we fail to recognize 
just who our competitors really are. We have been jealous 
of one another, instead of getting together in each com- 
(Continued on page 64) 
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Make em Stop and VV ant to Buy 


(Continued from page 62) 


munity and making a bold, organized bid for a share of 
the buyer’s dollar, against the competition of stores selling 
other merchandise than jewelry. The buyer’s dollar is 
like a pie; it can only be satisfactorily cut up into so 
many pieces, and it is up to us jewelers to get as large a 
piece of the pastry as anyone else.” 

The clock display shown under the Polzer exhibit will 
give a suggestion to jewelers who want something for 
the New Year. The show card reads, “Start the Year 
Off Right by Being on Time.” 

Adjoining this on the right is an attractive display of 
silver flat ware and electrical appliances, clocks, jewelry 
and optical goods—rather an unusual mixture, but never- 
theless the exhibit looks very well. The silver is featured 
in the center of the window. The card reads, “Buy Your 
Silverware and Electrical Appliances on Easy Payment 
Terms.” 

At the bottom of the group, on the left, is rather a 
symmetrical display of clocks in modernistic style. A 
timely card here would be “Clocks for Every Room in the 
House,” the slogan adopted by the Clock Manufacturers 
Association of America, which is doing such excellent 
work to help the jeweler increase his sale of clocks. 


N the illustration is shown a display by the Bohm- 

Allen Co., Denver. 

The panel effect that makes up the background gives 
richness to the appearance of the window. The lower 
part of the background is of dark wood, while the upper 
part is cream color, giving a very pleasing effect. At the 
bottom is a platform raised a few inches from the floor 
of the window itself on which different articles are dis- 
played. This platform is of dark color to match the lower 
part of the background. To change the effect of the trim 
from time te time velvet cloth is used to cover the plat- 
form, giving added richness to the window effect. 

The Bohm-Allen company does not display a large num- 
ber of articles at any one time in the window displays. 
They figure that a few articles carefully arranged gives 
by far the best results. 

In looking at the accompanying photograph one can see 
the good use to which the Bohm-Allen concern puts small 
stands for display purposes; for instance, the two larger 
stands, one displaying a pearl necklace and the other a 
number of ladies’ wrist watches. Tiny stands are used to 
display rings, scarf pins and the like. 

A photograph in a corner of the window serves to catch 
the eye of a person passing. Maybe it is a necklace hang- 
ing from a support, as is shown in the photograph illus- 
trating this article. These articles arranged above the 
rest of the display on the floor of the window stand out 
prominently and are put into the window to halt passers- 
by. Once a person is stopped in front of the window, 
every article on display comes in for its share of notice. 

The Bohm-Allen windows are arranged so that a per- 
son standing on the sidewalk in front of the store can see 
back into the store, where articles of jewelry are displayed 
in cases. This is done by having the back of the window 
finished with an opening covered with plate glass. 

The Bohm-Allen windows are lighted at night by an 
indirect lighting system. There are no glaring lights to 
spoil the effect of richness. 


Suggestion Sells. Put some of it in your show window and in your advertising 


The Bohm-Allen company has two display windows at 
the front of the store. There is a display on the other 
side of the entrance corresponding to the one illustrated. 
There is also a window on the side, as the jewelry store 
occupies a corner location. 

The proper trimming of jewelry store windows requires 
considerable time and thought so that at all times the dis- 
plays will give the establishment the proper kind of 
publicity. 





Ideas Win 


EWELERS have it in their power to put themselves on 
Fi the world’s business map, if they only use their brains, 
Max Unger, Liberty Avenue merchant, Pittsburgh, Pa., 
says. He has used the radio to boost his business, spoken 
before church organizations and clubs and has found that 
wherever he appeared, he dropped a seed that always 
helped to grow a harvest. 

For a long period of time Mr. Unger spoke from Station 
WCAE and every time he talked on the subject of dia- 
monds, jewelry of various kinds and other articles of per- 
sonal adornment, his mail was exceedingly heavy. 

While the talks themselves, which went out over the air 
were probably as productive as efforts in other ways, the 
publishing of the programs and the use of his name in the 
daily papers, did bring results and gave him prominence. 
He regards this part of the publicity as something to be 
reckoned with. He prepared interesting topics and they 
have been so well received that he has been invited by 
KDKA owned by the Westinghouse Electric Co., “the 
pioneer broadcasting station of the world,” to give a series 
of talks from that station. 

Mr. Unger recently appeared at a Methodist Church 
gathering and spoke on “wedding rings.” He delved into 
‘books at the Carnegie Library and learned all he could 
about them from Cleopatra’s time down to the present 
day. He wrote his talks accordingly and showed how the 
ring, first engagement ring, had started on the wrist and 
changed to the finger. 

He found his listeners were exceedingly interested, for 
at the conclusion of his talk he was asked numerous ques- 
tions. He regards opportunities of this kind as very 
valuable. It is good advertising, according to his judg- 
ment, for persons who hear these talks discuss them with 
their friends. 


R. UNGER says that it is a good idea sometimes 
to make a presentation of a fine piece of jewelry, 
a watch or the like to some notable person who has accom- 
plished some great achievement. Consequently on a re- 
cent occasion of the visit of the aviator, Chamberlin, to 
Pittsburgh, in the presence of Pittsburgh public officials 
he presented the man with a fine watch and the occasion 
was photographed. The picture appeared in the Pitts- 
burgh newspapers. Mr. Unger keeps a close tab on social 
events in order to sell merchandise likely to be presented 
at public functions. He does not believe in hiding one’s 
light under a bushel. One idea worked out he says leads 
to another and, of course, to success. Thought given to 
selling schemes of all kind in Mr. Unger’s opinion, bears 
rich rewards. 
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Jewelry Studies, 1919-1927 


An Address by Carl N. Schmalz, Assistant Director, Bureau of Business Research, Harvard Univer- 
sity, before the American National Retail Jewelers’ Association at the Hotel 


Hollenden, Cleveland, Ohio, September 18, 1929 


N preparing for this talk I went back over the nine 


pamphlets in which the Bureau has presented the re- . 


sults of its retail jewelry studies. As I pondered over 
those pamphlets I could not help recalling a conversation 
that I had only last week with the owner of a large 
jewelry store. We discussed some of the problems that 
he is facing now in this business. Strangely or not, in the 
nine Harvard pamphlets I found evidence pointing to the 
widespread existence of the 


1 found frequent mention of the fact that the quality of 
the reports received by the Bureau from the stores was 
steadily improving. Thus, it appears that cooperative re- 
search work such as that which your Association has 
been conducting plays a considerable part in the work 
of improving store accounting systems, in addition to 
inducing merchants to sit down once each year and an- 
alyze thoroughly the results of their year’s operations. In 

view of the _ unsatisfactory 





same problems. 

Now, what were the prob- 
lems of this large jewelry 
store? There were two impor- 
tant ones, as follows: 

1. Maintaining and increas- 
ing sales volume, especially by 
employing the style appeals 
which are creating so much 
consumer interest for stores 
in other trades, and _ able. 

2. Controlling costs so as to 
increase profits. This mer- 
chant pointed out that he had 
little difficulty in getting a 
fair margin, but that operat- 
ing costs were too high. 

The first of these problems 
is essentially a problem of 


Not Enough Effort 


HE retail jewelry trade, taken as a whole, 
appears to be doing only an indifferent job 
of merchandising. The rate of stock turn is 
lower than that for any other trade which we 
have studied, and this is a real handicap. Sea- 
sonal fluctuation in sales is distinctly unfavor- 


level of jewelry store profits in 
1927—and I take it that there 
has been no marked improve- 
ment since then—it seems 
clear that the need for such 
improvement in accounting 
and for such careful study of 
results may persist for a num- 
ber of years. 


N 1927 less than 300 jewel- 


Nothwithstanding this, it does not follow } rv stores sent usual re- 

that merchants must put up with this handicap. . 
There is no evidence of a real effort to improve | This is less than 1 store in 

the situation. In attempting to improve their 

| merchandising operations, jewelers might well 
| begin by adopting some of the methods which 
have proved successful in other retail trades. 


ports to the Harvard Bureau. 


each 10 of the members of this 
Association, and about 1 store 
| in each 50 when all retail 
jewelers are considered. Now, 
| this admittedly poor showing 





alertness in merchandising 

which I want to consider in detail later. The second is 
largely a problem of careful, unremitting attention to 
details, a problem which can be solved by proper methods 
and to which also, I shall give attention later. 

Now, when I turned to the nine Harvard reports, what 
did I find? 

First of all, of course, I found clear evidence that al- 
though individual stores may differ in details, they tend 
to be fundamentally similar, so that it is practicable to 
establish figures representing the typical or average per- 
formance and to use those figures as guides in planning 
future performance or in appraising past performance. 
In the nine reports I found quantities of such standard 
figures. Many of these related to expense, but there were 
many others on stock-turn, seasonal variation in sales, 
financial performance, sales per salesperson and net 
profit. All of these may be used by jewelers in the prac- 
tical, day-to-day control of their businesses. Concrete 
proof that such standard figures can be established is of 
important significance, even though this possibility has 
been proved again and again in other trades and by other 
research agencies. 

Secondly, in these reports especially the earlier ones, 


points to one or both of two 
conclusions. Either the great majority of the dealers 
cannot report figures because they do not have the data; 
or the great majority of them are unwilling to do their 
bit in an important cooperative project for trade better- 
ment. Whichever is true, there clearly is something 
wrong with the individual merchants, something that can 
be corrected only by these individuals themselves. 

Now, these first three lessons which I learned from 
the Bureau bulletins are important, but they are over- 
shadowed in importance by two others that tie in closely 
with the problems of the large jewelry store which I men- 
tioned. These second two outstanding lessons are as fol- 
lows: 

1. The retail jewelry trade, taken as a whole, is doing 
only an indifferent job of merchandising. There appears 
to be great need for improved merchandising methods and 
for a more alert point of view. 

2. Operating expenses in the retail jewelry trade have 
not yet been brought under control. There is still need 
for better records, for more careful analysis of operating 
results, and for more courageous action. Doubtless, also, 
in many quarters there is need for a more thorough un- 
derstanding of the expense problem. 
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I state these two conclusions frankly and somewhat 
bluntly because there is need for frankness and for clear 
understanding. Many jewelers are much disturbed by 
present conditions; others are in despair. 


HE following letter indicates how one man met the 
situation by more or less getting out of the jewelry 
business: 
“Bureau of Business Research, 
“Boston, Mass. 

“My figures for the jewelry business would be of no 
pertinence, as 9/10ths of my business is in side-lines, 
principally records, optical, souvenirs, etc. It took me 20 
years to find out that a man is a dam fool to try and 
run an exclusively jewelry business in a small town, 
grinding his eyes and head out explaining to other dam 
fools why cheap watches don’t run. 

“Learning also that the rich man’s dollar is not worth 
within from 10 to 20 per cent as much as the poor man’s 
to a merchant, as he not only expects more for it, but 
keeps one waiting forever for it. In fact, I have some 
outlawed millionaires’ accounts on my books now, the ac- 
countees of which I hope to 
meet in Hell some day long | 
enough to fill the seats of their 
pants full of asbestos shoe 
leather. More power to re- 
search. Yours truly.” 


Br Ronit gre letter shows 
e the same sort of dis- 
couragement: 

“Malcolm P. McNair letter 
of the 18th received. I have 
reported in this research work 
from the very beginning. And 
vesterday I got busy and filled 
in the blank in pretty good 
shape. You can imagine that 
it grieves one, who has done ad Ce eee 
his best in business, to report 
failure for eight straight years, to figure over those fail- 
ures, and feel powerless to remedy. 

“There is no question in my mind that my cooperation 
in this research work has saved me from absolute failure; 
I know where I stand; I have known from the beginning; 
I have stopped many leaks. My only salvation here is 
more volume, or to move my store where there is volume. 
The majority of my notes payable are held by relatives 
and for loans on life insurance. My credit is injured 
ONLY in quantity. Lots of jewelers are ‘broke’ and do 
not know it; I am ‘broke’ and know it. Yours truly.” 

There is real tragedy behind letters like these. 

The owner of the large jewelry store with whom I 
talked last week is taking the right point of view and is 
intelligently seeking a way out. I hope that I may offer 
some suggestions which will assist other men to do like- 
wise and which will point out to them profitable methods 
of procedure. 

I have said that the retail jewelry trade, taken as a 
whole, appears to be doing only an indifferent job of mer- 
chandising. There is ample justification for this state- 
ment in the nine Harvard reports. The rate of stock- 
turn in the trade is lower than that for any other 
trade which we have studied, and it is showing no ten- 
dency to improve. This is a very real handicap. It in- 
creases losses in times of falling prices and it constitutes 
a severe check on attempts to introduce the more alert, 
fast-moving methods which accompany modern style mer- 
chandising. Secondly, the seasonal fluctuation in sales 
is distinctly unfavorable, more than 25 per cent of the 


stores. 


Departmentization 


HE first consideration for the jeweler is de- 
partmentization. This simple expedient of 
dividing the business into parts which can be 
studied individually has been universally suc- It is now gaining ground 
cessful among department stores. It is now 
gaining ground among larger jewelry stores, 
but apparently it has not yet been widely 
adopted by the smaller stores. In _ properly 
modified form, departmental records will prove 
practicable for stores with sales as small as 
$100,000 a year, and I personally would be 


inclined to try them even in much smaller 
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year’s business being done in December. Although this 
unfavorable factor, like the low rate of stock-turn, is un- 
doubtedly due in large measure to problems peculiar to 
the industry, it does not follow that merchants must put 
up with this handicap. 

There is no evidence of a real effort to improve the 
situation. Again, stocks do not fluctuate to anything like 
the extent that sales do, so that it may well be that many 
stores carry items in stock for eleven months in order to 
sell them in the twelfth. Finally, in a number of years 
there was an unmistakable tendency for the rate of mer- 
chandising profits to increase, and for the rate of repair 
profits to decrease, as one went from smaller to larger 
stores. This doubtless reflected accounting differences in 
part, but it seemed also to reflect a tendency for many 
small jewelers to neglect their merchandising operations, 
which give rise to the lion’s share of their sales, and to 
center attention on repairing. 


N attempting to improve their merchandising opera- 
tions, jewelers might well begin by adopting some of 
the methods which have proved successful in other retail 
trades. The first, and most im- 

——_ portant, of these is undoubted- 
ly departmentization. This 
simple expedient of dividing 
the business into parts which 
can be studied individually, 
has been universally success- 
ful among department stores. 


among larger jewelry stores. 
but apparently it has not yet 
been widely adopted by the 
smaller stores. In _ properly 
modified form, departmental 
records will prove practicable 
for stores with sales as small 
as $100,000 a year and I per- 
sonally would be inclined to 
try them, even in much smaller 
stores. Here, of course, I contemplate departmentization 
of sales, purchase, stock and margin data, but not of ex- 
penses. In most cases, the retail method of inventory will 
be found to be a great convenience. 

Departmentization should be accompanied by simple 
records of sales and stocks in pieces by prices and styles. 
Such records often must be designed to meet individual 
situations, but the fundamental problems involved are not 
difficult and the records need not be cumbersome or im- 
practical. The problem of stock-turn is largely a problem 
of knowing the fast-moving and slow-moving lines, of buy- 
ing on the basis of facts rather than guesses. Depart- 
mental statistics and stock records will provide these nec- 
essary facts. 


 € ODERN machinery alone, however, will not solve 
the jewelers’ merchandising problems. With it 
must come that alertness to selling opportunities, that 
keenness and accuracy in interpreting styles, that ability to 
sense changes in consumer demand, and that flair for cre- 
ating new demand which has always characterized success- 
ful merchants and which probably is best typified today by 
some of the outstanding ready-to-wear and department 
stores. This rather vague something we call alert mer- 
chandising. Alert merchandising is not easily developed 
and in fact it may require inborn aptitudes, but it is an 
outstanding need of retail jewelry stores today. 

The conclusion that operating expenses are not yet un- 
der control in the retail jewelry trade is borne out by at 

(Continued on page 71) 
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Convention at Cleveland 


¢ ODAY I do not propose to consume the time allotted 
to me by extolling the virtues or benefits of proper 
advertising and publicity; that phase of the sub- 
ject I am going to assume is accepted as necessary in our 
industry. I am, however, going to talk to you about our 
own National Jewelers Publicity Association, its con- 
dition, its accomplishments and its future possibilities. 

Let us first take up and discuss our publicity depart- 
ment and see just what has been done in the way 
of articles pertaining to the industry that have found 
their way into the various magazines and press of the 
nation. I have here with me copies of many of these arti- 
cles taken from newspapers from every section and from 
magazines of national distribution. Time will not permit 
the taking up of each one of these separately, so I am 
going to rest on the statement that they are here and 
your inspection of them is invited, and let me say at this 
time that any statement I may make in relation to them 
can be checked and verified at our home office in Newark, 
and a check-up of same would be most agreeable to those 
who have been responsible for the carrying on of this 
work. 

We employ clipping bureaus to furnish us with all items 
of interest found in the daily press and magazines, and 
from the clippings of our own articles returned to us 
during the year 1927, figuring the lineage at a very low 
rate, we received in the year 1927 over $2,000,000 worth 
of publicity, and this only counts what we have actual 
evidence of in our files. We believe the amount is far 
greater than that because we know all the articles that 
appear do not come back to us from the clipping bureaus. 
During the year 1928, the same kind of a check shows 
over $5,000,000 worth of this kind of publicity, a mar- 
velous accomplishment if that was the only thing we did. 

At this time it is only fair that I should pay some 
tribute to the man whose efforts are mostly responsible 
for this fine showing, our executive-secretary, John Drake. 
I do not want the inference drawn from my remarks that 
we mean to say or insinuate that we have the power or 
ability to fool or hoodwink the press of our country into 
publishing anything we send out; we have not. A few 
years ago when our publicity association began func- 
tioning, we found most articles appearing in our papers 
were not only derogatory to the best interest of our in- 
dustry but in most cases were not based on facts; a 
proper correction of this was our first aim. It took time 
to reach all the sources from which this false and in- 
jurious propaganda emanated. 

It took time to do the necessary research work to com- 
pile facts, and only facts such as we submitted to the 
various fashion and style magazines and the press. We 
built up our Paris and London connections. We built up 
our corps of expert writers, with the result that we have 
sent out articles of human interest, articles that were 
full of educational value about our industry and, above 
all, articles that never carried a statement that could not 
be backed up by facts from an actual investigation. 
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Telling the Public About It 


P.J. Coffey, Chairman of the National Jewelers Publicity 
Association, Outlines Methods Used to Stimulate 
Consumer Demand for Jewelry and Allied 
Products in Address Before A.N.R.J.A. 
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Our own trade 
press has com- 
mented favorably 
on the character 
of our articles, 
and it has been 
placed before you 
correctly in your 





convention pro- 
gram by our sec- P. J. Coffey, chairman of the National 
retary, John Jewelers Publicity Association 


Drake, by repub- 
lishing in your pre-convention Bulletin the comments from 
several of the trade papers. 

It is impossible to even place an estimate on the value 
of this work for the whole jewelry industry. Surely, it 
makes any monies that have been collected and expended 
fade into insignificance in comparison with this work 
alone. 

We have cooperated with every sales promotion plan 
in the trade and, while it is my firm belief that we are the 
only organization within our industry properly equipped 
to handle a national promotion week, we have not as yet 
been accorded that privilege; but I do know that at no 
time has there been returned to us through our clipping 
service any articles of national publicity pertaining to the 
various weeks of special sales promotion for a particular 
branch of our industry but those which have emanated 
from our own office. 

The returns from the clipping bureaus indicate none 
of the private undertakings have produced any publicity, 
and unless we reach the public and tell them about these 
weeks and endeavor to secure extra business on account 
of same, we are afraid that confining this to a mutual ad- 
miration society among ourselves will not be effective. 


So much for that kind of publicity. Now let us see what 
has been done about the possibilities of broadcasting over 
the radio. This is a matter that also consumed time and 
effort to make proper contacts for effectual work. Fifteen- 
minute radio talks have been furnished since July 1 and 
will be continued once a week until the first of the year. 
More than 20 broadcasting stations are being supplied 
periodically with material. Here is our broadcasting pro- 
gram for the next two months over station WEAF of the 
National broadcasting chain: 


3:15 P. M., Eastern Standard Time 


Tuesday 

Oct. 3—‘“Diamonds.” 

Oct. 10—‘Fall Jewelry Fashions.” 

Oct. 17—“Gifts for the Bride and Bridal Party.” 

Oct. 24—“Christmas Gifts.” 

Oct. 31—“Jade.” 

Schedules for November and December will be an- 
nounced later, and your cooperation is earnestly invited 
in spreading this information among your customers. 
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Many favorable comments have been received from lis- 
teners-in. 

Another form of local advertising and publicity that 
received considerable attention from our home office and 
also cooperation from the local jewelers in many lo- 
calities was the bill poster campaign. Three very hand- 
some 24 sheet posters were prepared for use by the 
jeweler. Thousands of them were used by groups and by 
individual jewelers. The cost of this work by a single 
local group or by an individual jeweler would be pro- 
hibitive. Your home office succeeded in selling enough in 
various localities to bring the cost within reach, and it 
could be accomplished only through your National Jewel- 
ers Publicity Association. 


FIRST present you with 15 form letters for mailing to 

your customers, soliciting business from every line you 
carry. Now, these are not altogether the product of our 
own ingenuity, because we have them checked by the best 
brains that can be secured on sales promotion letters. 
Regardless of whether you do your own work along this 
line or not, it is just possible that they might contain or 
convey a suggestion that would be of value, and I would 
suggest to every jeweler that he procure a set of these 
letters. 

In these activities we feel responsible for an increased 
amount of direct advertising and publicity for the jewelry 
industry. We make it a simple task for the jeweler to 
carry on the most profitable kind of advertising for him- 
self, and he has a class of work and style of advertising 
equal to the best in the country, which in many cases 
could on'y be procured in this manner. 

The “October Diamond Days” are coming, and here is 
your publicity association ready to give you the story of 
the diamond. Compiled in a very neat and artistic book- 
let consisting of 24 pages of the history of the diamond 
are illustrations of the various processes of the gems 
from the mining stage to consumer, and sales promotion 
matter that will be of benefit to the legitimate merchant. 
This sample lot of books of 5000 cost the association 
about 20 cents each. If we were to charge against the 
book the research work and the time we consumed of 
members of the diamond industry in checking and of re- 
tailers, the cost would be much greater. However, now 
that we have the groundwork done. we are prepared to 
offer this to the trade as follows: 

Booklets will cost, without imprint or envelope: 

Quantity 
500—$5.00 per hundred, f.o.b. Newark 
1,000— 4.50 per hundred, f.o.b. Newark 
2,500— 4.25 per hundred, f.o.b. Newark 
5,000— 4.00 per hundred, f.o.b. Newark 


Imprinting with three-line name and address will cost: 


re ee a i ak is eee ceecucea $2.50 
For each additional 500 (extra)... 1.00 
Only three lines permitted at above price. 


Each additional line of type—25 cents extra. 


Samples of this booklet are being mailed to the trade 
this week. It is our sincere wish that serious thought and 
consideration will be given to this booklet by the retail 
jeweler. We feel proud of this work and we feel it can 
be of untold value to the retail merchant. It should and 
will be appreciated by the thoughtful people who buy 
good diamonds, provided you see a copy reaches them. 

Our future possibilities for serving the industry are 
greatly enhanced by the fact that so much groundwork 
has been covered—material now in our files, indispensable 
in carrying on a work of this kind, but all ready for use 
as occasion required. 
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In the moving picture field certain slides and films are 
now in course of preparation, and this will be added to 
our various other activities for the promotion of jewelry 
and kindred lines. 


~ AST, but not least, is our financial situation. I am 
going to be brief about this because itemized reports 
are printed in the trade press and mailed to you. Our re- 
sources actually on hand total about $140,000, our lia- 
bilities about $2,000. We have cash in bank of over $20,- 
000 and we have gilt edge securities of $110,000 on hand. 
Our earned interest on investments so far this year is 
over $5,000. 

Operating as we are today and carrying on the effective 
program outlined to you, and figuring on the subscriptions 
yet to be paid, I feel that at the end of this year our 
surplus will be sufficient to carry on this work for the 
next two years. 

In closing, let me express my personal appreciation to 
the men who have stood so loyally by the National 
Jewelers Publicity Association when things did not look 
as rosy as they are today, and, Mr. President, your or- 
ganization is entitled to the major credit for making of 
the National Jewelers Publicity Association a real live 
and functioning organization. Their sticktoitiveness has 
been responsible for the splendid showing I have been 
privileged to present to you. 

Without fear of successful contradiction, I say that 
your National Jewelers Publicity Association is one of 
the most efficiently managed and operated associations in 
our industry and that it is more capable of rendering 
that service to retailer, wholesaler and manufacturer in 
the form of sales promotion work and publicity than any 
organization in the trade. 

Personally, I shall always feel proud of my connection 
with the National Jewelers Publicity Association. I have 
been with it from nothing, until it stands out today as 
the pre-eminent trade publicity association in the country. 


New Fall Fashions 
(Continued from page 57) 


baguettes. The second brooch has a ground of pearls 
mounted in millegrain platinum wire and five pieces of 
dark brown topaz for emphasis. Both of these brooches 
represent the new shape the barpin has taken. The long 
narrow contour is used now for the utility barpin only, 
while all others keep to this wider form, crowding the 
regulation brooch into more ornate lines and taking for 
itself the former regulation brooch silhouette. 





ANDBAGS, always an important dress item during 

the fall months, this year become of utmost impor- 
tance. They take a leading part in the costume ensemble, 
often making the color note and becoming the inspiration 
for the decoration and gem setting of the jewels. For the 
Avenue, there is a new silk and wool material in gay 
colors on a drab ground. This bag is mounted in inlays 
of gemstones, a motif that is repeated in the buckle on 
the drab colored suéde shoes. For dress wear in the after- 
noon there are brocaded velvet bags with silver mounts 
and brown satin bags with gold applique. In the illus- 
tration is a bag of sea-blue suéde with an oxidized silver 
mount and a chain handle of the silver. Below is shown 
a bag in black velvet with the gold bar handle and inlaid 
slots of frosted gold. Black antelope is combined with 
black velvet and mounted with a narrow diamond frame 
inlaid with pink coral and baguette diamonds. This is an 
example of the new black, white and pink color scheme 
which promises to be a leading theme in both jewelry and 
costumes this fall. 
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The LVew Relation 


Between the Modern 


IV hotlesater and Retailer 


Address by A. C. Becken, Jr., President of the National Wholesale 
Jewelers’ Association at the annual convention of the 
American National Retail Jewelers’ Associa- 


tion, Cleveland, Ohio, Sept. 19. 


because he recognizes that modern merchandising 

demands that he do something for the retailer other 
than load him up with a high grade variety of shelf- 
warmers. 

Over a period of years, a wholesaler can and should be no 
more prosperous than those he serves, and it therefore be- 
hooves him to study the problems faced by his outlets 
and see what aid he can lend toward their solution. 

In many respects our system of distribution reminds 
me of golf: 

The manufacturer drives the ball off the tee. The 
wholesaler places it on the green—and the retailer puts 
it in the cup. 

Few manufacturers can consistently drive to the green 
—thereby eliminating the wholesaler, and no wholesaler 
can consistently sink his approaches—thereby avoiding 
the retailer. 

After all, it seems that the best method is to play the 
game in the orthodox fashion with the manufacturer split- 
ting the fairway with his drive by concentrating on giving 
us attractive, quality merchandise properly priced; with 
the wholesaler laying the ball dead to the pin by prompt, 
accurate service plus an expanded type of dealer coopera- 
tion; and with the retailer carefully studying his putts 
and making them drop. 

We all know that we don’t pay on the drive. We all 
know that a spectacular second shot often overcomes a 
poor drive. And we also know that a one-putt green fre- 
quently saves the day. 

However, the game is easier played when each shot 
stands squarely on its own feet without excuses. 

Now to get specific—what can the wholesaler do to 
assist the retailer? 

Properly supported by the retailer, he can occupy the 
same relative position and perform the same function that 
the home office does for its chain store group. 

What are the advantages of a chain store group over 
its independent competitors? Quantity buying? Yes— 
but the least important of all its advantages. If chain 
stores had nothing other than quantity buying in their 
favor they would all go out of business, because the per- 
sonnel problem would more than offset any possible gain 
from that direction. 

The tremendous edge held by chain stores is in their 
knowledge of proper merchandising, store arrangement, 
advertising, accounting, window displays and the myriad 
of other important factors entering into the successful 
and profitable operation of the store. 


T om is a subject of great interest to the wholesaler 
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The world steps 
aside for the man 
who knows where 
he is going. 

What some of us don’t know about merchandising is 
very profitable to our competitors—and when I speak of 
competitors I do not mean those within our industry but 
those without. 

The wholesaler of the future will be equipped to take 
over and handle in a big way a great deal of the retailer’s 
work, such as advertising and sales promotion, which he 
as an individual finds costly and burdensome to prepare. 

This wholesaler will have merchandising experts to 
counsel with his customers and in many ways he will sub- 
stantially contribute toward their success. 

The great waste that I see in our present system of 
distribution is that it costs the wholesaler too much to 
sell and the retailer too much to buy. 


A.C. Becken, Jr. 


DO not mean that the retailer is paying an exorbi- 

tant price to the wholesaler but I do mean that the 
average retailer wastes so much time, thought and energy 
trying to save a few nickels in his buying that he becomes 
sidetracked and loses his effectiveness as a salesman. 

If you haven’t confidence in your wholesaler, if you 
don’t think he is giving you the best values he can—then 
it is time for you to make a new connection. 

By and large, I challenge any industry to show me a 
finer group of goodnatured, ethical, square-shooting 
business men. We have our problems the same as you 
have but we are fighting them out and I am sure that 
in the future you will not find us lacking. 

It is my humble opinion that the wholesaler in our in- 
dustry is destined to be of more importance tomorrow 
than he was yesterday or is today. And when I say that, 
I am not unmindful that most of you—that is, speaking 
impersonally of retail jewelers in general—were started 
in business by wholesalers and many of you are being 
kept in business by wholesalers today. 

You will make no mistake in working very closely with 
your wholesaler. Counsel with him on your problems— 
take advantage of the facilities and services he can place 
at your disposal. He recognizes the importance of your 
success and will be mighty happy to do anything that will 
contribute toward it. 

As president of the National Wholesale Jewelers’ As- 
sociation, I bring you the greetings of our membership 
and best wishes for a most interesting and constructive 


convention. 
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Flas The Deferred Payment 
Plan A Place [n 
Lhe Jewelry Store? 


Address Delivered by Alexander Vincent, Secretary of the Sterling 
Silversmiths Guild of America, at the Annual Convention of 
the American National Retail Jewelers’ Assocta- 


tion held at Cleveland, Ohio, Sept. 


HEN it comes to considering the possible prac- 

Yy ticability of applying the deferred payment 

system of buying and selling to an industry 
which has not featured that method in the past, I believe 
it is of utmost importance to bear in mind the past his- 
tory of the growth of time selling and, more particularly, 
its very recent history. There is no question but that 
10 or 15 years ago the public mind had an entirely differ- 
ent concept toward installment buying than it has today. 
Back in those days, there was a shame which attached to 
it, rightly or wrongly. There were abuses acknowledged 
then, such as merchants inordinately marking up the price 
of merchandise sold this way and so taking care of legiti- 
mate finance charges out of the increased mark-up. 

All of this, I say, resulted in the method being held 
in disrepute and at best being looked upon askance. It 
remained for the automobile industry to follow through 
down the highways and byways and by a phenomenally 
successful educational job lift the entire transaction to a 
new plane. So well was that job done that beyond all ques- 
tion the attitude of mind of your average man in the 
street is completely different toward the installment idea 
than it was some ten years ago. I believe, therefore, that 
this changed attitude of mind must be borne in mind by 
the merchant who undertakes to consider the feasibility 
of introducing this method of sales into his own establish- 
ment. 

To voice the fears and the doubts that he indulges in 
as to its impracticability for his use, the fears that he 
expresses regarding possible loss of prestige and all the 
like, are figments of his fancy and, actually, with the 
changed conditions of which I speak, never present them- 
selves in the minds of his customers. * * * 

I have been interested to note in the correspondence 
that has come in from the jewelers, in connection with 
our plan, the relative infrequency with which the point 
is made that to inaugurate this kind of selling in the 
jewelry store would involve a necessary loss of prestige. 
Here and there, to be sure, a jeweler does raise that point, 
but I think by and large that where the point is raised it 
will be found that the jeweler has not taken into account 
fully the tremendous change that has taken place in the 
attitude of the American consumer to this type of buying 
and selling. I have already spoken of that. I think it is 
of sufficient importance to bear repetition. 

If we had proposed to apply installment selling to ster- 
ling silverware some 10 years ago, let us say, I think there 
would be a great deal of reason to the point that the step 
might involve some loss of store-prestige. On the other 


hand, I believe the jeweler who advances such an argu- 
ment today fails to take into consideration this change in 
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the buying attitude 
of which I have 
spoken. In other 
words, we must rec- 
ognize the pioneer 
work, the _ educa- 
tional work, has all been done. Any industry which enters 
the field of deferred payment selling today is not starting 
at scratch, but comes in in position to take full advantage 
of the educational work that has been done, and effec- 
tively done, by all those other industries that have been 
carrying on this method of merchandising successfully 
for many years past. 

Another point that has been raised by various jewelers 
has been the fact that while they believe time selling could 
be applied to the sale of Sterling silverware intended for 
the customer’s own use, yet it would not be applicable to 
sales of merchandise ‘intended for gift purposes. The 
Guild Plan has made definite provision to cover this point, 
and it is just as possible to apply the plan where the goods 
are intended to be presented as gifts as where they are 
bought for the customer’s own use. This is taken care of 
by provision on the contract form. 





Alexander Vincent, secretary of the 
Sterling Silversmiths Guild of America 


S a matter of fact, before presenting the details of 
the Guild Plan for the jewelers’ acceptance, we un- 
dertook to submit it for criticism and comment to Prof. 
Edwin R. A. Seligman, of Columbia University. Professor 
Seligman is rated the foremost authority in the country 
today on this particular type of merchandising and, as a 
matter of fact, was responsible for the development of 
the G. M. A. C. Plan, in its various details. Curiously 
enough, Professor Seligman’s first reaction to the Guild 
Plan was that an outstanding condition which seemed to 
make the application of this type of buying particularly 
suitable to Sterling silverware was this very factor of 
so large a percentage of merchandise being bought for 
gift purposes: 

“In fact,” he said, “as compared with many other 
things, Sterling silverware has certain distinct advan- 
tages of its own. Where, as in the case of Sterling 
silverware, so many objects are bought as gifts, the 
psychology is such as greatly to minimize the danger of 
default in meeting the periodical payments.” 

Perhaps the point that has been most frequently sug- 
gested by the jewelers as a possible obstacle in the way of 
the broad application of the plan has been what many of 
them have referred to as its restrictive features. Quite 
a number of jewelers have pointed out that in their 
opinion it would not be feasible to introduce the deferred 
payment plan in their store on the basis of applying this 
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method only to their Sterling silverware departments. In 
other words, they have expressed the belief that unless 
they were able to sell diamonds, watches, and other mer- 
chandise in their stores on this same plan it would cause 
them some possible embarrassment with their customers. 

We believe there is some merit in this contention and 
accordingly have worked out a plan by which we believe 
this objection is effectively overcome. I think it is worth 
while saying in passing, however, that the force of this 
point, in a measure at least, is more fancied than real. 
In other words, I believe that here again we are building 
up objections which impress us out of proportion to their 
true force because we do not take into consideration as 
much as we should the experiences of other industries. 
For example, department stores will very frequently fea- 
ture the sales of a given line of merchandise, or even of 
one particular make of a given product, on the deferred 
payment plan without applying, and without being exr 
pected to apply, that system of selling to other merchan- 
dise in their stores. * * * 

You will understand that when we undertook to develop 
the Guild Purchase Plan we met with no little difficulty in 
securing a satisfactory agreement with the Commercial 
Credit Companies or any other high grade finance com- 
pany. We were able to persuade them to discount paper 
covering Sterling silverware only on condition that the 
various members of the Guild would assume individually 
certain definite responsibilities with respect to such trans- 
actions. You will recognize that we could not undertake 
to assume these responsibilities in connection with other 
lines of merchandise than those of our own manufacture, 
and for that reason are not able to offer the facilities of 
the Commercial Credit Companies to discount any other 
paper than that covering our own Sterling silver products. 

As to whether or not arrangements could be effected 
to procure the facilities of the finance company for dis- 
counting paper representing these other lines of merchan- 
dise, I frankly cannot say at this particular time. About 
all I can say is something that is perhaps obvious, namely 
that individual jewelers naturally are free to approach 
either the Commercial Credit Companies or any other 
finance company of their own choosing, and I believe it is 
possible that arrangements might be effected with them 
direct, in given instances, whereby paper representing 
those other lines of merchandise can be discounted. 

One other point that has been raised in connection with 
our announcement of the plan has been that some jewelers 
have expressed their desire to inaugurate the Guild Plan 
in their stores but have declared themselves as being 
desirous of carrying their own paper. Our investigation 
of the whole problem persuades us that from a number 
of angles it will be found desirable and advantageous for 
the jeweler to discount this paper through some of the 
regular finance corporations. However, that is a matter, 
when all is said, for the individual jeweler’s own de- 
termination and about all I can say in this connection is 
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that the Guild has no objection to merchants using the 


Guild contract forms in connection with these sales, 
whether they actually discount their paper with the Com- 
mercial Credit Companies or not. 

Naturally we are anxious to be able to gage the progress 
that is made under this plan of selling Sterling by de- 
ferred payment method. For this reason, we are request- 
ing jewelers who use the Guild forms, but who do not dis- 
count their paper with the Commercial Credit Companies, 
in return for the courtesy of using those forms, to send 
a copy of all contracts involving Sterling silver deferred 
payment sales to the Guild office. In this way I say, we 
will be able to measure the success of the movement; we 
will be able to gain valuable experience, and last but not 
least, we will be able to exercise that same degree of 
control over the operation of the plan to which those 
jewelers operating under it in good faith are entitled. 

Above all things else, I sincerely trust that no one here 
will fail to grasp the full significance of one statement 
that I have made. I have said that we were able to per- 
suade the finance company to discount paper covering 
Sterling silver sales only on condition that individual 
members of the Guild would assume, individually, certain 
definite responsibilities with respect to such transactions. 
You have thus evidenced once again a definite concrete 
example of the sincerity and the determination on the 
part of the manufacturers of the Guild to cooperate with 
the jeweler in seeking the attainment of our common goal. 
With this explanation you will understand then that the 
use of the Sterling Silversmiths Guild Purchase Plan is a 
privilege and, consequently, can be made available only 
to those jewelers who meet the standards established by 
the joint credit committee of the Guild and the finance 
corporation. 

I would be something less than frank if did not tell 
you that there are times, and unfortunately they seem 
altogether too frequent in number, when I have been most 
decidedly discouraged at the apparent lack of apprecia- 
tion on the part of certain jewelers, of the cooperation 
being accorded them by the members of the Guild. * * * 

I have given before at these conventions what I con- 
ceive to be the sound answer to the same query that I 
have heard propounded at them for the last seven or eight 
years, and I have no doubt but that same query was given 
around long before I entered the picture. Certainly we 
all know the plaintive query by this time—“What is the 
matter with jewelry business?” The answer today is the 
same as it was years ago when I first suggested it: 
“There is nothing in the world the matter with the jewelry 
business, except a lack of broad-gaged, open-minded, far- 
visioned cooperation.” There are of course many jewelers 
who are giving that kind of cooperation to the manufac- 
turers, who are seeking to improve conditions. It is un- 
fortunately equally true that there are many who are not. 
Your association has a golden opportunity to bestir and 
create that needed spirit of cooperation. * * * 


Lessons of the Harvard Retail Jewelry Studies 


(Continued from page 66) 


least two sets of facts from the Harvard reports. First, 
it is clear that if stores can increase their sales from year 
to year, the per cent of expense tends to fall; and that if 
sales decrease from year to year, the per cent of expense 
tends to rise. Now there is no doubt but that decreases 
in sales volume place a heavy burden on the stores, be- 
cause it is very difficult to reduce the amount of expense. 
It is almost equally apparent, however, that decreases in 





sales do not occur suddenly and without warning. The 
important differences in the expense percents for stores 
with increasing and decreasing sales must give evidence 
of considerable lack of control. 

In the second place, there are many facts showing that 
expense performance differs markedly for stores operat- 
ing under similar conditions, and that these differences 
(Continued on page 81) 
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Jewelry and Silverware Reign 


7 as latest fashions in jewelry and the vivid part 





they play in feminine costume this fall were lav- 

ishly displayed in a Jewelry Fashion Show that 

was one of the most interesting features of the American 

ws National Retail Jewelers Convention, held Sept. 17-20 at 
Cleveland, Ohio. 

Under the direction of John Drake, executive-secretary 
of the National Jewelers Publicity Association, and his 
staff of fashion experts, the show exhibited upon living 
models the newest and most appropriate jewelry for every 
type of feminine costume, from the most formal and ele- 
gant of opera gowns to the simplest sports outfit. 

A runway was built in the ballroom of the Hollenden 
Hotel, and each of the 14 models in the cast walked slowly 
the full length of it, while Mrs. Flora Hoffman, well- 
known New York style consultant, pointed out to the large 
audience of Cleveland women assembled just what the 
model wore and why she wore it. 

“More and more, fashion is demanding perfect har- | 
mony for her setting,” Mrs Hoffman revealed. “Each 
small detail of the costume must be synchronized—shoes, 
bag, handkerchief and even so relatively permanent an 
accessory as jewelry. And never has there been such a 
rich store of accessories to draw from, with such a mul- 
tiplicity of designs and subtle color combinations, requir- ; 
ing the utmost discrimination in buying if a woman is 
to look like a smart hothouse flower of fashion and not 
like one of Nature’s errors.” ! 

Altogether, nearly a million dollars’ worth of jewels, all 
selected from the leading jewelry shops of Cleveland, was 
displayed, while the value of the costumes imported and 
loaned for the purpose by Halle Brothers Co., leading de- 
partment store of Cleveland, was $10,000. 

So sumptuous were the models and so attractive the 
entire setting of the show that a special film was made of 
it by the Metro-Goldwyn-Mayer International News Ser- 
vice, which will appear in leading motion picture theaters 
throughout the country, beginning Sept. 25. 

In addition to the main fashion show, which was held 
twice, morning and afternoon, an exhibition of silverware 
was also given, with a talk on correct 
table setting by Joseph J. Little, silver 
expert. Down to the last small detail, 
the women of Cleveland were shown 
just what silver should be used for each 
occasion—the formal dinner, luncheon, 
tea and breakfast. The silver used in 
this demonstration, loaned by the Inter- 
national Silver Co., was valued at $10,- 
000. 
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Supreme at Cleveland Fashion Show 


The attendance at the show during the day was well 
over 3000 persons, most of whom were from the most 
fashionable set of matrons in Cleveland—society women, 
clubwomen and smart suburban housewives. 

Included in the costumes and their accompanying jewels 
exhibited in the show, and illustrated in these pages, were 
those of a young matron, a débutante; and a sub-deb. 
Following the hands of the clock from ten in the morning 
until midnight, each change of dress for each of these 
types was shown in minute detail. 
















































NE of the interesting features of the show to those 

who participated in it, at least, was the impressive 
protection afforded the jewelry. In transporting it from 
the jewelry shops to the hotel, Mr. Drake was accompanied 
by six Pinkerton detectives, and while it was being dis- 
played on the models this escort was augmented by fif- 
teen plainclothes men from the Cleveland Police Depart- 
ment, as well as several uniformed policemen who kept 
vigilant eyes on the treasure-laden procession. 

Starting at the upper left, the first figure is wearing a 
carved carnelian hat ornament, necklace, bracelets, drop 
earrings, a ring, gold-wrist watch and black onyx ring in 
yellow gold mountings. She is dressed in a flecked tweed 
sports ensemble in shades of brown. The blouse is of 
eggshell flat crépe and the collar of the coat is raccoon. 

Next comes the formal hotel dinner model. She wears 
a black panne velvet evening gown and her jewelry in- 
cludes a shoulder brooch pendant of round, baguette and 
pear shaped diamonds, a diamond bracelet, diamond and 
ruby bracelet, star ruby and diamond ring, navette dia- 
mond and ruby ring, diamond wrist watch, oriental pearl 
necklace with diamond clasp, and pendant diamond ear- 
rings in platinum mountings—value $75,000. 

The matron shown in the third illustration is wearing a 
velvet evening gown in one of Patou’s dahlia shades and 
her jewelry, valued at $117,500, includes a bracelet, dia- 
mond necklace, diamond and emerald brooch and rings. 

The costume for the country club dinner at the top of 
the right hand page is a black velvet ensemble. The 
jewelry includes a jade and pearl en- 
semble valued at $15,000. 

The next model is dressed for the 
matinée in a green flat crépe gown. Her 
‘ jewelry is valued at $17,500. 

; The tea-dance model wears a black 
4 panne velvet dinner gown and has a 
seed pearl rope necklace with earrings 
to match, pearl and diamond circle 
brooch, and other jewels valued at 
$11,000. 
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Small clock of 
onyx and ivory 


designed by A. 
Grebel and illus- 
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“Le Perle.” The 

hours are indi- 

cated by small 
pieces of onyx. 





German Jewelry Trade Notes 


Exports to Spain Show Increase—Leipzig Trade Fair—Watch and Clock Schools in Germany 


HE last German census counted 

among the jewelry industry approxi- 
mately 8000 enterprises with a total of 
66,000 employes. This statistical survey 
dates back to 1925, when the last census 
was held. It is interesting, however, to 
note that since 1907 the number of 
enterprises has increased by more than 
1100 and the number of employes by 
over 10,000 in spite of the fact that 
in 1907 Germany covered a wider area 
and had a larger population than is the 
case today. The German jewelry indus- 
try is mainly concentrated in Central 
and South Germany as shown by the 
number of factories, etc., which amounts 
to 4400 and by the number of employes, 
namely 54,000. It therefore can be said 
that over 60 per cent of the German 
jewelry enterprises and more than 80 
per cent of the total number of em- 
ployes are found in central and southern 
Germany. Whereas the average number 
of employes in the different shops all 
over the Reich is figured at nine people, 
the average in the center and southern 
part of Germany amounts to 13 people 
per shop and only five people in the rest 
of Germany. A fact which decidedly 
emphasizes the importance of these two 
sections for the German jewelry indus- 
try! 

* * * 

The Leipzig trade fair shows about 
250 exhibitors of jewelry, precious 
stones and fine metalware. The exhibi- 


tion space amounts to something like 
45,000 square feet with a diameter of 


By G. HIRSCHFELD 


200 square feet. The jewelry exhibition 
is visited by about 30,000 foreign visitors 
of whom more than 25,000 come from 
European countries. The total number 
of foreign visitors of 30,000 brings the 
average per exhibition stand up to 120 
and these are only foreign visitors and 
do not include the by far greater mass 
of German customers. 
* * * 

In Germany there are different schools 
which give special instruction in the 
art and technique of manufacturing and 
repairing watches and clocks. The pro- 
fessional teacher who wants a position 
with one of these schools, has, however 
to give at least 28 lessons during the 
week. Here he is strongly handicapped 
inasmuch as there are not enough ap- 
prentices to warrant such an extensive 
course. The fact is that the clock and 
watchmakers, no matter how much they 
complain about the insufficient knowl- 
edge and lack of professional education 
on the part of their apprentices, do not 
do much, if anything, in order to arouse 
a more specific interest in the schools. 
The consequence is that the teacher has 
to instruct on different subjects which 
sometimes are very far apart from 
each other. Before a teacher can join one 
of these professional schools, he has to 
pass different examinations. Aside from 
these, however, he has to have practical 
experience and must have worked in a 
shop for at least two years. Profes- 
sional institutes of this kind are usually 
classified in two different sections, one 


specializes in scientific branches (work- 
ing conditions, political economy, etc.) 
and the other is connected with pro- 
fessional teaching. There is in Ger- 
many, of course, no school that teaches 
watch and clock making exclusively. 
Instead experts in one of the depart- 
ments of a _ professional school take 
charge of this particular branch. Clock 
and watch-making, for instance, would 
be subordinated to the department of 
professional teaching. 
* * * 

The exports of the German jewelry 
industry to Spain are increasing. In 
1927 the export figure was down to 
10,500 pounds, whereas the value rose 
to $560,000. In the following year a 
notable increase in both quantity and 
value took place, the quantity shipped to 
Spain being figured at 16,000 pounds, 
while the value has not exactly been 
ascertained as yet. It is safe to as- 
sume, however, that this will by far 
surpass that of any other year. 

* * * 

Although it is true that the export 
business to Spain is picking up as far 
as the German jewelry industry is con- 
cerned, it is well to remember that the 
industries of other countries are steadily 
advancing also. There is, for instance, 
France, which today is perhaps the 
keenest competitor on the Spanish mar- 
ket. There is no mistake about the 
popularity of French goods in that 
country because of their cheapness, good 
taste and attractiveness. 
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The Art of Selling a Public Who Knows 




















The Alamo at San Antonio, Texas, illustrated above,—the Missions of — 
San Luis Rey, San Luis Obispo in California, and other buildings in the -— = 
south and west still standing. have bequeathed to modern America the 
charm and beauty of Spanish-Colonial design. A style which is rapidly 
assuming its rightful place in the decorative scheme of American homes. 


OWADAYS it is not enough to sell a 

chair merely as a thing to sitin. Nor is 
it enough to sell Sterling Tableware, as just 
Sterling. 
People today are acquiring a knowledge of 
good design .. . insisting that their home ap- 
pointments express beauty and unquestioned 
good taste. And the woman of today de- 
mands authentic styles of beauty and lasting 
merit, not only in fine furniture but in fine 
silver as well. 


So with the new GRANADO Pattern. While 
smartly modern with its long slender handles 
and simple, clean-cut surfaces, yet its pattern 
is based on authentic Spanish-Colonial de- 
sign which assures its correctness and lasting 
beauty. | 


Never before has design played so important 
a role in selling ... and the new “GRANADO,” 
like other ““TREASURE”’ patterns created in the 
best accepted styles of modern decoration, is 
meeting this present-day demand, as proved 


oh by its phenomenal success. 
—t 
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ROGERS, LUNT & BOWLEN CO. 
Silversmiths ~, Creators of Distinctive Tableware 
26 GREENFIELD‘\, MASSACHUSETTS 


—— ‘Creasure Solid Silver 


STERLING 925/1000 FINE 








» Granado 
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Cutters and Importers of 


DIAMONDS 


STERN BROS. &CO 


2 West 46th Street, New York 
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Report of the Silverware Committee 


Emil J. Scheer, Chairman, Reviews the Past, Visualizes the 
Present, Discusses the Outlook for the Future and Makes 
Recommendations for Trade Betterment at 
Annual Convention of A. N. R. J. A. 
at Cleveland, Ohio, Sept. 17, 

18, 19 and 20 _ 


Emil J. Scheer, chairman of the Silver- 
ware Committee of the American Na- 
tional Retail Jewelers’ Association, sub- 
mitted one of the most interesting re- 
ports read at the 24th annual convention 
held in Cleveland, Ohio, Sept. 17, 18, 19 
and 20. 

He started his report by saying that 
from the reports received from the Ster- 
ling Silversmiths’ Guild of America the 
manufacture and sale of sterling silver- 
ware had shown a gain during the year. 
No official report was received regarding 
silverplated ware but the reports at 
hand lead the committee to believe that 
the demand for silverplated hollowware 
has suffered a temporary set-back owing 
to the popularity of colored and fancy 
glassware and china. 

Mr. Scheer then reviewed the silver- 
ware situation of the past and, in speak- 
ing of the present and the outlook for 
the future, said: 

“Each year there is a definite program 
for trade betterment. This year it is to 
offer to the public the plan of buying 
Sterling silver on the deferred payment 
plan. This is sponsored by the Sterling 
Silversmiths’ Guild of America and ap- 
proved by all its members. 

“The plan of selling and financing has 
been made known to the trade, and, no 
doubt, will be presented at this conven- 
tion by Alexander Vincent, secretary of 


The Sterling Silversmiths’ Guild of 
America. We will, therefore, not go into 
it in. detail. 


“In commenting on this plan for the 
retail purchase of Sterling out of income, 
we realize the Guild took every phase 
into consideration upon which to base 
their plans and from which the desired 
results are expected. We accept this 
plan as outlined, which, no doubt, all 
our members received copies and are 
familiar with. 

“As this is supposed to be the greatest 
opportunity ever offered the jeweler to 
increase his Sterling silverware busi- 
ness, we urge all our members to sign 
the application to partieicpate in The 
Sterling Silversmiths’ Guild purchase 
plan and go after this business. 

“Tt is necessary to enter the field with 
confidence in this plan, and a willingness 
to cater to this trade, using all the 
methods that are necessary, such as 
advertising, window cards and a com- 
plete understanding of the method ‘How 
to Sell on the Time Payment Plan.’ The 


Sterling Silversmiths’ Guild have made 


it easy to reach out for a larger share 
of this class of trade. 

“The industry has awakened to the 
realization that people with good incomes 
and some means, are purchasing most of 
their luxuries on the time payment plan, 
out of income. 

“We welcome any cooperation from the 
manufacturers that is for trade better- 
ment, but with the fact facing the legiti- 
mate retailers that much of his business 
now goes to the price cutter. How can 
he increase his present business by 
charging an additional fee for interest 
and collection expenses to the regular 
retail prices on the time payment plan, 
when he is now beaten out of most of 
the Sterling silverware business of the 
middle class by price cutters who sell at 
10 per cent to 30 per cent discount. 

“The greatest evil in our business is 
price cutting. Thousands of sales are 
made annual to people of means, without 
profit to the dealer. 

“Hundreds of thousands of homes set 
their tables with silverware that will 
last a life time, and some selfish jeweler 
or other dealer sold this silverware to 
them without a penny profit. 

“The unfortunate part of all this is 
that the public are willing to pay the 
right price, but the selfish dealer will 
not allow the other dealer to make a 
sale at a profit, although he himself 
loses by the transaction. 


Three Classes of Sterling Silver Buyers 


“Ist—The wealthy class who purchase 
only from the established jewelers, are 
satisfied to pay the regular prices and 
receive the service that is a part of the 
high grade jewelers’ business, as well 
as enjoy the prestige that is always 
attached to gifts that come from this 
type store. 

“Ind—The well-to-do. This class of 
trade is strongly divided in its methods 
of buying. With some the same principles 
are adopted as the first class and are 
very desirable patrons of the better 
stores, but a very large percentage of 
this class are buyers on price mostly 
and are the shoppers who patronize the 
price cutters. 

“In commenting on this class of trade, 
we must not criticize them for what is 
their personal privilege and that is to 
spend their money wherever they please 
and to receive the best possible values. 
We all know that in the long run they 
do not save, because the price cutter is 





Emil J. Scheer, chairman of the Silver- 
ware Committee 


also a price raiser, he must be to make 
a living, and in all probability their 
second purchase, which if not silverware, 
will be one for which they are over- 
charged. 

“3rd—-The average buyer, the salaried 
man or woman. This class make up at 
least 65 per cent of the three classes. 
Their demands are more for the staple 
and medium priced goods and the unit 
sales are of smaller amounts. 

This class trade, like the second class, 
but to an even greater extent, are price 
buyers. They look for the dealer who 
sells cheapest. They are members of 
card clubs and other clubs’ where 
someone has a friend who can sell them 
silverware from 10 to 40 per cent dis- 
count, or they may be employed by some 
large corporation where the purchasing 
agent can secure for its employees’ goods 
at a substantial discount from the 
regular retail prices, and, not only do 
these employees take advantage of buy- 
ing from this source, but they extend it 
to their families and friends. 

In analyzing the situation, the re- 
tailer must come to this conclusion: 

“Ist—All the goods sold to these 
three groups were sold by the manufac- 
turer at their full wholesale price, which 
covered all costs of doing business and a 
profit. Therefore, the manufacturer 
profits, regardless of the method by 
which his goods reach the consumer. 

“We might say that as far as the 
manufacturers are concerned their in- 
terest ceases as soon as the goods leave 
their hands. 

“A national condition of demoralized 
business exists everywhere. In order to 
bring this before our members, it is best 
to deal with some specific cases so that 
you may all know that this condition is 
nation wide and not confined to any one 
locality. We will use New York State 
for example. 

“In the city of New York the largest 
jewelers, with but few exceptions, do 
not stock Sterling silverware or make 
any attempt at securing this competitive 
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Novelty No. 1283—60” strand of 8m/m uniform Regent pearls with 2 
motifs of fancy simulated cornelian and jade beads and rondelles of 
$9.00 


simulated black onyx and rhinestone 


ALSO STONE AND AMBER NECKLACES 


ALBERT LORSCH & CQ., Ine. 


FOUNDED 1867 FOUNDED 1867 





MAIN OFFICES AND SALESROOMS: 607 FIFTH AVENUE, NEW YORK, N. Y. 
BRANCH OFFICES: 236 WESTMINSTER STREET, PROVIDENCE, R. I. 31 NORTH STATE STREET, CHICAGO, ILL. 
PACIFIC COAST: FRED L. LEE & CO., 704 MARKET STREET, SAN FRANCISCO, CAL. 
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business. They are specialists, their 
principal business is to deal in diamonds 
and other precious and semi-precious 
jewels, platinum and other kinds of 
jewelry, watches and clocks that are 
unusual and individual and objects for 
personal adornment and use in the home. 

“These dealers know that a reason- 
able profit must be had on all sales to 
be successful and have evidently decided 
that competitive lines of sterling silver- 
ware could not be carried successfully. 
The large dealers, who carry stocks of 
silverware, deal in exclusive patterns, 
which are not made for the trade in 
general. In this manner they enjoy the 
protection that enables them to sell their 
wares, with a reasonable profit and at 
the same time their reputation is not 
injured by price cutters, who convey to 
the public a wrong impression. 

“In a- recent membership campaign 
throughout New York State, where 
several hundred jewelers were visited 
and most of them are members in the 
association, a very discouraging con- 
dition was reported by 95 per cent of 
them in the large and small communities 
as to the sale of sterling silver. Those 
who carry stock in most cases claim they 
would do no business in sterling if they 
did not meet the price of the man who 
has no stock, but is an order taker and 
price cutter and gets goods through the 
bootlegger. Those who carry little or no 
stock, complain because the man who 
carries the stock quotes such low prices, 
he loses sales, or rather orders, because 
the man who has no stock takes orders 
for a small fee. 

“In the other cities of the state, in 
large as well as small stores, sterling 
silverware has been a more or less un- 
satisfactory line to carry and is used 
very largely as a bait. 


“Sterling Silver the Bait” 


“Sterling ware is used as a bait to get 
trade away from the established legiti- 
mate dealers, and in this way some 
dealers, who are now established, were 
able to get a rapid start, depending on 
the sale of other goods that were not 
competitive and highly profitable to make 
them a profit. 
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“As a specific case in a New York 
State city of 50,000 population, a credit 
jeweler who was unknown to the pub- 
lic of that city, opened an attractive 
store and stocked sterling flatware of 
practically all the leading makes and 
undersold all the jewelers of that city, 
and is still continuing to do so. The 
sterling silverware business is of no 
value to any dealer in that city. In 
fact, it has meant failure to some, owing 
to the fact that just as soon as they lost 
the trade of their friends, who pur- 
chased silverware from their price cut- 
ting competitor, they purchased other 
goods, thinking there must be an equal 
saving on all purchases. 

“Every city and town is honey combed 
with dealers of various kinds who are 
selling sterling silverware at cut prices. 
A limited number of jewelers carry the 
burden. They cooperate with the manu- 
facturers in all that is done to increase 
the business. They carry stocks of 
silverware, advertise, have trained sales- 
people and an organization to give the 
public intelligent service. 

“How can the legitimate dealers do a 
profitable business in sterling silverware 
under present conditions? Very few 
can get volume enough to make it profit- 
able and if the present conditions con- 
tinue, there will be very little sterling 
flatware business left for the legitimate 
jeweler, which is the principal part of 
silverware business. 


“Established Jewelry Stores Are Museums 
for the Display of Sterling Ware” 


“All the stores with representative 
stocks furnish the information desired to 
enable the public to purchase these same 
articles from the bootlegger and order 
takers at cut prices. 

“The future outlook for the established 
store which must sell at the suggested 
retail prices to succeed, is rather dis- 
couraging. This competition has _ in- 
creased to the point where a large per- 
centage of sterling silverware is sold in 
this manner. 

“The retailers have no means of chang- 
ing this situation. It is entirely within 
the power of the manufacturers. If the 
standard of sterling silverware can be 
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upheld by the bootleggers and the price 
cutter, then the time has come for 
jewelers to devote their time and talent 
to the lines of our trade that call for 
expert knowledge and where there is a 
reasonable reward for time, skill and 
capital invested. 

“As I said before, the situation in 
our opinion is one that can only be cor- 
rected by the manufacturers and it is 
hoped that an earnest effort will be made 
in this direction. We are pleased to 
say that a rather earnest effort is now 
being made by most manufacturers to 
change this policy. 

“In all the addresses before the 
jewelers’ convention by the Sterling 
Silversmiths’ Guild of America and the 
individual manufacturers, they maintain 
that the sterling silver business is one 
for the jeweler and the jeweler only. 
They ask his cooperation and use every 
means at their command to increase the 
sale of sterling silver. 


” 


“Recommendation for Trade Betterment 


“The object of this association is to 

improve the condition of its members. 
“We might be dissatisfied with condi- 
tions as they are, and some times wonder 
if they have improved, as a result of our 
cooperative efforts. Let us stop to con- 
sider what the conditions might be at 
the present time, had not the effort been 
made the past 25 years to improve them, 
no doubt, the silverware industry would 
be in a much more demoralized condi- 
tion than at present. 

“We are positive that conditions have 
improved some, but the element that is 
working against this improvement is 
so large in numbers and strength, that 
greater effort than ever must be made to 
gain further improvements. 

“A majority of the committee are of 
the opinion that the present mark up 
on sterling silver is not sufficient to show 
a reasonable profit on investment. With 
the average cost of doing business at 38 
per cent and the resale price at 40 per 
cent the margin between a profit or loss 
is very close. In a recent survey by a 
number of large dealers in sterling sil- 
ver, who have an accurate cost accounting 
system, they report an actual loss, show- 
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ing that the present suggested resale 
price does not cover the cost of doing 
business. 

“It is also the opinion of a large 
majority of the committee that the 
present deplorable condition in the dis- 
tribution of silverware is entirely within 
the power of the manufacturers to 
correct. 

“Retail jewelers need all the sterling 
silverware business that is to be had. 
Time and attention should be given to it, 
with the proper amount of capital in- 
vested that is in keeping with their busi- 
ness. 

“Know as much about silverware and 
its place in the home as possible. 


Advertise Sterling Silverware 


“Cooperate with the manufacturers as 
far as possible to create a greater de- 
mand. 

“Tf all the legitimate jewelers of the 
country will make the proper effort to 
increase their sterling silver business, 
play the game fair and honest, have ab- 
solutely one price, and with the full co- 
operation of manufacturers who will 
distribute their goods through the legiti- 
mate dealers only at a proper resale 
price, the jewelers will be more suc- 
cessful and the industry as a whole will 
prosper. 

“President William G. Frasier ap- 
pointed a large committee of leading 
jewelers that represents every section of 
the country. It is very gratifying to 
say that most of these members have 
been of much assistance to your chair- 
man in furnishing information for this 
report, and being desirous of knowing 
exactly our position in relation to the 
manufacturers, we submit the following: 

“The committee recommend the fol- 
lowing questionnaire be submitted to 
the manufacturers: 

1. Should sterling silver be sold to 
dealers only who carry a rep- 
resentative stock? 

2. What attitude should manufac- 
turers take toward dealers who 


are known price cutters and 
bootleggers? 
3. What percentage of sterling 


silver is sold by the legitimate 
dealers who maintain prices? 

4. Do you see any reason why the 
public should pay the suggested 
retail price, when they can pur- 
chase for less? 

5. If the public is justified in 
buying at cut prices from the 
bootleggers and other cut price 
dealers, can the legitimate 
dealers who carry stock and 
must sell at the suggested resale 
price get their rightful share of 
business? 

6. How, in the face of this competi- 
tion, can they expect to increase 
their business or retain their 
present volume? 

7. Can the manufacturers success- 

fully dispose of their product 

without the legitimate one price 
jewelers, who, as distributors, 
carry a representative stock? 
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8. Are the legitimate dealers justi- 
fied in asking the manufacturers 
to protect them from this unfair 
competition? 

9. If so, how should the dealers 
ask for this protection, and 


How are the manufacturers 
going to protect them? 

“In conclusion, we urge closer co- 
operation between manufacturers and 
retailers, and hope that improved condi- 
tions can be brought about that will be 
of much benefit to the manufacturer, 
retailer and the public. 

We must carry on in our efforts to 
bring about the ethics which the high 
type business we represent demands and 
have confidence that in the long run, 
honesty with our fellowmen and brother 
jewelers will prevail. Not because it is 
the best policy, but because it is the 
right policy.” 


10. 








Lessons of the Harvard Retail 
Jewelry Studies 


(Continued from page 71) 


in expense are probably due largely to 
differences in the control effected. 


OW, the alert sort of merchandis- 

ing to which attention has been 
called may be beyond the capabilities of 
many merchants, since it may require 
characteristics that are relatively rare. 
Expense control, however, is largely a 
matter of careful attention to detail, of 
sober thought, and of willingness to 
take action based on conservative rea- 
soning. Expense control, and the me- 
chanical aids to such control, are not 
beyond the abilities of the average re- 
tailer. Simple accounts accurately kept 
are the basic requirement. A rough 
budget is a great help, as are compar- 
able figures for other stores. All of 
these are quite within reach, so that 
individual merchants must blame them- 
selves, for the most part, if their rates 
of expense get out of hand. The fact 
that expenses are somewhat out of hand 
shows conclusively, I think, that the in- 
dividual jewelers are not properly using 
the standard figures of the Harvard 
studies. It should be pointed out that 
research by itself will not improve con- 
ditions in this industry. Research will 
only disclose facts and principles. The 
individual jewelers must apply these 
facts and principles to their problems, 
a job calling for head work, clear think- 
ing, and constructive imagination. Re- 
search is a very good thing, but it is net 
a substitute for good management. 

I have not tried, this afternoon, to 
enumerate all of the lessons which have 
been learned or which can be learned 
from the nine years of Harvard research 
in this trade. Those lessons are readily 
available to you all in the printed bul- 
letins. Rather, I have tried to point out 
the two outstanding conclusions which, 
if brought home to the individual jewel- 
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ers, can be of more help to them in im- 
proving current performance. These 
are the need for modern merchandising 
methods, for an alert merchandising 
point of view, and the need for better 
expense control. 








Jewelry Publicity Abroad 





President of Pennsylvania Retail Jewelers’ 
Association Observes Methods Used 
in Europe 


PHILADELPHIA, Sept. 23.—Back from 
a sojourn of several weeks in England 
and the jewelry centers of the Continent, 
Fred J. Cooper of this city and presi- 
dent of the Pennsylvania Retail Jewel- 
ers’ Association, finds that American re- 
tailers have nothing to learn in the way 
of displays, sales methods or advertising 
from their English brethren, but have 
much to learn in the fine art of trade 
publicity, collective and individual. 

Mr. Cooper was surprised, and agree- 
ably so, at the dignified yet effective 
methods utilized for jewelry publicity 
and with the results attained. To begin 
with the word, “publicity” has been 
eliminated from everything connected 
with the campaigns to boost the jewelry 
business. Jewelry publicity is in the 
hands of experienced advertising men, 
one of the largest firms of the kind in 
London, doing the work. 

The Goldsmith’s Association sponsors 
the work. Its title lends dignity to 
everything printed about precious stones 
or metals. Socially the organization is 
highly regarded and consequently any- 
thing it sponsors has an immediate 
standing with the public. 

Under the social system in England, 
society, meaning generally the nobility, 
must take up anything that is to be 
made popular with the people as a whole. 
Taking advantage of this trend of pub- 
lic thought, those in charge of publicity 
for the jewelry business, have conducted 
several style shows to such good effect 
that leaders in other lines of business 
have been eager to cooperate, in many 
cases to the extent of paying all ex- 
penses -of the affairs. 

A recent style show, Mr. Cooper says, 
was so successful, that makers of gowns, 
millinery and other women’s apparel, at 
once volunteered to send their finest 
mannequins and their latest creations 
to succeeding shows. Newest styles in 
jewelry creations, even to costume jewel- 
ry were displayed and as the affair had 
the patronage of a number of social 
leaders, its success did much to increase 
sales of jewelry all over the country. 
The system is adding to England’s jewel- 
ry consciousness in a manner never be- 
fore known to English jewelers and Mr. 
Cooper thinks it could be tried here 
with good results, if the proper co- 
operation is gained. 

Cooperation of manufacturer, im- 
porter, jobber and retailer would be 
essential and that of leaders in other 
lines of business would have to be ob- 
tained, but Mr. Cooper is certain this 
could be done with the proper approach. 
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Ohio Jewelers Elect Officers 





Members of State Association Meet at Hollenden Hotel, Cleve- 
land, and Select New Officers—Retiring President 


Chamberlain Reviews Year’s Work 


CLEVELAND, OHIO, Sept. 19.—Late 
Wednesday afternoon after the session 
of the A. N. R. J. A. convention had 
adjourned the nine directors previously 
elected by the members of the Ohio 
Retail Jewelers’ Association met at their 
headquarters in the Hollenden Hotel and 


ing members of the Executive Board; 
J. F. Carr, Portsmouth; John Rich, 
Paynesville; A. J. Miller, Cleveland; 
Raymond Hay, Coshocton; E. W. Cham- 
berlain, Akron. 

On Tuesday afternoon members of the 
Ohio association met and listened to a 





H. N. BEATTIE, PRESIDENT-ELECT 


elected officers for the ensuing year, and 
briefly discussed plans for the next 
year’s work. 

The officers elected are: President 
Hugh N. Beattie, Cleveland; Vice-Presi- 
dent C. F. Motz, Wadsworth; Treasurer 
James Aylward, Bucyrus; Secretary A. 
C. Hutchison, Akron. These officers will 
be assisted in their work by the follow- 


SECRETARY 


A. C. HUTCHISON, 


résumé of the years’ work by President 
E. W. Chamberlain and reports of the 
various committees. At this meeting, as 
has been customary in Ohio for the past 
several years nine directors were elected 
including the retiring president, whose 
duty is to elect the officers and assist in 
the management of the affairs of the 
Association. 





Diamond Cutters of Rhine Provinces 
Report Decreasing Sales 


WASHINGTON, D. C., Sept. 23.—Dur- 
ing the second quarter of this year dia- 
mond cutters in the southern district of 
the Rhine Province received compara- 
tively few orders, and sales were re- 
ported decreasing, according to the 
Minerals Division of the Department of 
Commerce. 

Reports from Idar-Oberstein state 
that the brilliant cut is almost out of 
fashion, but that the demand for stones 
of the so-called fancy cut has been in- 
creasing. This change is claimed to be 
responsible for continuing difficulties of 
the Idar-Oberstein cutters, who could 
only gradually adapt their machines and 
equipment. 

A slight recovery is reported in the 
business in other precious and semi- 
precious stones, but complaints were cur- 


rent regarding too high prices for raw 
materials. Although sales to the United 
States showed a fair upward trend, 
manufacturers state that a_ better 
domestic demand accounts for the general 
improvement of the situation. 

Pearls are reported continuously dull 
and there is a complete absence of orders 
from the United States. 

The demand for genuine jewelry 
(silver) is reported as behind expecta- 
tions. Only countries with a high pur- 
chasing power were placing good orders. 
Business in imitation jewelry resumed 
a normal course with fairly satisfac- 
tory sales both in Germany and abroad. 
Sales to America could be effected only 
at very low prices. 








The jewelry shop of A. D. Miller, 34 
W. Jefferson Ave., Naperville, Ill., has 
been taken over by Fred A. Tansey. 
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Census Figures 





Massachusetts Department of Labor Makes 
Survey of Jewelry and Allied Indus- 
tries in Attleboro 


ATTLEBORO, MaAss., Sept. 21.—The fol- 
lowing report has been issued by the 
Division of Statistics of the Massachu- 
setts Department of Labor and Indus- 
tries on a census of manufactures for the 
year 1928 in Attleboro. The report reads: 

“The Department of Labor and Indus- 
tries, through the Division of Statistics, 
announces that, according to data col- 
lected in connection with the census of 
manufactures of the year 1928, the total 
number of manufacturing establishments 
in operation in the city of Attleboro in 
that year was 137. The total value of all 
products manufactured in the city was 
$32,572,035, of which jewelry valued at 
$18,326,787, constituted 56.3 per cent. 
Other leading products manufactured in 
Attleboro in 1928 were cotton goods, sil- 
versmithing and silverware; textile ma- 
chinery and motor vehicle accessories. 
The average number of wage earners 
employed in all manufacturing indus- 
tries was 5813, of whom 2819, or 48.5 
per cent, were employed in the manufac- 
ture of jewelry. The total amount paid 
in wages during that year was $7,364,- 
253, of which the wage earners employed 
in the manufacture of jewelry received 
$3,823,844, or 51.9 per cent.” 








Must Pay Jewelry Tax 





Georgia Legislature Passes Measure Assess- 
ing Manufacturing Wholesale and 
Retail Jewelers 


ATLANTA, GA., Sept. 20.—As a result 
of the passage of the sales tax measure 
at the close of the 1929 general assembly, 
the jewelry industry in this State is 
faced with definitely increased taxes for 
the coming two years. The bill provides 
that a tax of half a mill must be paid 
on all jewelry manufactured in the State, 
one mill on all jewelry sold at wholesale, 
and two mills on all jewelry sold at 
retail. An exemption of $30,000 is 
allowed, however, which will relieve the 
smaller jewelry firms. 

An income tax measure providing for 
an income tax amounting to one-third 
of the Federal tax was passed but is 
generally believed to be unconstitutional. 
A measure was passed calling for a 
referendum on allowing the State to 
levy a 5 per cent income tax. The first 
two measures will expire on Dec. 31, 
1931, being temporary measures to re- 
lieve a deficit in the State treasury. The 
third measure, if ratified at the polls, 
would provide for a permanent State in- 
come tax. 








The establishment of Henry E. Woods, 
4i N. Broadway, Yonkers, N. Y., was 
robbed recently of jewelry and fountain 
pens valued at $100 by a thief who broke 
the window with a small bar and seized 
his loot. 
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The Senate Tariff Bill 





Claim That Senate Watch Schedules Do Not 
Cover Differences in Cost 


WASHINGTON, D. C., Sept. 23.—It is 
contended here by impartial tariff ex- 
perts who have gone into the matter 
very closely that the rates in the watch 
schedule as reported out by the Finance 
Committee are not even now high 
enough to make up the difference in the 
cost of production in the United States 
and abroad. It is understood that some 
interesting tables showing such costs 
have been prepared and it is quite pos- 
sible that these figures will be used when 
the Senate takes up the watch rates. 


* * * 


In an effort to speed up the tariff dis- 
cussion on the floor of the Senate daily 
sessions now begin at 11 o’clock instead 
of noon which is the regular meeting 
hour of the upper house of Congress. 
Threat has been made by the majority 
that if this does not speed things up 
sessions will begin at 10 o’clock. This 
is a sure indication that the discussion 
has been lagging even beyond the fears 
of the leaders. 

* * * 

Senator Watson of Indiana, majority 
leader, told his colleagues that the de- 
mand of the country is for prompt dis- 
posal of the tariff bill. Business men, 
he said, are urging the Republicans to 
do everything possible to get the new 
law into effect by the last of this year. 

* * * 


During the past week Finance Com- 
mittee amendments to the bill relating 
to the marking of imported articles with 
the country of origin were accepted in 
an amended form by a vote of 40 to 32. 

* * ok 


Debate on the question of marking 
revolved around the question of how 
much discretion should be left to the 


Secretary of the Treasury in making 
exceptions to the general requirements 
of labeling. Finance Committee mem- 
bers argued that the House language 
left too much discretion to the Secre- 
tary’s interpretation of the law, while 
the committee amendment would state 
more definitely the intent of Congress. 
* * * 


During the week also, Democratic 
members of the Senate put in a long 
list of names of corporations whose tax 
returns they wanted to see. This had 
been provided for by a resolution which 
was finally adopted. It is not expected 
at this time that the returns of these 
corporations are to be made public but 
are for the use of the members of the 
Senate only. However, the names of 
these corporations were made public. 
Among others the fellowing watch com- 
panies were named: Elgin National 
Watch Co., Hamilton Watch Co., Wal- 
tham Watch Co., Illinois Watch Co. 
and others. 

* * * 

There is still no indication of any let- 
up on the part of the Democratic mem- 
bers of the Senate in their attack on 
the administrative features of the bill. 
Even those who have been watching 
tariff developments most closely are not 
willing to make any guess as to when 
the bill will finally become law. There 
does seem to be in the minds of some 
the fact that the bill, with good luck, 
should pass the Senate by the middle 
of November. It will then take from 
three to four weeks in conference with 
the idea being prevalent that the bill 
might become law just prior to the 
Christmas recess of Congress. 

* *& # 


Resale Price Maintenance Inquiry 


The present activities of the resale 
price maintenance inquiry which is be- 
ing made by the Federal Trade Com- 
mission deal particularly with the sta- 





tistical and economic analysis of the 
effects of price maintenance according 
to experts of the Commission. 

One volume of this report has already 
been issued by the Commission and it is 
expected that a new price schedule in 
connection with resale price maintenance 
will be ready shortly for distribution. 

A plan of field work on the chain store 
investigation of the Commission is prac- 
tically completed and field work will be 
begun immediately in connection with 
the study of retail prices. 

This chain store inquiry, which is 
being made as the result of a Senate 
resolution, directs the Commission to 
make an investigation into chain store 
methods of marketing and distribution. 
The operations of wholesale dealers and 
individual retailers are also being 
covered since the resolution itself directs 
that a comparison of chain store methods 
and those of other types of distributors 
shall be made. Returns are said by 
experts of the Commission to be coming 
in daily from schedules sent out to 
wholesalers and chain stores. 


* * * 


Only Finest Quality Gems on 
Demand in Ceylon 


American Consul S. W. Eels, at 
Colombo, Ceylon, reporting to the De- 
partment of Commerce states that dur- 
ing the second quarter of this year, and 
in fact since the beginning of 1929, there 
has been little or no demand for semi- 
precious stones excepting those of the 
finest quality. In April there was a 
brisk market for precious stones owing 
to heavy buying for exportation to Euro- 
pean and American markets. This was 
especially true for sapphires and star 
sapphires. In May and June the market 
was steady, but the beginning of the 
monsoon and the Buddhist festivities re- 
duced the output. The majority of the 
shippers state that the outlook is good 
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for the next three months and that 
prices are showing an upward trend. 

During the second quarter shipments 
of precious stones were valued at $1,197, 
compared with $4,017 for the corre- 
sponding months of last year. Declared 
exports to the United States in April- 
June of this year were valued at $33,- 
397; the discrepancy is due to the num- 
ber of consignments to the United States 
by parcel post. 

* % * 
Small Decrease in Employment 
During July 


The monthly summary of employment 
of the Bureau of Labor Statistics, De- 
partment of Labor, indicates a decrease 
in employment in manufacturing indus- 
tries amounting to but 0.6 per cent in 
July, which is stated to be the smallest 
decrease in July for any year since the 
Bureau began the present series of re- 
ports. 

The decrease in employment in all the 
industrial groups surveyed was only 0.2 
per cent as compared with June, repre- 
senting only 10,000 employees out of a 
total of more than 5,000,000. It is 
stated, however, that pay-roll totals de- 
creased by 3.8 per cent. 

* * * 


Retail or Wholesale Prices as a Basis 
on Which Tourists Pay Duty 
on Purchases Abroad 


WASHINGTON, D. C., Sept. 12.—Sena- 
tor Walsh of Massachusetts, Democrat, 
has raised the question on the floor of 
the Senate as to why American tourists 
returning from abroad should be made 
to pay a duty on the retail price of com- 
modities purchased abroad. 

“In view of the fact,” said Senator 
Walsh, “that the Senate will shortly be 
called upon to deal with the adminis- 
trative provisions of the tariff law, I 
desire to call attention to an important 
matter with reference to the basis of 
levying duties upon goods of tourists.” 
He continued: 

“There has recently come to light 
astonishing evidence of a long standing 
practice of the Customs Bureau of the 
Treasury Department which has served 
to take unlawfully countless millions of 
dollars from the pocketbooks of return- 
ing American tourists, who have been 
assessed customs duties on the basis of 
the retail price which they paid for their 
dutiable merchandise abroad. 

“The existing law is clear and precise, 
and declares that the foreign value upon 
which import duties are levied shall be 
the price at which the dutiable merchan- 
dise is sold in foreign markets in whole- 
sale quantities—in a word, the wholesale 


price. American importers pay duties 
on the basis of the wholesale cost. The 
American private citizen has _ been 


obliged to pay duties on the basis of 
the retail cost—an obviously improper 
and illegal discrimination. 

“This is a matter of such consequence 
and importance, and of such special con- 
cern at a time when we are about to 
enter upon a debate of the whole ques- 
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tion of tariff rates and tariff adminis- 
trative practices, that I deem it appro- 
priate to draw it to the attention of the 
Senate and of the country. 
Fortunately, however, it does not ap- 
pear that Congress will be required to 
take steps to end this discrimination and 
abuse. The Treasury Department ap- 
pears to have conceded that the existing 
method of levying duties on the basis 
of retail cost is without warrant in law, 
and has promised to stop it at once.” 


“Pay Promptly” Campaigns 


seg ~ial Promptly” campaigns are con- 
ducted annually by the local mer- 
chants association in a large Mid-West 
city, according to unofficial reports re- 
ceived in Washington, D. C. Advertis- 
ing funds are raised by popular sub- 
scription among the members, about 80 
per cent of the association’s membership 
subscribing to the service. 

The annual campaign is reported very 
effective. The average cost per mer- 
chant for collection of delinquent ac- 
counts by this method last year, arrived 
at by figuring the amount contributed 
by each member against the amount of 
money collected through the use of the 
service, was found to be not more tkan 


6 per cent. 
* * * 


Direct Mail Advertising Convention 


The 12th annual convention and ad- 
vertising business show of the Direct 
Mail Advertising Association will be 
held at Cleveland Oct. 9. The question 
of retail advertising, better letters, ad- 
vertising production and similar subjects 
will be discussed. The business show in 
connection with the convention is de- 
signed to present a complete panorama 
of the latest and best advertising ma- 
terials, services, devices and uses. 

* * * 


Postal Savings During July 


Postal savings business in the United 
States for July as compared with June 
showed an increase of $4,394,420, the 
greatest increase for any month since 
December, 1918. The amount on deposit, 
the largest since April, 1921, -was $157,- 


624,214. 
* * & 


Trade Commission Again 


At Work 


The Federal Trade Commission is now 
back on the job after the summer recess 
and it is expected among its early 
actions will be the adoption in whole or 
in part of the jewelers trade practice 
rules, which were agreed to in the 
spring. 


Federal 


*# 2% 


William L. Cooper To Be Director of 
Bureau of Foreign and Domestic 
Commerce 

President Hoover has sent to the 
Senate the name of William L. Cooper 
of New York to be director of the Bu- 
reau of Foreign and Domestic Com- 
merce, Department of Commerce, which 
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position was held for several years by 
Dr. Julius Klein, now assistant secre- 
tary of commerce. 

Mr. Cooper, a native of Saginaw, 
Mich., is a graduate of the University 
of Michigan and a mechanical engineer 
with experience in Europe and South 
America. He began service with the 
Department of Commerce in 1928 and 
is now Commercial Attache at London. 

* * 


Industrial Traffic Management 
Survey 


The findings in the industrial traffic 
management survey, which the Trans- 
portation Division of the Department of 
Commerce has been conducting in co- 
operation with the Domestic Commerce 
Division, are being summarized for pub- 
lication. It is believed that the results 
of this survey will be of interest and 
value to every firm. 





— | 


Friends of the Late Fred J. Skinner, 
New York, Establish Fund to 
Educate His Son 





In an effort to perpetuate the memory 
of the late Frederick J. Skinner, vice- 
president of Linhart & Morton, manu- 
facturing jewelers, 37 W. 57th St., New 
York, who passed away on Sept. 16, a 
host of his friends in the trade have 
organized to establish a fund for the 
education of the dead man’s 13-year-old 
son. Mr. Skinner was one of the best 
known and most popular of the younger 
members of the trade in New York and 
his passing came as a severe shock to his 
wide circle of friends. 

Immediately following his death many 
of his friends decided to establish a 
memorial to Mr. Skinner. Without solici- 
tation 15 of his closest friends sub- 
scribed the sum of $2,500. A committee 
was then formed to receive additional 
subscriptions which will be utilized to 
educate Fred Skinner, Jr., and for such 
other purposes as the committee in its 
opinion feels is proper. This committee 
consists of Raymond C. Yard, chairman 
and treasurer; Henry Green, H. V. Clark, 
Roy W. Johnston, Lester Russell, Charles 
Sommers, Irving Royce, William Brown, 
Julius Kauffman, Charles Conant, Charles 
Evans and Robert Burnett. The commit- 
tee will welcome any subscription, no 
matter how small, as it desires to have 
the response general. All subscriptions 
should be sent to Raymond C. Yard, 
chairman and treasurer, 607 Fifth Ave., 
New York. 


} = 








Because of constant requests for in- 
formation, C. R. Messinger is announcing 
that he has sold his half interest in the 
jewelry store at 7 Market St., Amster- 
dam, N. Y., to his former partner, Karl 
D. Campbell. The sale took place on 
June 10 and on that day the firm of 
Messinger & Campbell was dissolved. Mr. 
Campbell is continuing the business. Mr. 
Messinger will also continue in the jewel- 
ry business and has established an office 
at 11 Market St., Amsterdam, where he 
will specialize in diamonds. 
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Nassak Case Appealed 





Domestic Jewelers Take Question of Free Importation of the 
Diamond to Higher Court 


WASHINGTON, Sept. 19.—Appeal has 
been filed with the United States Court 
of Customs and Patents Appeals by do- 
mestic jewelers in connection with the 
importation free of duty of the Nassak 
diamond as an artistic antiquity. Judge 
Waite of the Customs Court, in his opin- 
ion in this case, referred to the historical 
associations connected with the jewel, 
which weighs more than 75 carats, and 
concluied that it was correctly passed 
duty free. 

Mayers, Osterwald & Muhlfield, Inc., 
attorneys for the domestic interests in 
the appeal, “complain of the following 
errors of law and fact involved in the 
decision and judgment: 

“1. The said United States Customs 
Court erred in overruling the protest. 

“2. The said court erred in not sus- 
taining the protest. 

“3. The said court erred in holding 
that the so-called ‘Nassak’ diamond, the 
subject of the importation herein, was 
an artistic antiquity and entitled to free 
entry under the provisions of paragraph 
1708 of the Tariff Act of 1922. 

“4. The said court erred in not hold- 
ing that the so-called ‘Nassak’ diamond, 
the subject of the importation herein, 
was dutiable under paragraph 1429 of 
the Tariff. Act of 1922 at 20 per cent ad 
valorem as a diamond cut but not set, 
suitable for use in the manufacture of 
jewelry. 

“5. The said court erred in not holding 
that the regulations of the United States 
Treasury Department promulgated Feb. 
1, 1911, and still in full force and effect, 
interpreting the words ‘artistic antiqui- 
ties’ in paragraph 717 of the Tariff Act 
of 1909 as excluding single or loose 
precious and semi-precious stones, cut 
but not set, and ever since uniformly 
followed by the Treasury Department, 
correctly int» rpreted the said words ‘ar- 
tistic antiquities’ and were binding. 

“6. The said court erred in not holding 
that the Congress of the United States, 
in twice reenacting paragraph 717 of the 
Tariff Act of 1909 in identical language 
in paragraph 656 of the Tariff Act of 
1913 and paragraph 1708 of the Tariff 
Act of 1922, with full knowledge of the 
construction placed upon the said words 
‘artistic antiquities’ in the Tariff Act of 
1909 by the United States Treasury De- 
partment, had used the said words in 
the Tariff Acts of 1913 and 1922 in the 
same sense in which they have been in- 
terpreted by the officials of the United 
States Treasury Department and as ex- 
cluding therefrom single or loose pre- 
cious and semi-precious stones cut but 
not set. 

“7. The said court erred in holding 
that mere mechanical perfection of out- 
line, smoothness and brilliancy produced 
an artistic article, irrespective of whether 
or not the article was the expression in 





esthetic form of the idea of its crea- 
tor.” 

Because of the crowded condition of 
the court’s docket it is very doubtful if 
this case will come on for argument 
before next spring. 








Imports of Platinum During June 


WASHINGTON, D. C., Sept. 23—Figures 
compiled by the Department of Com- 
merce, showing the imports of platinum 
and allied metals during June, show that 
the value of grain, nuggets, sponge or 
scrap was $250,801; ingots, bars, sheets 
or plate, not less than $37,486; osmium 
and osmiridium, $37,130; palladium, 
$38,710; rhodium and ruthenium, $2,- 
075. 
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Elgin National Watch Co. Asks Fed- 


eral Radio Commission for Re- 
newal of Its Short Wave Station 


WASHINGTON, D. C., Sept. 21—Frank 
D. Urie, research engineer of the Elgin 
National Watch Co., Elgin, IIl., appeared 
the latter part of last week before the 
Federal Radio Commission asking for 
renewal of its experimental radio short 
wave station. 

The Elgin company which has been 
experimenting with the setting of time 
pieces by radio has been operating a 500 
watt station on a frequency of 8950 
kilocycles which is a limited public ser- 
vice assignment. Mr. Urie asked the 
Commission to assign his company a fre- 
quency of 4795 kilocycles which is an 
experimental radio wave. 

Mr. Urie explained to the Commission 
that his company has, for some time, 
been doing laboratory experiments along 
the lines of setting time pieces by the 
use of radio waves. He stated that 
similar experiments have been carried 
on with more or less success in both 
Germany and Russia and he expressed 





The complete figures showing the im- the opinion that if the American 
ports by countries follow: - 
Grain, Ingots, Bars 
Nugget- Sheets, or 
Sponge Plate, Not Osmium Rhodium 
or Less i, In. and and 
Scrap, Thick, Osmiridium, Palladium, Ruthenium, 
Countries Oz. Troy Oz. Troy Oz. Troy Oz. Troy Oz. Troy 
OREO EE Ge 2 at a a Se Be gis heals kes 50 
United Kingdom........... aoe 0 a eee 923 Lae > = .Serca on 
i eens hose a ||! ee OS eee. -ecssae —»- @*meeteae 0! )° alee es 
ee eee tee ee eee = caret... «each. =.) Beat eager we paleo 
CU xe hoa wbhwas Hie kaa ewee Se «= ghd ~~ ede Se aoc bee Pe eereearn 
PE. atta auaesawd ads welaleea Ve pate ee. ly aa et oo ee 
"Oth? GRANTS. ..<b.b4 06st 4,184 600 527 1,950 50 
Pe VN Ea iss a desc dss wa $250,801 $37,486 $37,130 $38,710 $26,075 





Exports of Platinum During June 


WASHINGTON, D. C., Sept. 23—Plati- 
num valued at $6,743 was exported from 
this country in June, figures recently 
announced by the Department of Com- 
merce show. Canada was the best 
customer for ingots, sheets, wire alloys 
and scrap, while Brazil was the leading 
purchaser of manufactures, except 
jewelry. 

The figures showing the amounts and 
the countries to which metal was sent 
follow: 








Manu- 
Ingots, factures 
Sheets, of Platinum 
Wire, Alloys Except 
and Scrap Jewelry 
motte 
Oz. Oz. 
Countries Troy Value Troy Value 
ee 150 3+) Se ee 
CS 4 aes Bes 25 1,535 22 $1,878 
ree ae Cone 50 3,195 
Total quantity... 175 pices eG 
Total value..... $1,670 72 $5,973 








Sale of the retail jewelry business, 
founded by the late Julius M. Harris, of 
Olean, N. Y., to the H. P. Chaplain Co., 
Cleveland, Ohio, was announced last 
Saturday by Mrs. Harris, who has 
operated the store at 172 N. Union St., 
since her husband’s death about two 
months ago. The Cleveland firm has 
purchased the entire stock and lease to 
the store and Mr. and Mrs. Art of Can- 
ton, Ohio, have been sent to Olean to 
take charge of the place. 





jewelers do not wake up and get on the 
job, they will find that these companies 
have developed processes and taken out 
patents which will leave the domestic 
manufacturers out in the cold. 

The idea of setting time pieces by 
radio, said Mr. Urie, is no more fan- 
tastic. than was the idea of broadcast- 
ing or television a few years ago. There 
is no question but what it can and will be 
done he told the Commission. He ad- 
mitted that the Elgin company is only in 
the laboratory stage in this work. The 
Commission has taken the application 
under advisement. 
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A Cleveland store window that drew 
large crowds during aviation week was 
that of the Sigler Bach Co., at 1119 Eu- 
clid Ave. An instrument board from an 
airplane was shown in the window and 
from each instrument upon it, a ribbon 
was run to a card on which was printed 
the name of the instrument and its use. 
Overhead and suspended from the ceiling 
of the window was a model of an air- 
plane made from wire and covered with 
pink crepe paper. An aviator in cos- 
tume was shown at the controls and a 
bride in all her finery was seated in the 
cockpit, which was lighted by miniature 
lamps. Lights were thrown from the 
bottom of the window which made the 
plane stand out in bold relief. The win- 
dow was called the “Aerial Honeymoon” 
and was designed by L. B. Bach, secre- 
tary of the company. 
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New England Jewelers Enjoy Golf Outing 


Fall Tournament Held at Oyster Harbor Club, Osterville, Mass.. 
Attended by Eighty Members and Guests 


OSTERVILLE, MAss., Sept. 19.—The fall 
tournament of the New England Jewel- 
ers Golf Association, sometimes known 
as the “Silver Putters,” was held last 
Sunday and Monday on the beautiful 
greens of the Oyster Harbor Golf Club, 
situated on Cape Cod. Both days were 
devoted to medal play among the mem- 
bers and their guests, while the women 
also indulged in regular and obstacle 
golf, bathing and bridge games. On 
Monday evening a dinner and dance was 
held. 

This outing was regarded as the most 
enjoyable and successful ever held by 
the organization and every member and 
guest felt that the committee, in select- 
ing the course of the local golf club, had 
chosen one of the finest in New England. 
The Oyster Harbor Club offered every 
facility and was ideal for such a tourna- 
ment, and during the jewelers’ stay here 
John J. Fitzgerald, manager of the 
Oyster Harbor Colony Club, did every- 
thing for the enjoyment and comfort of 
his guests. 

There were 80 in attendance, made up 
of New England jewelers, their wives 
and guests. “Al” Kohn, well known 
Hartford, Conn., jeweler, was on hand 
with 12 guests, while Carl Lawton of 
Boston was host to a party from the 
Woodland Golf Club, among them being 
a number of excellent women golfers. 

Mrs. Howard Martin, assisted by Mrs. 
Robinson of Springfield, handled the 
women’s program in a most capable 
manner. This program included nine and 
18 holes of regular golf, nine holes of 
obstacle golf and a bridge party. 

An orchestra afforded music for the 
dancing and during the banquet on Mon- 





day night. After all cards had been 
turned in and checked prizes were dis- 
tributed to the winners on Monday night 
by Ben Wyman, who always selects and 
performs this ceremony at these New 
England affairs. 

Among the members, C. E. Cotter had 
the best gross score for 36 holes, while 





SECRETARY-TREAS- 
ALBERT 


HOWARD MARTIN, 
URER AND HIS PREDECESSOR 
KOHN 


H. K. Clery and W. E. Hinsdale were 
tied for first net, 36 holes. Second best 
gross went to E. E. Frank, with T. F. 
Nally finishing third. Prize for the sec- 
ond best net score, 36 holes, went to E. A. 
Harrington, with C. F. Lawton runner up. 

On Sunday T. R. Sheehan and R. A. 
Benedict finished in a tie for the best 
gross score, 18 holes. F. W. Stark had 


the second best gross score, with H. A 
Martin romping home third. First net 
for the same number of holes went to 
L. J. Simard, second to A. Stern, while 
G. Weidlich and W. A. Robinson were 
tied for third honors. For the best gross 
scores, 18 holes, on Monday, H. C. Wil- 
cox finished first, E. N. Harrison second, 
and A. M. Kohn third. D. H. Johnson, 
J. L. Foster and Ben Wyman finished 
one, two, three in net play on Monday. 

In the ladies division, Mrs. W. H. Lar- 
kin turned in the best gross score for 18 
holes, with Mrs. H. S. Spencer finishing 
second. The prize winning net score was 
made by Mrs. G. A. Long, the runner up 
being Mrs. A. A. Nillsson. In the nine- 
hole play, best gross scores were turned 
in by Mrs. T. F. Nally and Mrs. R. H 
Lewis, while Mrs. William Davis and 
Mrs. A. C. Morrison finished with the 
prize-winning net scores. 

The ladies obstacle golf game was ex- 
citing and ended in two tie scores. The 
players finished in the order named: Mrs. 
William Davis; Mrs. H. A. Martin and 
Mrs. R. H. Sanderson, tie; Mrs. C. F. 
Lawton; Mrs. W. E. Barton, Jr., and 
Lillian Sheehan, tie; Mrs. T. F. Nally 
and Mrs. A. M. Kohn. 

Among the guests the best gross scores 
for 36 holes were turned in by H. S. 
Spencer and J. F. Muir, while the rank- 
ing net scorers were W. H. Larkin and 
William Davis. Sunday’s 18-hole prize 
winners among the guests included Mr. 
McElaney, W. E. Barton, Jr., and R. J. 
Laporte, tie; I. W. Small and C. A. Long. 
The winners in Monday’s play were: A. 
E. Woodford; R. H. Sanderson and Dr. 
N. W. Godfrey, tie; Mr. Scanlon and A. 
C. Morrison. 
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Watch Statistics 





Figures Showing Imports and Exports of 
Watches and Parts for June 


WASHINGTON, D. C., Sept. 23.—Swit- 
zerland again leads all other countries 
in the importation of watches and parts, 
figures just released by the Department 
of Commerce for June reveal. The total 
imports of watches, movements, dials 
and parts of watches and jewels totaled 
$1,538,095. 

Switzerland sent out watches and 
watch ‘movements worth $1,182,941, 
cases, dials and parts of watches valued 
at $206,899, and jewels for watches, 
etc., totaling $79,692. France once more 
ranked second in watches and move- 
ments shipped to the United States, the 
total -being-$47,282, and also was next to 
Switzerland in the shipments of cases, 
dials and parts of watches with a total 

_of $8,307 and in jewels for watches, 
clocks, etc., to the amount of $4,789. 

The United Kingdom was our best 
customer in June for watches without 
jewels, receiving in that month 20,100 
timepieces worth $9,114. The largest 
number of watches with jewels was sent 
to the Philippine Islands, the value 
amounting to $17,623. Canada led in 
the total value of parts of watches 
taken, the amount being $43,702. 

The full list of imports and exports 
of watches and parts in June follows: 


IMPORTS OF WATCHES, MOVEMENTS, 
PARTS, ETC., BY COUNTRIES 


Jewels 
Cases, for 

Watches Dials Watches, 

and and Clocks, 

Watch Parts of Meters, 
Move- Watches or Com- 

Countries ments n.e.s. passes 
Belgium ... $4 $56 wena 
iomne he 47,282 8,307 $4,789 
Germany ... 1,091 3,571 eee 
Italy err 97 112 ~ 515 
Switzerland. 1,182,941 206,899 79,692 

United = 
Kingdom 126 292 1,321 
Total ....$1.231,451 $219,237 $87,317 


DOMESTIC EXPORTS OF WATCHES AND 
PARTS BY COUNTRIES 





Without With Parts of 
Countries Jewels Jewels Watches 
Germany. <..’. .... hice ae $7 
OS SP See $2,868 $20 94 
Switzerland ...... re eee 72 
United Kingdom.. 9,114 50 60 
oe 9,396 1,171 43,702 
SS re 94 214 D8 
PROTIGUIOR cise seis 387 141 10 
Nicaragua ....... 57 Pe oe ree 
a era 94 194 13 
SET C Le ee 48 3,278 4,365 
Newfoundland and 
Labrador ...... 839 
pO Ere 16 or 
I ans ain sae a 159 78 
Netherland West 
Fear 244 72 Sia a 
Virgin Is. of U. S. 11 te 
Mreentinag ...-..% 120 Sad 
See 76 ire: 
Peer ee 2 oes <a 
Colombia .....%.: Pay t 36 110 
kk aie ig. ap 21 er nails 
British India..... ae 258 Beis 
RS G6 eo TOD Tit 1,853 83 
ON ee eee as 7,603 5,135 
Philippine Islands. 1,416 17,623 298 
MPOMITOITE, 2.550 a 10,564 5,732 1,486 
New Zealand..... 6,561 4,824 131 
Belgian Congo.... 14 121 eas 
Union of 8S. Africa 3,229 2,250 167 
ae” a 11 ae beech 
See 44 
| ere $45,385 $45,518 $55,891 
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Shipments from 
United States to: 
PIRWEE 6.05% $2,310 $17,493 $452 
Porto Rico.... 942 2,170 eee 
Boston Gift Shows 
Two Exhibits Held in the “Hub” Attract 


Many Jewelers 


Boston, Mass., Sept. 21.—Two gift 
shows held here this week attracted 
many jewelers. The show of the Na- 
tional Gift and Art Association was held 
at the Parker House, and the Eastern 
Manufacturers’ Exposition at the Hotel 
Statler. 

Pewter was a feature and there was 
also a large showing of Persian pottery 
and Italian pottery for lamps. Brass 
goods of exquisite design and workman- 
ship were also displayed, together with 
a great amount of glassware. 

President Emmett White of the Na- 
tional organization reported that he saw 
a large growth in New England, not 
only of gift shops, but also of jewelry 
store gift departments. 

The New England association voted 
to start five activities, namely, an- edu- 
cational drive to introduce gift shop pro- 
prietors to the latest business methods, 
a survey of gift shop conditions in New 
England, a circulating library of books 
on business subjects of value to gift 
shop owners, quarterly meetings, and 
the formation of an Institute to be held 
at the next spring show. 








Better Business Ahead 





Pacific Coast Jewelers Look Forward to 
Marked Improvement in Trade 
Conditions 


Los ANGELES, CAL., Sept. 20.—So many 
of the traveling men who are seeking 
trade on the Pacific Coast came last week 
into Los Angeles that a reporter for THE 
JEWELERS’ CIRCULAR made a tour of the 
jobbing houses and learned that all of 
the houses with no single exception are 
looking forward to a big trade the com- 
ing fall and winter. 

The consensus of opinion of nearly all 
the dealers visited was that the big crops 
here on the Coast, the large returns from 
the fruit and nuts, and the lack of idle- 
ness, spell prosperity with a “big P,” as 
one manufacturer put it. 

Manager Russell of Koke, Slaudt & 
Co. declared that results so far this year 
were very encouraging and he believed 
it would even grow better as the holiday 
time approached. 

Manager Klinger of A. I. Hall & Son 
reiterated the statements of Mr. Russell, 
but added that his house was placing 
very heavy orders at the factories, as it 
believed trade would be unusually large. 

Bastheim & Co. declared business never 
was better for the month of September 
than at the present time. 

I. Behrstock of the I. Behrstock Jewel- 
ry Co., who has been in touch with the 
Coast trade for years, sees an increased 
business because of the general pros- 
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perity in California and the Northwest. 

Retailers in the city also share in the 
feeling of optimism. Most of them are 
usually conservative, but this year even 
the cautious ones are backing up their 
confidence by placing more liberal orders 
than in the past. 








Death of Abe 


Well Known Pittsburgh 
to Short Illness in his Fifty-ninth Year 
PITTSBURGH, Pa., Sept. 23.—Abe I. 

DeRoy, for nearly 40 years a member of 

the firm of S. H. DeRoy & Co., died today 

in his home, Morewood Gardens, this 
city, aged 58. He had been ill less than 

10 days. He was educated in the public 

schools and graduated from Central 

High School. 

Mr. DeRoy also was a member of Sol- 
omon Lodge of Masons, of the Elks and 
of the Concordia Club. He was a son of 
Mr. and Mrs. Israel DeRoy, who are still 
living, Israel DeRoy being Pittsburgh’s 
oldest jeweler. Deceased leaves his 
widow, Claire DeRoy, one son and daugh- 
ter, the former being Dr. Mayer DeRoy 
of the Montefiore and St. Francis Hos- 
pital, and Mrs. Fred Roemer of New 
York; four brothers, Dr. J. I. DeRoy and 
S. H. DeRoy, who is the president of the 
National Credit Jewelers; Emanuel De- 
Roy of this city, and Aaron DeRoy of 
Detroit; and two sisters, Mrs. Max Michel 
of New York and Mrs. A. J. Kempraer 
of Little Rock, Ark. 

The funeral services will be held to- 
morrow afternoon from the Cemetery 
Chapel in West View. 


I. DeRoy 





Jeweler Succumbs 





Charles W. Ambrose 


Boston, MAss., Sept. 20—Charles W. 
Ambrose, in business for many years in 
Natick, died last Tuesday at the Jordan 
Marsh Rest Home, Wrentham, after a 
long illness. Funeral services were held 
in Wrentham Sept. 19. Burial took 
place in Dell Park Cemetary, Natick. 

Mr. Ambrose was born in Boscowan, 
N. H., March 2, 1848. He went to 
Natick in the early 90’s and opened a 
jewelry store on Main St. He later had 
a store on South Ave., Natick. About 
five years ago he went to Wrentham 
with his wife, when she became hostess 
of the Jordan Home. He was a member 
of Meridian Lodge, A. F. & A. M., 
Natick Commandery, K. T., and Aleppo 
Temple, Boston. 


Louis H. Goldberger 


CHICAGO, Sept. 24.—Louis H. Gold- 
berger, a member of the firm of J. 
Solinger & Co., manufacturing jewelers, 
Providence, R. I., died today at the Hotel 
LaSalle in this city. Mr. Goldberger 
succumbed to an attack of pneumonia 
with which he was stricken about a 
week ago. 

Mr. Goldberger was associated with 
the Solinger firm for many years and 
was about 75 years old at the time of 
his death. 
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Your Insurance 


Problems are 


Easily Solved 


WM. H. McGEE & CO., INC. 


Underwriters 


A Jewelers Block Policy will protec 
Burglary, Hold-up, Shoplifting and 
covering your own stock and furn 
merchandise entrusted to you on 

or for safekeeping. 


The policy also protects you agains 


t you against Fire, 
Window Breakage, 
ishings, as well as 
memo, for repairs 


t loss on merchan- 


dise in your customer’s hands for approval. 


Jewelers 
Block 


Policies 


New 


Your own insurance broker or agent can obtain de- 
tailed information from us upon application. 


11 South William St., 


York City 


Insurance Exchange Bldg., Chicago, IIl. 

















OUR NEW LOCK RING 


HAVE YOU BEEN USING SPRING RINGS? 


Here is a ring with all the facilities and efficiencies of a spring 
ring, without the faults and inefficiencies of a ring with a spring. 


126 South St., 





Write for samples, 


MODERN NOVELTY CO., INC. 


Newark, N. J. 
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Seattle Jewelers Robbed 


Bandit Pair Escape with Diamonds Re- 
ported to Be Worth $50,000 from Office 
of Rothstein Bros. 


SEATTLE, WASH., Sept. 23.—The office 
of Rothstein Bros., wholesale jewelers, 
located on the fifth floor of a downtown 
office building in this city, was visited by 
two thieves today, who escaped with dia- 
monds said to be worth $50,000. After 
forcing their victims to surrender the 
gems, the holdup men fled down a back 
stairway. 

It is understood that the diamonds had 
just been brought to the office on the 
fifth floor after being removed from a 
basement vault. 











Alleged Smuggling Plot 





New York Diamond Dealer, Stenographer, 
and Steamship Employe Arrested on 
Charge of Illegally Bringing 
Diamonds Into This Country 


Another alleged diamond smuggling 
conspiracy was uncovered last week in 
Brooklyn with the arrest of three per- 
sons, one a woman, charged with being 
members of a ring which has brought 
gems worth between $250,000 and $400,- 
000 into this country illegally within the 
past year. Assistant United States 
Attorney Lindsay R. Henry, who is 
handling the case for the government, 
expects other arrests to follow before 
the alleged smugglers’ hearing set for 
Oct. 16. 

Officials of the Treasury Department 
and agents, after an investgiation of 
many months, claim they followed 
Charles Eechleirs, chief printer of the 
Red Star Liner Belgenland, last Wednes- 
day night when he left his ship to go to 
the home of Sidney Sherman, a diamond 
broker, living at 279 Ocean Parkway, 
Brooklyn, with an office at 170 Broad- 
way, New York. Eechleirs and Sherman 
were arrested after the customs agents, 
under Gordon H. Pike, searched Eech- 
leirs and found, they said, a package of 
gems valued at $12,000 in his shoe, not 
in any secret compartment but merely 
stuffed between the foot and the side of 
the shoe. To prevent the gems from 
cutting his foot, the large stones were in 
the center of a flat package, surrounded 
by smaller stones, all thinly padded. The 
larger stones, according to the agents, 
ran as high as four and five carats. 

Thursday morning the customs agents 
visited Sherman’s office and there took 
into custody his stenographer, Nina 
Silverstein, of 918 48rd St., Brooklyn. 
The trio were then arraigned before 
United States Commissioner Edward 
E. Fay in the Brooklyn Federal building, 
who fixed Sherman’s bail at $10,000, 
Eechleirs’ at $2,500 and Miss Silver- 
stein’s at $1,000 with the hearing for 
Oct. 10. 

Mr. Henry stated that Eechleirs and 
Miss Silverstein confessed their part in 
the conspiracy, but Sherman, who has 
been in the jewelry business for over 17 
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years, denied that he ever took any part 
in a smuggling conspiracy or that he 
had bought any gems smuggled into the 
United States. He asserted that no 
diamonds had been found in his posses- 
sion and that his arrest was a mystery 
to him. Eechleirs, however, the customs 
inspectors reported, said he had been 
smuggling diamonds from Antwerp for 
delivery to Sherman for more than a 
year. It was to have been the printer’s 
last trip, and his son Louis, a printer 
aboard the Lapland of the same line, was 
to have succeeded his father in the con- 
spiracy, the agents state. 








Salesman Loses Trunk 





Jewelry Valued at $20,000 Mysteriously 
Disappears from Truck Enroute 
to Hettinger, N. Dak. 

CHICAGO, Sept. 21.—E. J. MacDonald 
of the C. H. Knights-Thearle Co., divi- 
sion of the A. C. Becken Co., suffered 
the loss of one of his trunks while en 
route from Reader, N. D., to Hettinger, 
N. D. The loss is estimated at about 
$20,000. 

Mr. MacDonald had finished his busi- 
ness at Reader and called the local trans- 
fer man to take his two trunks to Het- 
tinger. The trunks were taken to the 
truck and while Mr. MacDonald was talk- 
ing to his customer, Howard Horr, the 
baggage man, busied himself with the 
engine of his car. Mr. MacDonald and 
the baggage man started for Hettinger 
just at dusk and when just a few miles 
from their destination they stopped at a 
gas station. It was then discovered that 
the trunk was missing. 

They immediately turned around and 
went back over the road. The driver of 
a truck that followed them for miles 
reported that his headlights were play- 
ing on the back of the transfer truck and 
that he noticed no one taking a trunk off, 
nor did he see one fall off. 








Robber Sentenced 


Leader in Denver Hold Up Must Serve 
Long Term in Colorado Penitentiary 


DENVER, COLO., Sept. 20.—J. R. Par- 
ker, alias “Gene Davis,” 23 years old and 
leader of the trio who held up the Provi- 
dence Loan Co. in this city on Aug. 17, 
taking $40,000 in diamonds and jewelry 
and $540 in cash, was sentenced by Judge 
Francis E. Bouck in the West Side Court 
to serve from 20 to 30 years in the State 
penitentiary. 

Judge Bouck remarked: “It is unfor- 
tunate that the penal system of Colorado 
is not yet ready to care for people like 
Parker, who perhaps needs medical care 
more than punishment.” Parker’s alleged 
accomplices are being held by the Chicago 
police. 














The store of the Bookin Jewelry Co., 
314 E. Main St., Ottumwa, Iowa, is be- 
ing entirely remodeled, the principal 
change being the erection of a new brick 
front with marble trim, embodying new 
design. 3 
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Incompetence, Not Chain Store Com- 
petition the Cause of Failures of 
Independent Merchant 


¢¢] F we scrutinize the reasons for the 

distress of the independent retailer, 
we find, as I endeavored to point out on 
a recent occasion,” said Dr. Julius Klein, 
Assistant Secretary of Commerce last 
week, addressing the convention of the 
National Chain Store Association at Chi- 
cago on “The Outlook for the Chain 
Store,” “that, contrary to the general 
impression, his difficulties insofar as he 
is in trouble are due not so much to the 
competitive threats of the phalanx of 
carnivorous dragons led by the chain 
stores, the mail order establishments, 
and the house to house deliveries, but 
almost entirely to incompetence of his 
own operation.” 

“Repeated analyses of failures and 
near failures,” continued Dr. Klein, 
“among retailers in all parts of the coun- 
try bring out the fact that considerably 
less than five per cent of the failures 
among independents last year were due 
to competition. On the other hand, in- 
competence is responsible for anywhere 
from 32 to 80 per cent of the casualties 
in their ranks, dependent upon the 
locality and the trades involved. 

“It would seem, therefore, to be de- 
cidedly helpful in our consideration of 
the status of the chain, instead of 
‘pointing with pride’ or ‘viewing with 
alarm’ its innumerable relations with 
other types of distributors, to indulge in 
a little penetrative introspection. Cer- 
tainly an examination of the weakness 
of this institution might suggest correc- 
tives that will enable it to render an 
even more helpful and constructive ser- 
vice to the nation. 

“In connection with the independents, 
the basic question was: ‘In so far as 
they are losing, is it due to the fact that 
they are independent, or that they are 
not properly conducted?’ The answer to 
that. has already been indicated above. 
Conversely, if the chains are successful, 
is it because they are chains or that 
they are better managed? Isn’t the fun- 
damental issue in our whole distributive 
situation not the conflict of this or that 
function with the rest, not the struggle 
between wholesaler and jobber, between 
independent and chain, but rather the 
merciless campaign for the curtailment 
of slipshod selling? 

“An outstanding characteristic of the 
discussion of chain distribution is the 
constant stressing of the importance of 
volume. We are told that the secret of 
its success is quantity purchasing, that 
because of large scale operations chains 
are able to engage high-powered adver- 
tising experts, specialists in display and 
in store location, and in other ways to 
indulge in overhead ‘experting’ of a sort 
quite out of the reach of the small dis- 
tributor. Periodically, we are bombarded 
with statistics by salesmen of chain 
store securities, by numerous clever 
ambidextrous digit-jugglers eager to 
bewilder their gasping audiences with 
rapid-fire displays intended to convey an 
impression of the overwhelming growth 
of this or that chain monstrosity.” 
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Stencilled Three Page Letter 
Boosts Sale 


DIFFERENT way of getting the 
message of an anniversary sale to 
the trade was successfully thought out 
by Harry H. Frumess, of Denver. The 
idea was to have a month’s general sale, 
but four days previous to this event, 
to have a private sale for the exclusive 
benefit of the preferred charge accounts. 
A three page letter was the vehicle 
selected to convey this information to 
the public. Now, three page letters are 
generally dreary affairs, but in this 
case, the interest was maintained to the 
end. In the first place, the letter had 
neither the appearance of a typed or 
printed general message, as it was a 
stenciled job. The reason for this was 
that stenciling conveyed the thought that 
only a few copies were made, conse- 
quently the message was of a personal 
nature. 

Again, the very appearance of the 
letter, with its illustrations and cartoons 
made it a readable piece of copy. The 
envelope, with “THIRTY ONE!” printed 
across the face aroused considerable 
curiosity. 

One other clever touch was the en- 
closing of a card which entitled the 
holder to a 10 per cent discount during 
the four day private sale. 


Selling the Sluggards 


NVENTORY time revealed to Joseph 

I. Schwartz, of Denver, that he had 
too many pieces that should be out of 
the store. This included many time 
pieces as well as the usual run of 
jewelry. A solid window of watches 
whose dials told of their being in the 
stock too long, and another window of 
odd jewelry pieces, all marked at quick 
sale prices had the desired result. A 
healthy increase of around 25 per cent 
was taken. This was considered good 
business, even in view of the fact that 
much of the merchandise was sold below 
cost price, as the odd pieces would not 
have to be replaced. 


New Silver for Old 


66 EW Silver for Old,” says a sign 
in the window of the Albert S. 
Samuels Co., San Francisco. A pile of 
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The merchandising ideas published on these 
pages are gathered together by our field 
editor in his travels around the country. 
Read them, file them, profit by them. 
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By Harry R. Terhune 















































This jeweler sends out three-page sales letters in stencil form 


old silver knives, forks and spoons at- 
tracts attention, then a second sign in- 
forms the looker that 25 cents will be 
paid for “your old knives, forks and 
spoons, no matter how old, regardless of 
condition, when they are traded in for 
an equal number of pieces of new silver- 
ware.” This is a variation of the “trade- 
in-your-watch” idea that is being used. 
Mr. Samuels says the number of people 
who have responded to the appeal has 
surprised him. 


Lets "Em Handle the 
Merchandise 


HE Jensen Bros., Salt Lake City, 

Utah, are now numbered with the 
growing group of jewelers who believe 
it wise to display their merchandise out 
in the open where the trade can see 
and handle it. It is found that the 
losses from pilferage are _ practically 
nothing while the gains arising from 
allowing the customers to get a compre- 
hensive idea of the stock carried are 
very gratifying. This shop first tried 
out operating with the glasses in the 
wall cases raised. This worked out so 
well that many small tables were added. 

The Jensen store has one window on 


Main St. with the entrance to the 
side. An arrangement of this sort 
makes it hard to show both regular 


goods and trade-pulling novelties, at the 
same time, without getting a junky 
effect. The solution to this problem as 
worked out here was to keep a small 
turntable on the entrance side of the 
window filled with novelties. This of 
itself, separated the displays, while the 
movement of the turning table attracted 
the attention of the passers by. 


Novelties, Ete., Shown on 


Tables 


FEW good points gained from a 

chat with C. R. Pearsall of Leyson- 
Pearsall, Salt Lake City. “When our 
store had the old horseshoe cases, a 
visitor would see only part of one side 
of the’ store. By changing to wall 
cabinets, side showcases and plenty of 
tables in the center of the floor, we give 
the customer an unlimited opportunity 
to roam about. Instead of hampering 
and restricting their shopping propensi- 
ties, we encourage them, much to the 
advantage of our business. Where the 
floor space was practically a solid stiff 
arrangement of showcases, it is now full 
of small tables, each showing some 
separate unit of merchandise. 

“There are 12 tables in all which are 
arranged with an idea of holding the 
continued interest of anyone who may 
enter the front door, through having the 
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inexpensive novelties to the front, with 
the table set with silver in the rear. 

“This store, in common with many 
others of similar standing, has until re- 
cently been of the conviction that cos- 
tume jewelry kills the sale of the better 
grade goods. Our records prove that in 
periods when costume jewelry sells the 
best, the better articles show the same 
relative action. We are absolutely sure 
that in our case the dollar articles, do 
not kill the $5,000 pieces. 

“Our stationery department is a great 
feeder to our silver department. The 
little room that is fitted up for station- 
ery, is often turned into an inpromptu 
silver salesroom during the time that 
the prospective bride is deciding upon 
her wedding announcements. This de- 
partment does much toward developing 
good will for the entire store. 

“Every night, a table full of season- 
able items is set just back of the front 
door. A floodlight playing on this dis- 
play, makes it the outstanding unit, as 
proven by the next day’s sales.” 


Sells Rings With Radio Sets 


Several comments, such as, “I’d rather 
not buy the ring today, as we are figur- 
ing on buying a radio,” caused Barnett 
& Weiss of Salt Lake City to do a bit 
of reflecting. As a result, a line of good 
medium priced radios was added to their 
jewelry stock. Now they are able to sell 
both the ring and the radio on the same 
bill, and carry both along on the same 
account. This selling of radios in a 
jewelry store saved many jewelry sales, 
so is considered by the firm a good busi- 
ness stimulator. 


Record Tells Time for Watch 
Inspection 


GOOD idea used by J. C. Cottrell 
of Denver, Colo. 

This shop does the watch inspection 
for the Santa Fe railroad. A _ record 
is kept in chronoligical order of all 
watches that are cleaned. Each month 
a list of those watches that are due to be 
cleaned that month, is made out. Post- 
ing this list over the Watch Register 
Sheet is enough to make the men remem- 
ber to leave their watches. The very 
simplicity of this notice recommends it. 
The wording goes like this: “The fol- 
lowing watches are due to be cleaned 
on these dates, 


O. W. Ladd Oct. 5 

T. R. Watkins Oct. 8 

Dick Hill Oct. 9 
etc., etc.” 


Cashing In on Good Taste 


FTER a man has been handling fine 
jewelry for a number of years, he 
must of necessity evolve a philosophy of 
his chosen, well-liked vocation. In Salt 
Lake City lives W. M. McConahy. His 
philosophy is interesting. 
“T like beautiful things, so I sell only 
beautiful things. Why should one have 


anything in his shop save that which he 
is interested in and which he likes? It 
is well to remember this: 


When one 
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Displays in small cases of this window are changed twice daily 


fishes for minnows, he catches minnows, 
fish for trout and one is apt to catch 
trout. But, fish for whales as whales 
should be fished for, and the chances of 
catching them are good. 

“Good taste has not gone out of style, 
contrary to what may be said or written. 

“The average jeweler expects too 
much. He expects it to be Christmas 
all the time. 

“The only trade that the department, 
drug and similar stores are taking from 
me is that which I do not want. We 
have no quarrel with them, as our 
spheres of action are far apart.” 

One of the finest collections of cameos 
in the country has been accumulated by 
Mr. McConahy. In years gone by, he 
has sold some of this collection, but now 
he is keeping them for individual sale 
only. It is strange, he observed, how 
many of the former prized pieces have 
drifted back to him through one source 
or another. 

One unusual feature of this jewelry 
store is the collection of fine paintings 
which completely fills the north side 
wall. Many of these are local scenes 
which were painted by commission of 
Mr. McConahy. Several European 
masterpieces are part of this group. 


Serio-Comic Fill Reminders 


HIGH grade jewelry store in the 

West, one that welcomes first rate 
charge accounts, but in no wise does 
a credit business, recently added 300 
new charge accounts. The method used 
is interesting. A strong letter was first 
sent out to a selected list of 800 A No. 1 
names. This was carefully written and 
personally signed by the store’s proprie- 
tor. Then each month, for three months, 
a regular store statement was mailed 
to those who did not respond to the 
letter. The name and address of the 
party addressed was typed in at the top 
of the statement. In the center of the 
bill, a yellow sticker, which carried a 
little jingle, was stuck. 





The first of these verses read: 
“We have opened you a charge account 
For any reasonable amount. 
Fine jewelry is our fame 
Your’s should bear our name.” 

The second one read: 
“The invitations we have sent 
To use your credit here. 
Have all been most sincerely meant 
We hope the day is near.” 

No. 3 was: 
“We asked you once, we asked you twice 
And now we’re going to ask you thrice. 
To use your credit at our store 
The welcome sign is on the door.” 

This campaign brought in 150 new 
accounts at first, and the same number 
when it was repeated six months later. 


Display Featuring High Grade 
Jewelry 


HE high grade display window of 

the Bowler & Burdick Co. of Cleve- 
land, a store which specializes in 
watches, diamonds and platinum jewel- 
ry of the better sort, is interesting. This 
window finished in antique wood, is in 
keeping with the Italian interior of the 
shop. Displays in the small cases of 
this window are changed twice a day. 
During the daytime, a few choice ar- 
ticles are shown, while at night only 
the semi-precious items are displayed. 


Makes Business Finance Itself 


JEWELER who does not wish to 
have his name mentioned has solved 

one of the trade’s perpiexing problems, 
that of being able to make the business 
finance itself. The method is based on 
the well known business truth of, when 
and how to take money out of a business. 
As this jeweler says, “The business that 
can’t stand regular withdrawals of 
money, is a good business to close up.” 
Briefly, every cash discount is taken. 
This money is set aside in a _ special 
savings bank account under the firm’s 

(Continued on page 116d) 
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Twenty-fourth Annual Session of the American National Retail Jewelers’ Association Ends at 
and Means That National Body and State Associations Will Continue, with the Support of 
vention One of the Greatest in the History of the Organization—Instructive Features, 


HotreL HOLLENDEN, CLEVELAND, OHIO, 
Sept. 20.—The great convention of the 
American National Retail Jewelers As- 
sociation, the 24th annual session of this 
body, ended early this afternoon after 
a series of one of the most momentous 
and important deliberations that has 
confronted the body since its organiza- 
tion. 

For a year or more, or at least, since 
the last Dallas convention, there has 
been a split in the organization in re- 
gard to policy, due to the fact that some 
of the members, particularly in the 
Middle and Far West were strong ad- 
vocates of the Jewelry Trade Associa- 
tion and of the proposed Jewelry Insti- 
tute and wished the organization to 
throw its support to this movement, 
while the big organizations of the East, 
and some of the bigger ones in the 
Middle West, (like Wisconsin), stood 
solidly behind the old organization and 
wished it to continue to function without 
change. The fight that has been 
manifest in conventions of the various 
State associations was brought to the 
national convention even though there 
was nothing on the program to bring it 
up. But from the first, it was seen an at- 
tempt would be made by the so-called 
J. T. A. or Doyle faction to inject the 
subject into the discussions. So on the 
first night, President Frasier and his 
brother officers threw open the entire 
matter for thorough discussion offering 
the floor of the convention to the ad- 
vocates of the Jewelry Trade Associa- 
tion and the Jewelry Institute, as well 
as its adversaries without limited time. 

The discussion, which began early 
Tuesday evening, lasted until after 2 
o’clock Wednesday morning and, as told 
in the last issue of THE JEWELERS’ 
CIRCULAR, resulted in the appointment 


of committees by President Frasier and 
Mr. Doyle, who were to discuss the sub- 
ject in all its phases and bring back a 
report. The committees worked strenu- 
ously for two days and finished their 
report only Friday morning by report- 





WILLIAM G. FRASIER, REELECTED 
PRESIDENT 


ing back to the convention, a resolution 
which ‘they had unanimously adopted 
that, it is believed, will bring peace and 
harmony into the industry, and particu- 
larly into the organization movement for 
some time to come. 

This resolution, after reciting the con- 
dition of unrest that has confronted the 
trade and the difference of opinion as to 
the Jewelry Trade Association and the 


Remembered by Those 


Jewelry Institute of America, indorses 
the Jewelry Trade Association as an or- 
ganization according to the plans pre- 
viously outlined; resolves that this or- 
ganization be maintained and continue 
to function and authorizes the State as- 
sociations and their officers to enter into 
hearty cooperation with the promoters 
of this organization, looking to the end 
that the members of the American Na- 
tional Retail Jewelers Association and 
all eligible jewelers eventually affiliate 
with it. This is done on the understand- 
ing and agreement that the promoter of 
that assocition, B. J. Doyle, and his 
associates will lend their full influence 
and encouragement to the American 
National Retail Jewelers Association 
and the State associations, the idea be- 
hind the resolution being that the mem- 
bers of the American National Retail 
Jewelers Association be encouraged to 
join and support the Retail Jewelry 
Trade Association, and those who have 
joined the Retail Jewelry Trade Associ- 
ation, be urged to continue their mem- 
bership in the State and national bodies 
as they are now constituted. 

It was pointed out by the advocates 
of the resolution on both sides that this 
resolution meant that the old trade as- 
sociations are to be continued and en- 
couraged to grow and function while the 
ideas behind the Jewelry Trade Associ- 
ation and the Institute are being per- 
fected and the organization completed. 
If and when such trade association and 
institute are successfully put in opera- 
tion, a movement will be considered to 
consolidate all our organizations behind 
it. But, as Gustave Keller pointed out, 
the old organizations are to continue to 
function, or to develop and if the other 
movement is not a success, the trade will 
still have at its disposal, those bodies 


——— 
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Cleveland, Sept. 20 in a “Love Feast’”—Resolution Adopted Endorses Jewelry Trade Association 
the J. T. A. Adherents—Administration Supported by Large Majority of Delegates—Con- 
Superb Style Show, Wonderful Exhibits and Pleasing Entertainment Will Long Be 


Who Participated 


which have protected its interests and 
developed its business methods during 
the past quarter of a century. 

The whole idea of the two commit- 
tees (the one appointed by President 
Frasier and the other by Mr. Doyle) 





EVANS, SECRETARY 


CHARLES T. 


was to work out a plan to bring peace 
and harmony into the industry once 
more, that it may go along on construc- 
tive and not destructive lines. But while 
differences of opinion may exist as to 
the legality, or possibility of success of 
the new movements on the one hand, 
or the efficacy of the old associations 
to help the jewelry trade, on the other, 
nothing should be done to interfere with 
the progress of either, each movement 





being encouraged to develop in its own 
way without hinderance or opposition 
but, in fact, with the encouragement of 
all. In time, then, the trade can see 
which is the best road to follow and then 
would be encouraged to take that road 
to success. 

Speaking generally of the business 
program, the convention was without a 
peer in the quality of the features pre- 
sented. The addresses of the able econ- 
omists, the business and trade experts, 
and those of the progressive members 
of the jewelry trade who gave their ex- 
periences, were a real school of instruc- 
tion to all who listened. The reports 
of the committees were in most cases, 
brief but comprehensive and_ illumi- 
nating, and the exhibits, while spread 
out over considerable space on two floors, 
preved most €nticing to the buyer of 
new goods and acted as a veritable mart 
in which were concentrated ‘the fall mer- 
chandise which the retailer is most 
anxious to see. The entertainment fea- 
tures while few in number, were ar- 
ranged so as not to interfere with the 
sessions of the convention, the principal 
feature being the banquet on Thursday 
night attended by 500 jewelers and their 
wives. The ladies program proved very 
interesting and betokened the same 
spirit of hospitality extended by the 
jewelers of Cleveland through their 24 
Karat Club which was so manifest. 

Altogether, the convention marked an 
epoch in the history of the organization, 
in fact, in the history of the jewelry 
trade, for it was felt by the leaders who 
attended that if the spirit of the con- 
vention was carried out in good faith 
by both sides, the coming year should 
show the greatest progress in the de- 
velopment of the industry that we have 
seen for many a decade. 





The Convention Program 


The opening features of the conven- 
tion are already familiar to the readers 
of THE JEWELERS’ CIRCULAR, inasmuch 
as the account in the issue of Sept. 19 


© 








A. W. ANDERSON, TREASURER 


carried the proceedings up to and 
through the sessions of Monday, Tues- 
day and Wednesday morning, which told 
of the pre-convention sessions of the 
Baltimore & Ohio watch inspectors and 
of the secretaries, treasurers and other 
officers of the various associations which 
were held Monday, the latter proving as 
important as any of the sessions of the 
convention proper. It told in detail of 
the welcome given at the formal opening 
of the convention on Tuesday morning 
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by City Manager Hopkins, Secretary 
Munson Havens of the Chamber of Com- 
merce, by Frank X. Russert, president 
of the 24 Karat Club, by President 
Chamberlain of the Ohio Retail Jewelers 
Association, the wonderful response by 
Tinley Combs and the full address of 
President Frasier during the morning, 
and it gave in detail, as a special article, 
the address of Hugh P. Baker, manager 
of the Trade Association Department of 
the United States Chamber of Com- 
merce, at the afternoon session, and 
gave in detail the address of Prof. Frank 
B. Wade on “Diamonds” of the Wednes- 
day session. Brief mention was made 
of other addresses on Wednesday morn- 
ing, with a telegraphic summary of the 
notable session on Tuesday night which 
discussed the topic uppermost in the 
minds of the members. 


TUESDAY NIGHT 


The session of Tuesday night will long 
be remembered by those who attended 
this convention. At times it seemed 
that the fate of the organization was 
in greater peril than during those mem- 
orable days in 1906 at Rochester, N. Y.., 
when the American National Retai! 
Jewelers Association came into existence. 
And as Max Jennings, upon that occa- 
sion stepped into the breach and brought 
order out of chaos, harmony and peace 
among the delegates, so did Tinley 
Combs at this time step in and plead 
successfully for harmony and put in 
motion action that sent away from Cleve- 
land a happy and hopeful bunch of dele- 
gates who started out in the convention 
with rancor and almost hatred in their 
hearts. It was Mr. Combs, who during 
the afternoon made the plea that averted 
what. promised to be a bitter proceeding 
and what ever may be the ultimate re- 
sult to Tinley L. Combs must a great 
share of credit go for the harmonious 
ending of this convention. 

When the reports of the secretary and 
treasurer had been read W. J. Hindley, 
secretary for the association in the state 
of Washington, and who later explained 
that he represented the jewelers of the 
Pacific Coast, was recognized by Presi- 
dent Frasier. Dr. Hindley by questions 
sought to analyze the reports in a man- 
ner to discredit the potential possibilities 
of the National organization and carried 
it to such an extent that the impatience 
of the delegates became apparent. 

Finally President Frasier stated that 
there was nothing before the meeting 
for consideration and until something 
was presented he would not recognize 
further discussion and asked the pleas- 
ure of the meeting. 

Then came an impressive lull— 

When it appeared that only a motion 
to adjourn was in order T. L. Combs 
secured recognition by the chair and 
stated that he was unwilling to leave 
Cleveland without a settlement of con- 
ditions that have beset the trade and 
the association for the past year. To 





bring these conditions clearly to those 
present he read his report as regional 
vice president and elaborated upon this 
report. In closing he requested Presi- 
dent Frasier to invite Bartley J. Doyle, 

















ARTHUR A. EVERTS, VICE-PRESIDENT 
OF THE SOUTHWESTERN REGION 


sponsor of the Jewelry Trade Institute 
and the Jewelry Trade Associations to 
take the platform and explain in detail 
the Doyle plan of associations and in- 
stitute. President Fraser did this and 





EDWIN F. LILLEY, VICE-PRESIDENT OF 
THE NORTHEASTERN REGION 


told Mr. Doyle there was no limit to 
time and if necessary he could have the 
platform until 9 o’clock the next morn- 
ing. 

Mr. Doyle discussed at length the re- 
sults of his observations in the trade 


during the 15 or more years of his as- 
sociation in the trade. His talk evi- 
denced the fact that he has studied the 
conditions and is familiar with all the 
ramifications, but his listeners were dis- 
appointed when he failed to discuss any 
of the plans or methods of his proposed 
set up and stated that all of these had 
been definitely explained in talks and 
published articles concerning them. 

In the discussion that followed Con- 
rad J. Brotherly, four times president 
of the organization and whose name had 
been frequently mentioned in connection 
with the events of the Dallas conven- 
tion, addressed the meeting. Mr. Broth- 
erly explained his physical condition, 
which was apparent, and explained in 
detail the conditions that governed his 
attitude at Dallas, placing entire re- 
sponsibility upon a legal basis. 

When he had concluded Mr. Combs 
apologized for his frequent appearance 
on the floor and said that since the 
legal phase had been injected he would 
like to have Attorney Felix H. Levy of 
New York, who was present as consult- 
ing counsel for the Association, give his 
opinion of the legality of the so-called 
Doyle plan. 

Mr. Levy, after a few remarks, read 
an opinion he had rendered a client 
shortly after the Dallas convention. In 
this he declared the Doyle plan illegal 
and based the opinion upon previous ex- 
pressions of Mr. Doyle in public speeches 
and upon articles appearing in publica- 
tions of Mr. Doyle prior to the Dallas 
convention, claiming that all of these 
would have a bearing upon the considera- 
tion of the plan regardless of the fact 
that Mr. Doyle had later renounced 
those utterances and articles as having 
any part in his present plan. In con- 
cluding Mr. Levy explained that his 
presence at this convention was largely 
one of patriotism or rather inspired by 
his interest in the jewelry trade as a 
result of his connection with the trade 
as defense attorney 13 years ago when 
the Government questioned the methods 
of the manufacturer and wholesalers and 
ceased the prosecution with a sort of 
suspended verdict. This, and .the deci- 
sion of the Government in the case aris- 
ing through the action of retail jewelers 
in California constrained Mr. Levy to 
urge extreme caution in endorsing or 
affiliation with any’plan or movement 
that might in the eyes of the Depart- 
ment of Justice be construed as a second 
offense. 

In rebuttal Mr. Doyle very ably and 
convincingly answered many of the 
points brought out by Mr. Levy. He 
stated that attorneys he had consulted 
found only one article published that 
might jeopardize the legality of his plan 
and he had been unable to find in his 
organization who was responsible for the 
last paragraph of this article and de- 
nounced it as any expression of his. 

Mr. Combs then made his final appeal 
for harnony and suggested the appoint- 
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ment of a committee by the president 
and one by Mr. Doyle to go into confer- 
ence and report back to the convention 
at the earliest possible time the result 
of their deliberation for consideration 
by the delegates. This suggestion pre- 
vailed and long before this is read the 
results are known throughout the trade 
and its effect is apparent in every branch 
of the industry. 

The motion finally adopted was that 
President Frasier appoint a committee 
of five; that Mr. Doyle appoint a com- 
mittee of the same number and that the 
two meet together, discuss the matter 
in detail and report as quickly as pos- 
sible. 





ALBERT B. JONES, VICE-PRESIDENT OF 
THE PACIFIC REGION 


President Frasier appointed Tinley L. 
Combs, chairman of the committee but 
did not make the other nominations until 
Wednesday morning, Mr. Doyle saying 
he would submit his names at the same 
time. The committee, as finally ap- 
pointed by President Frasier consisted 
of Tinley L. Combs, Myron Everts of 
Dallas, Tex.; William D. McNeil, presi- 
dent of the New York Retail Jewelers 
Association; Wilson A. Streeter, Mount 
Vernon, N. Y., and A. U. Burque of 
New Hampshire, while Mr. Doyle’s com- 
mittee consisted of himself, Gustave 
Keller, of Wisconsin; Ben Steelman, 
Michigan; William Gibson of Chicago, 
Ill., and Ralph Roessler, Marion, Ind. 
Later on, Mr. Doyle suggested that 
Counsellor Levy sit with the committee 
which he did for a short session. 


Wednesday Session 


Following the very interesting talk by 
Prof. Frank B. Wade on “The Diamond,” 
which was published in full in last week’s 
issue of THE JEWELERS’ CIRCULAR, con- 
ference committees provided for at the 
Tuesday evening session were announced. 





Professor Wade’s lecture had proved 
most interesting to the jewelers because 
of the technical information that he 
gave both as to color and brilliancy of 
the diamond. He showed, by diagram, 
how and why a diamond was brilliant, 
how the light was reflected and refracted 
and brought out points that were in- 
structive even to some of the best dia- 
mond experts present. Interest in the 
lecture was also added by the stereopti- 
can slides which he showed, among 
others, that of the Cullinan diamond, 
the way it had been cleaved into three 
pieces and the picture of the large dia- 
monds that had been cut from it. Pro- 
fessor Wade was roundly applauded at 
the conclusion of his lecture. 


ADDRESS OF JAMES W. MILLARD 


The next speaker presented by Presi- 
dent Frasier was James W. Millard, 
Chief Business Specialist, United States 
Department of Commerce, who spoke 
about how the Department of Commerce 
endeavors to assist the independent mer- 
chants of the country. 

Mr. Millard first gave a brief history 
of the organization of the department 
and its objects. The first case of assis- 
tance in trades was in the hardware busi- 
ness, and he told of the wonderful results 
secured by their investigations in this 
field. This work was in a measure in 
cooperation with the Harvard Bureau of 
Business Research. The cost of distri- 
bution was one of the principal prob- 
lems in the hardware trade. He stated 
that a survey of one wholesale house 
brought out the fact that more than half 
of the business done was with a very 
small per cent of the stores dealt with. 
They found that the same service, the 
same expense, was involved in serving 
the greater number of stores which took 
a very small proportion of the merchan- 
dise. Similar investigations have been 
made in the grocery, paint and electrical 
fields. 

The speaker then told of the grocery 
survey made in d&ouisville, Ky., includ- 
ing both wholesale and retail stores. The 
results of this were interesting and have 
proved very profitable to the stores of 
that city. One fact brought out was that 
while 30 stores default each month for 
one reason or another, 32 new stores 
come into existence. Set records were 
made of several stores and comparative 
figures of two were given. One with an 
inventory of $3,000 carrying approxi- 
mately 1000 items did an annual busi- 
ness of $125,000, while one with an in- 
ventory of $4,500 carrying nearly 2000 
items did a business of $45,000 annually. 
Other cases were cited and from them 
the speaker pointed out how valuable it 
is to know what the trade requires and 
devote space and inventory to this mer- 
chandise. He also told how important it 
is to give attention to inventory in every 
department, the proper arrangement of 
merchandise and the remodeling of the 
store to give the best impression. 


In closing Mr. Millard assured the 
members of the jewelry trade that the 
Department of Commerce would coop- 
erate with their organizations to the 
limit of possibilities in securing surveys 
of the industry to procure information 
valuable to the proper and successful 
conduct of their business. 

After announcements of the afternoon 
program by the president the convention 
adjourned. 


WEDNESDAY AFTERNOON 
ADDRESS OF IRVING S. PAULL 


The first speaker on the program 
Wednesday afternoon was Irving S. 
Paull, president of the Institute of Car- 





HARRY G. MATTHEW, VICE-PRESIDENT 
OF THE SOUTHEASTERN REGION 


pet Manufacturers, Washington, D. C. 
Mr. Paull, in the very first few remarks 
made, impressed his listeners with the 
fact that he was familiar with trade con- 


‘ditions and with his ability to analyze 


and solve problems of business. His en- 
tire talk seemed to have for its object 
the impressing on the minds of his list- 
eners of the ineffectiveness of any and 
all efforts and expenditure of money in 
their behalf unless each one individually 
tuned his mental attitude and efforts to 
conform with the objects sought to at- 
tain. 

The speaker told of a jeweler in his 
home town who had his repair bench in 
the window of his store and, when the 
suggestion was made that the window 
could be used to better effect by placing 
in it a display of merchandise, said that 
he had to be up in front to meet custom- 
ers when they entered the store. In this 
way the jeweler impressed his customers 
with the fact that he was a watchmaker 
and nota merchant. Mr. Paull wondered 
whether the public did not consider the 
great majority of retail jewelers as 
watchmakers and if, in reality, a major- 
ity of retail jewelers do not themselves 








THE JEWELERS’ CIRCULAR September 26, 1429 


The Rvinaiiade:- Srresistible. 
CADFIVE 

















PES 





































: ra Mazsing ore 


What a delightful surprise 
greets you when upon gently 
pressing the ends, the tiny 
doors fly open to reveal the 


imprisoned Captive! 


EGA t rig u in ' re 


“What is it?” You instinc- 
tively ask when first you see 
the Captive Watch. It could 
be one of a dozen trinkets, but 
really—what is it? 


The new captivating Captive watch is here. Its name is on every 
tongue. Chic—elegant—and distinctive, it combines novelty 
with beauty and service. It is equally suitable for the lady’s purse 
or the gentleman’s pocket, the movement being fully protected. 
Completely open the doors, tip the watch forw ard and it becomes 


the boudoir or desk watch you see pictured immediately above. 


The Captive will be possessed by those who appreciate the extraordinary. Ask to see it -- today. 


4s. ADOLPHE SCHWOB, INC., 


48 West 48th Street, New York City eS) 





o 





Sole distributors of Tavannes, Cyma, Seal-Tight and Captive watches. 




















September 26, 1929 











THE JEWELERS’ CIRCULAR 


Full Report of the A. N. R. J. A. Convention 


consider that repairing is the principal 
part of their business. 

Mr. Paull told how a prominent and 
wealthy man in his home town years ago 
impressed the community by buying his 
daughter a very expensive diamond neck- 





ADDRESSED 


WHO 
THE JEWELERS 


IRVING S. PAULL, 


lace from the jeweler of the town, who 
gave up enough time from the bench to 
take the order, and then pointed out how 
men of wealth today advertise their posi- 
tion by buying automobiles and things of 
that sort, largely because of changed 
conditions which the jeweler has failed 
to follow. He said that communities 
have changed, conditions have changed, 
the standards of living have changed, 
everything has changed and the jeweler 
must change to meet these. He cited the 
fact that in a report of the Government 
covering a few cities it was shown that 
12 per cent of the dealers in those cities 
do 80 per cent of the business. He asked 
if it was the purpose of the organization 
to continue the other 88 per cent and 
insure them their share of the prosperity 
that the nation now enjoys. The speaker 
emphasized the fact that it requires 
more than organizations, meeting annu- 
ally in convention and listening to 
speeches that all pronounced wonderful. 
Every industry needs a definite program 
of progress covering the 12 months of 
the year. And then Mr. Paull said that 
if all the money invested in the industry, 
not donated for a purpose, if all the 
money invested by the manufacturers, 
wholesalers and retailers was placed in 
the hands of the leaders of the industry 
and spent in behalf of the industry the 
effort would be a failure unless the indi- 
vidual members of the industry devel- 
oped a new mental attitude toward their 
business. “You must solve your own 
problems; they cannot be solved with 
money,” the speaker said. 

The speaker made clear that no organ- 








ization, no individual, can change the 
condition of a merchant except the mer- 
chant himself. No plan, in the opinion of 
the speaker, can be devised by which any 
individual or organization can come into 
the store and make the individual man a 
better merchant until that man decided 
in his own mind and heart he will be a 
better merchant. Every business is a re- 
flection of the man operating it, he said. 

Mr. Paull said that when a man ques- 
tions the effectiveness of his association 
it is evidence that he has failed to act 
with his association ana apply his efforts 
in behalf of the association and his fel- 
low members. He said it was cheap to 
find fault and the man who does it ceases 
to be a credit to the organization. 

In closing, the speaker said that the 
jewelry trade would never go out of 
business; success will always attend. 
Those who will enjoy the fruits of the 
successful jewelry business depend upon 
their mental attitude toward the busi- 
ness, he declared. He urged all of the 
jewelers to know the causes of the effects 
that create the problems in the trade. 


SUMMARY OF ADDRESS OF HON. CLYDE 
KELLY “THE CAPPER-KELLY BILL” 


Another important speaker was the 
Hon. Clyde Kelly who discussed the 
Capper-Kelly Bill. 

The keen interest of the trade in the 
Capper-Kelly bill was shown by the 
exceptionally large attendance at the 


afternoon session on Wednesday. Presi- 
dent Frasier said in introducing Con- 
gressman Kelly that he was so well 


known to practically everybody present 
that he really needed no introduction. 

Mr. Kelly lost no time in getting down 
to the subject of his address. He said he 
was glad to report that progressive 
action and advancement was going for- 
ward in the movement for fair trade 
practices, and told a humorous story to 
illustrate how progressive changes were 
brought about. He then took up the 
matter of the questionnaire sent out by 
the Federal Trade Commission. Holding 
the book aloft he said thatthe first 
twenty pages were devoted to the ques- 
tions asked by the commission and the 
answers received. He criticized the ques- 
tions and pointed out that a question 
can be asked in such a manner so as to 
bring the desired answer, and that it de- 
pended entirely on how a question was 
asked if the right kind of answer was to 
be forthcoming. He cited several in- 
stances, one, if the people of New York 
were asked which they preferred, sun- 
shiny days or rainy ones, the great 
majority would vote in favor of the 
sunshine. Yet if this came to pass and 
rain was eliminated we could not exist. 

Furthermore it would be obviously un- 
fair to allow the opinion of a small 
minority to decide such a question if it 
were possible for it ever to come up. Yet, 
the speaker went on to say, the Federal 
Trade Commission had sent a question- 
naire out to a list of 22,000 consumers 


and had received but 1990 replies, and 
that they had based their findings on the 
opinions expressed by this small group. 
“Gentlemen,” he continued, “I ask that 
you appoint a committee and take the 
part of the report concerning the re- 
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tailer and prepare an answer to it.” 

The trademark, he said, should stand 
on its own merit. If the quality of the 
product is good it will serve to identify 
it as such in the public mind. If inferior 
quality, the public will remember and 
not buy. 

But 1400 people who answered the 
questionnaire were opposed to the manu- 
facturer having a trademark. Some 
thought it was no benefit to the con- 
sumer, others that it was injurious, all 
of which were illogical. Mr. Kelly said 
that the bill was designed to give the 
independent manufacturer the right to 
contract with his wholesalers and dealers 
in the matter of the protection of his 
trademark and the resale price of his 
product. The Supreme Court told Henry 
Ford he could maintain his resale price 
on his car if he had his own agencies. 
Also the General Electric Co., could fix 
the resale price on their lamps if they 
were consigned and the money collected 
after they were sold. But the independ- 
ent manufacturer is classed as a crim- 
inal for doing what Ford and General 
Electric have been commended for doing. 

The speaker then proceeded to read 
from the report and took up the 16 
different points made is: the answers. In 
each case he showed the fallacy of these 
answers. He showed conclusively that 
price cutting was what was _ hurting 
business, and that the opinion expressed 
by some in their answers to the ques- 
tionnaire that higher prices would pre- 
vail if the manufacturer was allowed to 
set the resale price of his goods, was 
wrong. He cited one example of a chemi- 
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cal manufacturer whose product led its 
field. The resale price as suggested was 
$1.75. Price cutters made it a leader 
and sold it for $1.49. Yet if cut prices 
could be eliminated, the manufacturer 
said he could sell it to the public for 
$1.45. He stressed the point that the 
price cutter cannot break the funda- 
mental law and lose his profit and re- 
main in business. 

The price cutter, went on Mr. Kelly, 
takes the money out of the consumer’s 
pocket without his being aware of it. 
He does this by selling him an unknown 
article on which he more than makes up 
for the profit he loses on the sale of 
standard merchandise at a cut price. 

Touching on those who said that mon- 
opoly would result if resale prices were 
set, he quoted Chief Justice Brandeis 
that: “Price cutting always leads the 
monopoly.” “If we continue as we are,” 
continued Mr. Kelly, “the jewelry busi- 
ness will be in the hands of a few in- 
dividuals as is the case of the grocery 
and drug business today.” 

The answer that price maintainance 
would cut out bargain sales, he averred 
was wrong as far as genuine bargain 
sales was concerned. But it would elim- 
inate the fake bargain sale. Such 
sales were on the basis of: “Let the 
buyer beware.” He pointed out that de- 
partment store costs were higher in pro- 
portion to those of the individual retailer 
and that the department stores had to 
recoup their losses on cut rate sales. 

Mr. Kelly warned the convention that 
if we continue on as we are, that even- 
tually we will have prices fixed by the 
government, as it must step in if one 
monopoly controls a certain field. 

He also pointed out in speaking of 
meeting chain store prices, that the 
jewelers can buy cooperatively just as 
the druggists do and can buy as cheap 
as any chain store. “If,” he continued, 
“the American woman would buy only 
standard goods which are advertised at 
cut prices, the whole question would be 
settled in 30 days. The trouble lies in 
the fact that she doesn’t—she buys the 
unknown.” 

In summing up the 16 answers he had 
analyzed he said: ‘Not one is logical or 
founded on reason and every one can be 
turned around.” 

He went on to say that the biggest 
question in America today is that of pro- 
tection of individual initiative, and that a 
short time ago President Hoover had 
told him that one of his greatest desires 
was to have “the name America, to be 
another name for equal opportunity.” 

“Opportunity,” he said, “no longer 
knocks at the door and those who follow 
us will become numbers, who will not be 
allowed to exercise their initiative, in a 
monopolistic machine operated from New 
York or Chicago if things continue as 
they are.” 

He paid tribute to those of the Amer- 
ican National Retail Jewelers’ Associa- 
tion, some forgotten, who have fought 





for the good of their trade and associa- 
tion and whose efforts are a challenge 
for the others who will follow them. 

In conclusion he summed up briefly 
advantages to 


the everyone if the 
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Capper-Kelly bill is passed and urged 
that everyone spread the message and 
work for its passage. 

When this address was concluded Pres- 
ident Frasier announced that in order to 
give those in charge of the Style Show 
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opportunity to prepare the room for the 
show it would be necessary to adjourn 
to the lounge room on the floor above. 

In a very few minutes the convention 
had reassembled, with Harry G. Matthew, 
regional vice-president, in the chair. He 


first introduced Prof. Carl N. Schmalz, 
assistant director of the Harvard Bureau 
of Business Research, who spoke on the 
subject of “Lessons of the Harvard Re- 
tail Jewelry Studies, 1919-1927.” 

Dr. Schmalz’s address excited con- 
siderable interest and was punctuated 
with a number of incidents that had 
developed from the survey work of the 
Harvard Bureau as well as a number of 
interesting anecdotes based on his per- 
sonal experience and the letters which 
he had received Dr. Schmalz’ address 
appears as a special article on pages 
65 and 66 of this issue. 


WEDNESDAY NIGHT 


Shortly after 8 o’clock the convention 
was called to order by President Fra- 
sier, who first asked Chairman Emil J. 
Scheer, Rochester, N. Y., to give the re- 
port of the silverware committee. This 
report appears on pages 77, 79 and 81. 

Following this was a very interesting 
talk by William G. Drosten, retail jeweler 
of St. Louis, Mo., on “Diamonds and 
Diamond Mining.” On account of busi- 
ness matters Mr. Drosten was able to 
arrive in Cleveland only a few minutes 
before his address and left immediately 
after for his home. This talk of Mr. 
Drosten was illustrated with slides and 
proved to be very interesting and in- 
structive. He traced the finding and 
mining of diamonds through the ages 
and gave the history as well as illustra- 
tions of the famous diamonds and of 
men associated with the development of 
the industry. 

FIRE INSURANCE REPORT 


Next on the program came the report 
of Henry Stecher, Milwaukee, Wis., on 
Insurance. Mr. Stecher gave a brief 
history of the National Jewelers Mutual 
Fire Insurance Co. and indicated the 
savings to members of the association 
who had availed themselves of the op- 
portunities offered. He told of the pro- 
posed plan to extend the insurance to 
cover casualities and expressed the be- 
lief that in a short time the company 
would be writing this class of insurance 
including burglary. 

AUCTION LAWS 


Samuel Feldman, of Brooklyn, N. Y., 
then gave the report of the committee on 
auction laws. Mr. Feldman indicated that 
before this committee could do any ef- 
fective work nationally it would be nec- 
essary for the several States to have 
enacted laws and then it might be 
possible to get some National legislation 
on the subject. He told of the suc- 
cesses and failures that have recently 
attended the efforts in several States. 

INTERSTATE RELATIONS 

E. F. Lilley, chairman of the Interstate 
Relations Committee gave a very inter- 
esting report of this new committee. 
The object of this committee is to pro- 
mote cordial relationship between States 
adjoining and the attendance of neigh- 
boring State conventions, He gave spe- 
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cific cases of where it had been more 
convenient this year for members in one 
State to attend the convention of a neigh- 
bor State on account of the location of 
the convention and stated that next year 
the service of the Interstate Relations 
Committee would be extended to en- 
courage such attendance among _ the 
States. 
WATCH INSPECTION 


In his report as chairman of the Watch 
Inspection Committee W. L. Jones gave 
a brief history of watch inspection and 
its inception. He described the conditions 
on railroads prior to 1880 when Webb 
C. Ball, of Cleveland, formulated a plan 
by which it would be possible for all 
trainmen to have correct time and not 
have to depend upon clocks in the en- 
gineers’ cabs and watches of every grade 
and kind. Mr. Jones said that it is 
conceded that the longer trains, more 
trains, faster trains, have been made 
possible by this uniform time service. 
In closing his report Mr. Jones stated 
that there should be no jealousy between 
jewelers who are and who are not watch 
inspectors of railroad service because 
the inspection service inspired every one 
to carry better watches and all jewelers 
profited in proportion. 

At this point of the program President 
Frasier announced the Nominating Com- 
mittee as follows: Chairman Emil Scheer, 
New York; A. A. Keene, Oregon; J. E. 
Stiles, Minn.; Fred Day, North Carolina; 
J. M. Terry, Arkansas. 

There was a short intermission an- 
nounced by the president during which 
he stated a real moving picture would 
be arranged and following that refresh- 
ments would be served. 

It then developed that upon the urgent 
request of many attending the conven- 
tion Dave Nelson, past president and a 
prominent jeweler of Illinois, had wired 
home for films of pictures taken on the 
Valley trip through Texas and into 
Mexico immediately following the con- 
vention in Dallas last year. Two reels 
of very interesting pictures taken on 
the trip were then shown and those at- 
tending were able to see many of the 
serious minded members of the organ- 
ization in action when they play. 

Following the motion pictures came 
the “Question Box.” This proved to be 
rather uninteresting in spite of the fact 
that its possibilities are unlimited. As 
a rule the questions were trite, and the 
answers of no consequence. The only 
question which received any serious con- 
sideration whatever was the one as to 
whether the return of yellow gold would 
help the business of the jeweler. Some 
very good arguments were offered and 
when President Frasier asked for a vote 
of those present an apparent majority 
seemed to favor the return to the gold 
color that prevailed throughout the ages. 


Thursday’s Session 


Thursday morning and afternoon were 
given over to the great Style Show, 


which is described elsewhere on pages 
72 and 73. Most of the jewelers and 
their wives attended the Style Show in 
the morning and it was arranged that 
the afternoon session should be open to 
the public, although many prominent 
Clevelanders attended in the morning. 
So there was but one business session 
that day and that in the afternoon which, 
owing to the fact that the Style Show 
occupied the Ball Room, the meeting was 
held in the Lounge Room on the second 
floor. 

The session opened with the report of 
Edwin F. Lilley, regional vice-president 
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of the Northeastern District, who told 
of the nine associations in his jurisdic- 
tion. He attended seven conventions, six 
of which were very large, and the inter- 
est shown was the greatest he had ever 
seen. The total membership of the dis- 
trict, he said, had held its own, but the 
number should be double. Plans are 
already underway to reorganize the 
State of Maine which is now only a 
skeleton organization. 

He believed that the first class jewel- 
ers of his district should establish a 
trust fund, the interest of which should 
be used for furthering the organization. 

Secretary Evans read the report of 
regional Vice-President Arthur A. 
Everts, after which Earl L. Middleton 
of the Legislative Committee read the 
report compiled by Chairman Wilson A. 
Streeter and his associates, which was 
as follows: 

REPORT OF LEGISLATIVE COMMITTEE 


While your Legislative Committee have not 
succeeded in securing the passage of the Na- 
tional Platinum Act by the House of Repre- 
sentatives due to the pressure of business 
during the short session this year, it has had 
a very active year and desires to present a 
summary of its activities: 


Some two years ago the Federal Trade 


Commission requested your Association to 


series of suggestions in reference 
practices in advertising diamonds 
and other precious stones and _ imitations 
thereof—to be presented at a Trade Sub- 
mittal Conference to be arranged. 

This conference was called for June 5, 
1929, and every organization in our industry 
or dealing in our wares was invited to at- 
tend and participate in same, and the re- 
sponse was most encouraging, as more than 
three hundred attended the conference at 
which some 37 rules were presented and 35 
were passed, including 11 presented by the 
Good and Welfare Committee of the National 
Jewelers Board of Trade in reference to 
quality standards of diamunds and precious 
stones. 

Note—As these rules were practically the 
same as prepared by your committee as well 
as the Jewelers Crafts Association we did 
not present the exact ones we had prepared, 
but joined in supporting these which are in- 
cluded as a part of this report. 

1. Resolved: That it is unfair to describe 
any diamond as “perfect” which discloses 
flaws, cracks, carbon spots, clouds, cloudy 
texture or blemishes of any sort when ex- 
amined by a normal eye under an ordinary 
diamond loupe. 

2. Resolved: 


present a 
to correct 


That it is unfair to use the 
term “blue white” in the advertising or sell- 
ing of a diamond, which, when viewed from 
the front and unset, shows any tint of color 
other than bluish in clear daylight. 

3. Resolved: That such terms as “perfect 


cut,” “perfectly cut,’’ “eye clean,” “com- 
mercial perfect,’’ “commercial white,” ete., 
should never be used in advertising or selling 


diamonds 

4. Resolved: That the weight of diamonds 
should be described only in standard metric 
carats and decimals, and that the use of frac- 
tional weights be discontinued. 

5. Resolved: That the word “diamond” may 
be applied only to the genuine stone which 
is carbon in its crystalline state and that all 
imitation diamond; should be described as 
such. 

6. Resolved: That the term “synthetic” 
shall not be applied to any stones except 
those produced by artificial means that have 
approximately the exact characteristics of 
genuine precious stones. 

(Note) This approximation should include: 

a. Same hardness with a tolerance of 5 
per cent over or under the extreme of 
the genuine. 

b. Same dichorism. 

c. Same specific gravity or density with a 
tolerance of 5 per cent over or under 
the extremes of the genuine. 

d. Same chemical constituents with rea- 
sonable tolerance in the proportion of 
the constituents. 

7. Resolved: That any imitation of a 
genuine or synthetic stone must be described 
as an imitation. 

8. Resolved: That the term “Original 
Pearl” shall not be applied to the pearls ex- 
cept those found in salt water. 

9. Resolved: That cultured pearls should be 
advertised and sold as “cultured pearls.” 

10. Resolved: That in the advertising and 
sale of imitation pearls the word “pearls’’ 
may not be used unless the word “imitation” 
is used in conjunction therewith in same 
size type immediately before, following or 
directly underneath, 

11. Resolved: That the term “indestructi- 
ble” ir its equivalent as applied to imitation 
pearls is inaccurate and should not be used. 

Your Association was represented at this 
sonference by A. W. Anderson, Henry Stecher 
A. C. Hentschel, and your Chairman who is 
also a member of Good and Welfare Commit- 
tee and represented the Board with its 
Secretary, B. L. Shinn. 

It is interesting to note in passing that 
the Wholesale Jewelers whose Convention 
followed this Conference were most earnest 
in presenting a series of rules to govern their 
trade activities, that, if adopted by the 
Federal Trade Commission will go far to 
eliminate the many abuses of which almost 
every Convention of Retailers held have 
passed resolutions of protest. 

We are informed that the Federal Trade 
Commission have these 35 rules under con- 
sideration and may be expected to issue their 
findings at about this time. 

On December 10th, last, when it became an 
assured fact that the present Special Session 
of Congress was to revise the Federal Tariff 
Schedule there was formed a Special Dia- 
mond Tariff Committee and your Chairman 
was appointed to represent the American Na- 


tional Retail Jewelers Association on the 
Executive Committee. 
Without going into the details of this 


work may I say that this has been a real 
task and after much careful planning, many 
conferences and two hearings, Mr. Walter 
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The Leading Attraction at the Convention 


Not only at the A.N.R.J.A. Convention, but 
everywhere, Poole Clocks are being hailed as 
the modern note in time-telling. A Poole Clock 
sells on sight, because it renders the real time 
service that every home and office needs. No 


winding or oiling is necessary. There are no 
electrical connections to interfere with placement, 
No care is needed beyond the annual change of 
a standard flashlight battery inside. Poole Clocks 


are accurate to within a minute a month when 


properly regulated, because they are actually op- 
erated by the unchanging law of gravity. 

Here is the clock your customers want; here is 
the profit opportunity for you. Five beautiful 
Poole Clock models insure a clock for every 
purse and taste. You can build a fine extra 
business this Christmas and keep it up through 
the year if you stock Poole Clocks now. 

Write at once for full information and dis- 
counts. 


POOLE CLOCK DIVISION -— MORSE PRODUCTS, Inc. 


407 Morse Building 


New York Office, 


Ithaca, N. Y. 


233 Spring Street. 
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Kahn, our Chairman, persuaded the Senate 
Finance Committee to grant 10 per cent re- 
duction on Precious Stones with rough dia- 
monds free in their Senate Bill. 

This fight is by no means won and the 
Committee is handicapped by lack of proper 
financial support, and to eliminate the un- 
fair competition of the smuggler it must 
win, so please use every means in your 
power to convince your Senators and Repre- 
sentatives that this reduction is vital to 
our industry. 

One further word about Platinum Stamping 
Law—pending the passage of this law, which 
is now in force in New York, New Jersey 
and Illinois, the Retail Jeweler can do more 
than anyone to clean up this situation if he 
will observe two very simple rules, which are 
a part of the new law and in order to make 
them very clear I will state them as don’ts: 

Don’t buy a piece of platinum jewelry 
that does not bear a quality mark indicat- 
ing its contents. 

Don't buy a piece of platinum jewelry 
that does not bear a registered Trade 
Mark of the Maker who guarantees that 
quality. 

This was followed by the reading of 
the Special Legislation Committee on 
the Capper-Kelly Bill, which was read 
by A. W. Anderson, who pleaded for 
the cooperation of the jewelers to put 


this legislation into effect. 


REPORT OF COMMITTEE ON CAPPER-KELLY 
BILL 


The progress of this piece of legisla- 
tion known as the Capper-Keliy Bill or 
Fair Price bill was recited to you by 
Congressman Kelly, its sponsor in the 
House of Representatives in a manner 
so clear and able that it would be pre- 
sumptious on the part of the Commit- 
tee to attempt to add anything to his 
detailed and carefully prepared address, 
so your committee will be very brief. 

The general committee representing 
the lines of business supporting this 
legislation is under the able leadership 
of Secretary Henry of the National As- 
sociation of Retail Druggists. 

Mr. Henry was elected at a meeting 
of representatives of the various or- 
ganizations held in Washington, D. C., 
in August, 1928. 

Each line of business favoring the 
bill is organized separately under a spe- 
cial committee. 

All representatives and senators have 
been kept informed as to the need for 
this legislation, either through personal 
calls and interviews or through corre- 
spondence. 

When the last congress adjourned 
there was an agreement among commit- 
tees handling legislation that this bill 
should be taken up with as little delay 
as possible at the next session. 

Your committee again urges you to 
once more remind your representative 
and senator of your own need for this 
bill, citing if necessary from your own 
experience with price cutters and sub- 
stituters. 

No matter whether your next repre- 
sentative will be a new man at Wash- 
ington or a veteran, get your message 
to him just the same, in your own lan- 
guage and at an early date. 

Powerful interests are organized to 
fight this measure, and though Congress- 
man Kelly is optimistic as to the suc- 
cess of this bill we must not be asleep 


at the switch. The other side is work- 
ing all the time and silence on our part 
will be construed as indifference to the 
fate of this measure. 

To prove that the public is being edu- 
cated to the value of this proposed legis- 
lation let me call your attention to the 
fact that more than two hundred wom- 
en’s clubs in the United States have al- 
ready endorsed it, a fact most signifi- 
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cant when it is realized that the women 
of the country are the largest buyers 
of wares that may be affected by this 
legislation. Women buy 96 per cent of 
the drygoods, 87 per cent of the food, 
48 per cent of the hardware and house 
furnishings and 31 per cent of the men’s 
clothing, and all of these lines would be 
heavily represented among commodities 
likely to be affected by this bill. 

When Chairman Henry issues calls for 
special and immediate activity in behalf 
of this measure you will be advised by 
your committee and you will be counted 
upon to do your own special bit in behalf 
of this bill, but let me again urge you 
to take it upon yourselves to write your 
representative and senator without any 
further urge from your committee and 
regardless of how often you may have 
done it in the past, to the end that this 
legislation which the legitimate trade of 
the United States has fought for almost 
continuously for 15 years may soon be 
enacted into law. 

Disappointment has been our lot many 
times during the long period this bill 
has been before congress but each fresh 
attempt we make to secure its enact- 
ment wears down the resistance. We 
cannot lose forever. Let us work to- 
gether for victory at the next session 
of Congress. 

Special Committee on Capper- 
Kelly Bill, 
A. W. Anderson, Chairman. 


REPORT OF R, J. COFFEY ON THE NATIONAL 
JEWELERS PUBLICITY ASSOCIATION 


Next came the most interesting re- 
port of Chairman Coffey of the National 
Jewelers Publicity Association, who 
showed the flourishing financial condi- 
tion of that body. He told why it had 
discontinued its work of general adver- 
tising and how it had concentrated on 
real publicity through the newspapers 
and magazines of the country and pub- 
licity helps to the jeweler in the way 
of special articles, addresses, radio talks 
and similar information, advertising 
suggestions, cut services and in a num- 
ber of other ways. 


He explained how the Publicity Asso- 
ciation had originated the idea of a 
“Diamond Week” and told why it had 
not been put over in the way that the 
association arranged for. He told how 
it had originated and conducted the vari- 
ous style shows, including the one at the 
convention, and, in this connection, paid 
a high tribute to the work of John 
Drake, the executive secretary. He gave 
credit to the American National Retail 
Jewelers’ Association and its members 
for the support and cooperation that had 


helped the organization function suc- 
cessfully. 
Chairman Coffey’s address is  pub- 


lished on pages 67 and 68 of this issue. 


There was an interruption in the pro- 
gram at this point to permit Herbert S. 
Siebel, of Saginaw, Mich., an opportunity 
to say a few words to the convention. 
Mr. Siebel had been a passenger on the 
Graf Zeppelin on her recent trip to 
this country and he also represented the 
Associated Press on the boat. He told 
of his experience on the ship, how they 
lived, what they ate, how they occupied 
their time, etc., with comments on his 
fellow passengers, and said there was 
nothing in the world compared with a 
Zeppelin trip. He answered many ques- 
tions that were put to him from the floor 
and others later when he circulated 
among the members. 

A little gem of an address which fol- 
lowed was made by Albert C. Becken, 
Jr., president of the National Wholesale 
Jewelers’ Association, who spoke on the 
new relation between the modern whole- 
saler and the retailer. His address ap- 
pears on page 69. 

Mr. Becken was followed by Paul 
Moore, secretary of the Horological In- 
stitute of America, who spoke of the 
institute and what it means to the coun- 
try. Mr. Moore’s address, which, though 
long, was very interesting, is published 
in the Horological Department of this 
issue. 

The session ended with an address by 
“Bill” Donnelly, the well known watch 
inspector of the Baltimore & Ohio Rail- 
road, who had presided at the meeting 
of the watch inspectors on Monday and 
he told the assembled jewelers about 
what had been done there. 
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THE BANQUET IN THE HOLLENDER HOTEL, THURSDAY NIGHT 


Adjournment was then taken to get 
ready for the banquet which was held in 
the Grand Ball Room at 7.30. 

The Banquet 

The great banquet, under the auspices 
of the Jewelers 24-Karat Club, was held 
Thursday evening at 7.30 o’clock, in the 
ballroom of the hotel, and was attended 
by members and their wives to the num- 
ber of about 500. It was distinctly a 
social affair, no business matters pro- 
truding into the program in any way. 

President Frasier acted as toastmaster 
and introduced the only speaker of the 
evening, Edmond Vance Cooke, a Cleve- 
land poet, who for about an hour enter- 
tained the assembled guests with brief, 
humorous anecdotes and the recital of 
original poetry. 

When he had concluded, President Fra- 
sier made a few appropriate remarks. 
Following the banquet, considerable in- 
terest was aroused by the awarding of 
prizes to the assembled guests, the prizes 
having been donated by various promi- 
nent concerns among the exhibitors and 
others, and included watches, clocks, 
silver, silver-plated ware and similar ar- 
ticles. This caused considerable excite- 
ment and amusement, after which the 
floors were cleared for dancing, which 
continued until the early morning hours. 


Friday’s Session 

The first business of the Friday morn- 
ing session was the hearing of reports 
of regional vice-presidents which had 
been put over from Tuesday evening. 
Only a few of these were present. Ear] 
W. Chamberlin, Akron, Ohio, central 
region, gave a very favorable report, but 
declared he had been unable to do as 
much as he would have liked to and had 
to have others function for him. He 
attended the Illinois convention and told 
of its fine membership and what a won- 
derful organization it was. 

The report of Regional Vice-President 
Jones of the Pacific Coast was also very 


favorable. He said the jewelers were 
better organized, and that city ordinances 
had been passed in cities regarding 


jewelry auctions. Members were very de- 
sirous of having the Capper-Kelly bill 
enacted into law, and that business on 
the whole was in a very healthy con- 
dition. 

A motion to have the reports of the 
state secretaries, and that of the na- 
tional secretary filed for reference and 
later published in the trade journals was 
unanimously passed. 

The question of where the next con- 
vention should be held was discussed and 
the following cities as well as others 
made a bid for it: Atlantic City, New 
York, Chicago, Cincinnati, Detroit and 
St. Louis. Representatives from several 
of these spoke. President Frasier how- 
ever, referred the decision to the incom- 
ing executive committee after consent of 
the delegates. 


The Resolutions 


Mr. Smith of Massachusetts, as a 
member of the Resolutions Committee 
offered the adoption of a resolution ex- 
tending the thanks of the American Na- 
tional Retail Jewelers Association for 
their cooperation in making the con- 
vention a success to the jewelers of 
Cleveland, the 24 Karat Club, Hollenden 
Hotel, trade papers, Police department 
and all others. 

The resolution also included a state- 
ment that the silverware and legisla- 
tive committees reports be indorsed; 
also the proposed platinum stamping 
act; Horological Institute of America; 
continued insurance in the Jewelers 
Mutual Fire Insurance Co.; the Depart- 
ment of Commerce for their cooperation, 
and the Capper-Kelly bill. The plan to 
have watch manufactureres take off the 
market unnecessary models was ap- 
proved. 

A resolution of sympathy for Arthur 
A. Everts of Dallas, Texas and his family 


in their bereavement was also adopted. 
Another thanked the Canadian jewelers 
for their expressions of good will as 
conveyed by three representatives. 


Officers Reelected 


The next business was the report of 
the nominating committee of officers for 
the coming year. There was some dis- 
cussion as to whether this should be by 
unanimous vote or by states. All officers 
were reelected unanimously with the 
exception of the regional vice president 
in the Central district to which office 
Henry Stecher was chosen. 

The officers who will serve for the 
year are: 

William G. Frasier, Durham, N. C., 
president; Edwin F. Lilley, Milford, 
Mass., vice-president, Northeastern Re- 
gion; Harry G. Matthew, Asheville, N. C., 
vice - president, Southeastern Region; 
Henry F. Stecher, Milwaukee, Wis., vice- 
president, Central Region; Tinley L. 
Combs, Omaha, Neb., vice-president, 
Northwestern Region; Arthur A. Everts, 
Dallas, Tex., vice-president, Southwest- 
ern Region; Albert B. Jones, Seattle, 
Wash., vice-president, Pacific Region; 
A. W. Anderson, Neenah, Wis., treasurer; 
Charles T. Evans, 22 W. 48th St., New 
York, N. Y., secretary; Conrad J. Broth- 
erly, Newark, N. J., member executive 
committee. 

President Frasier in thanking the dele- 
gates for the honor done him, said he 
greatly appreciated their confidence but 
thought they had made a poor decision. 
However the jewelry industry was. the 
one he loved and was raised in and that 
he assured them of the very best service 
that was in his power to give. 

Speaking of the reelection of Secre- 
tary Evans, president Frasier said: “It 
is the most important office in the whole 
association,” and that he knew this not 
only by reason of being president but 
by his seven years’ service as secretary 
of the North Carolina Jewelers Associa- 
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tion. That there was no more delightful 
man than Mr. Evans, nor one who was 
more amiable, honest, efficient and sin- 
cere. Secretary Evans in replying, ex- 
pressed appreciation and thanked the 
officers and others for their cooperation 
and particularly former Secretary An- 
derson. 

Tinley L. Combs of Omaha then gave 
the report of the findings of the com- 
mittee of 10 on the matter pertaining to 
affiliation with the Jewelry Trade Asso- 
ciation and the American National Retail 
Jewelers Association. Few, he said, 
realized what they were putting on this 
committee and that he doubted if it 
would have been possible to have found 
men who were more interested and whose 
hearts beat more in sympathy for the 
best interests of the jewelry industry 
than theirs did, and that he compli- 
mented them for their efforts. There 
was a “give and take spirit’? on both 
sides. They went into conference for a 
purpose, had made many detours but 
they carried on, realizing that the wrong 
decision could result in the destruction of 
all efforts made for the good of the in- 
dustry. At the end of the conference they 
came out as friends and good neighbors, 
and there was not the slightest evidence 
to show that either committee wanted to 
“sell out” to the other. Their united 
efforts had been for the sole purpose of 
improving the jewelry industry and if 
the resolution was passed it would give 
every member the opportunity of doing 
his best to this end. He reported the 
resolution submitted by the joint com- 
mittee which was as follows: 


To the Twenty-fourth Annual Convention of 
the American National Retail Jewelers’ 
Association : 

Your committee appointed to bring about 
harmonious cooperation, for the good of our 
industry, between the American National Re- 
tail Jewelers’ Association and the proposed 
Jewelry Trade Association being sponsored 
by Mr. Bartley J. Doyle beg to report as 
follows: 

Whereas a condition of unrest and not a 
theory confronts the jewelry industry of the 
United States and, 

Whereas we believe that this condition can 
be best and most successfully met by closest 
and most practical coonveration between the 
three branches of the jewelry industry— 
- pepgammae aie wholesalers and retailers— 
and, 

Whereas there is now in the process of or- 
ganization “The Jewelry Trade Association” 
designed to assist in effecting such cooperation 
and to bring into being for the service of the 
jewelry industry “The Jewelry Institute of 
America,” therefore be it 

RESOLVED that the American National Re- 
tail Jewelers’ Association in convention as- 
sembled at Cleveland, Ohio, Sept. 20, 1929, 
endorses the organization of “The Jewelry 
Trade Association” according to the plan 
outlined in the August, 1928, number of the 
Keystone by its sponsor, Mr. Bartley J. 
Doyle, and, 

Whereas a decided opinion exists that the 
American National Retail Jewelers’ Associa- 
tion and the several State associations should 
be maintained until “The Jewelry Trade As- 
sociation” is established and is functioning 
satisfactorily, therefore be it 

RESOLVED that the said organization be 
maintained and continue to function. 

That “The Jewelry Trade Association” may 
be the more quickly established, be it 

RESOLVED that the officers of the American 
National Retail Jewelers’ Association and the 
officers of the several State associations be 
and they are hereby most respectfully au- 


thorized to enter into hearty cooperation with 
the promoters of “The Jewelry Trade Asso- 
ciation,” to the end that every member of 
the American National Retail Jewelers’ Asso- 
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eiation and all other eligible jewelers of the 
United States will affiliate with “The Retail 
Jewelry Trade Association,” it being under- 
stood and agreed with Mr. Doyle and his 
associates in “The Jewelry Trade Associa- 


tion” that he and the promoters of “The 
Jewelry Trade Association” will lend their 
full influence and encouragement to the 


American National Retail Jewelers’ Associa- 
tion by urging the members of the American 
National Retail Jewelers’ Association and the 
members of the several State organizations 
who are now members of the American Na- 
tional Retail Jewelers’ Association and the 
“Retail Jewelry Trade Association” and those 
who join “The Retail Jewelry Trade Associa- 
tion” to continue their membership and activ- 
ities in said organizations. 

; (Signed) T. L. Combs, 
Wilson A. Streeter, 
William D. McNeil, Ralph Roessler, 
Myron Everts, Ben Steelman, 
August U. Burque, Gustave Keller, 
Bartley J. Doyle, William Gibson. 
: S.—With the consent of the 
signers. 


above 


The term “Jewelry Trade Association’ as 
herein used includes the ‘Manufacturing 
Jewelry Trade Association,’ ‘Wholesale 
Jewelry Trade Association,” “Retail Jewelry 


Trade Association” and the services of “The 
Jewelry Institute of America.” 


A motion to adopt the resolution re- 
ported was made by Gustave Keller of 
Appleton, Wis., seconded by Ben Steel- 
man of Indiana. Mr. Keller in a ringing 
speech supplem2nted what Mr. Combs 
had said and went into the underlying 
principles of the resolution in a manner 
that was easily understandable and 
which riveted the attention of the audi- 
ence upon him. 

Both he and Mr. Combs received pro- 
longed applause. Several other members 
of the committee then spoke briefly. 
President Frasier then asked concerning 
the wishes of those present as to how 
the resolution was to be voted upon; by 
standing vote or by delegates and states. 
The latter was decided upon only one 
State, New Jersey voting “No” when the 
roll was called. The following is the 
result: 

States voting “Yes”: Connecticut, 
Delaware, Maryland and District of Col- 
umbia, Massachusetts, Rhode Island, 
New Hampshire, New York, Pennsyl- 
vania, Vermont, Florida, Georgia, North 
Carolina, Virginia, Illinois, West Vir- 
ginia, Indiana, Michigan, Minnesota, 
Ohio, Wisconsin, Missouri, South Dakota, 
Arkansas, Oklahoma, Texas, Louisiana, 
Washington, Oregon. ; 

State voting “No”: New Jersey. 

States not voting: Alabama, Kentucky, 
Mississippi, South Carolina, Iowa, Col- 
orado, Kansas, New Mexico, California, 
Porto Rico, Alaska. 

Unorganized states having no vote: 
Idaho, Montana, Nevada, Utah. The ex- 
ecutive committee of the American Na- 
tional Retail Jewelers Association voted 
“Yes” including Ex-President Brotherly. 

A total of 115 votes was cast. 112 
were Yes, and 3 No. 

The committee of 10 who drew up the 
resolution were then asked to come to 
the platform where all might see who 
they were, and they were given a rising 
vote of thanks. 

Frank X. Russert president of .the 
Cleveland Jewelers 24 Karat Club spoke 
briefly to the effect that it was the 
proudest moment of his life and that he 
had felt misgivings of trouble when the 






committee went into session, and on be- 
half of the club extended congratulations 
on the happy outcome. 


ADDRESS OF W. F. JAMISON 


W. F. Jamison of the Department of 
Commerce then gave a talk on what the 
department would do in the way of co- 
operation in the matter of research work. 
He pointed out that a questionnaire 
which should be sent to the retail jewel- 
ers of the country should not contain 
more than 10 questions and preferably 
less. He read several letters that had 
passed between Dr. Service and Secre- 
tary Evans relating to the subject of 
the two organizations working together. 

He gave suggestions as to the type of 
man the national body should secure for 
the work as the Department of Com- 
merce was unable to furnish one owing 
to the immense amount of work they had 
on hand at present. The universities, he 
went on, could possibly furnish a young 
man as the department got some from 
there. He advised finding out the funda- 
mental information desired and having it 
tabulated, and estimated that the total 
cost would be from $2,500 to $3,500. 

Secretary Evans then offered a reso- 
lution that was passed authorizing the 
executive committee to transact any 
business overlooked by the convention. 

Under new business, a complaint was 
heard from New York City of banks 
there giving jewelry as premiums to 
those who would leave money on deposit 
for a stated length of time, and which 
constituted unfair competition. The ques- 
tion asked: Was it permissible? Mr. 
Levy, the attorney stated he would be 
glad to look into the New York State 
banking laws and report later. 

In his closing remarks: President 
Frasier said he hoped it was understood 
that both organizations would continue 
to function. That the members would 
go away with renewed zeal to get new 
members and do everythnig to cooper- 
ate with the organization and fellow 
jewelers. 


Annual Report of Secretary 
Charles T. Evans 


N submitting his report Secretary 

Evans reviewed concisely the associa- 
tion’s activities during the past year as 
they have centered in his vffice. He first 
outlined briefly the reasons for, and the 
steps that led up to the establishment of 
the Secretary’s office at 22 W. 48th St., 
New York. He pointed out that while 
New York is not the center of the mem- 
bership, it is the center of the industry, 
and its accessibility to Washington, 
D. C., was another factor in reaching 
the decision to move the offices to New 
York. 

Upon assuming office, Mr. Evans re- 
ceived the guarantee of the wholehearted 
cooperation of various State association 
secretaries, and a membership campaign 
was launched to increase membership of 
the various State bodies. Many of the 
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States which did not conduct member- 
ship campaigns early in the year expect 
to do so immediately following this con- 
vention, and as was the case with the 
other States which have already held 
campaigns of this kind the A. N. R. J. A. 
pledges its cooperation. The report of 
the credentials committee, Mr. Evans 
pointed out, will show the result of the 
campaign thus far. 

Secretary Evans then called attention 
to the fact that practically every State 
convention had had an official visitor 
from the A. N. R. J. A., who had 
brought a message from the national 
association, and he called attention to 
the wholehearted welcome they had re- 
ceived and expressed his appreciation 
for the work which the representatives 
of the A. N. R. J. A. had done at these 
State conventions. 

He next took up a discussion of com- 
mittee work, saying that after thorough- 
ly studying the methods employed by 
successful associations and comparing 
systems in use by the United States 
Chamber of Commerce and other bodies 
the conclusion was reached that the sys- 
tem employed by the A. N. R. J. A. in 
entrusting the work of the association 
to committees was sound and much more 
certain of productive results than any 
other method that could be devised. 

In helping to make the State conven- 
tions more successful Secretary Evans 
pointed out that, when requested, his 
office had rendered such assistance as 
possible in obtaining speakers, in mem- 
bership campaigns, in collection of dues 
and in publicity in connection with ap- 
proaching conventions. However, he 
believes that this feature can be 
strengthened if State officers will estab- 
lish the custom of writing the national 
president or secretary on any associa- 
tion matters. News which is received 
from the State associations, which is 
available for publication in the trade 
papers, is sent out by the secretary’s 
office, he said, and it was his expectation 
that closer working arrangements will 


beter ‘ 





be worked out with the affiliated State 
associations during the coming year, 
thus making it possible to pass along the 
plans and methods of one association to 
all of the others. 

Secretary Evans next spoke of the 
fact that in the jewelry field very close 
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cooperation exists between the various 
associations operating in_ specially 
chosen lines, and that many of these as- 
sociations are represented on the con- 
vention program this year. He pointed 
out that the A. N. R. J. A. lends its 
support to such organizations as_ the 
National Jewelers Publicity Association, 
National Jewelers Mutual Fire Insur- 


ance Co., the Horological Institute of 
America, the Sterling Silversmiths’ 
Guild, the Clock Manufacturers Associ- 


ation and many other organizations, and 
in addition to these trade groups splen- 
did cooperation is enjoyed from the 
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United States Chamber of Commerce, of 
which the A. N. R. J. A. is a member, 
from the American Trade Association of 
Executives, of which Secretary Evans is 
a member, the National Association of 
Commercial Organization Secretaries, 
the National Retailers Council and vari- 
ous organizations of retailers of all 
kinds, from the various universities and 
finally and most important from the 
numerous departments of the Depart- 
ment of Commerce of the United States 
Government. 

He next took up in his report the re- 
search work by the Harvard Bureau of 
Business Research, and said that it is 
very pleasant to know that at Harvard 
the A. N. R. J. A. is recognized as one 
of the most progressive associations 
with which they have business dealings, 
and that members have used its service 
to a greater extent than any other 
similar organization. This work, Secre- 
tary Evans said, will be continued in 
alternating years. He also discussed 
many features of the work of the Har- 
vard Bureau in connection with A. N. 
R. J. A. activities. 

Discussing the topic of national legis- 
lation, Secretary Evans called attention 
to the fact that this fall will see a 
campaign launched to put across the 
Capper-Kelly Bill to legalize price 
maintenance, and cited the fact that at 
this convention Congressman Celler of 
New York will tell the jewelers how he 
views the proposition which the Ameri- 
can Fair Trade Association considers 
most certain of passage by the next 
Congress. Other speakers will also dis- 
cuss this subject incidental to their 
formal addresses. 

In national legislation, Secretary 
Evans pointed out, the A. N. R. J. A. 
is also cooperating in efforts to obtain 
the passing of the National Platinum 
Stamping Law under the direction of 
Wilson Streeter, chairman of the legis- 
lative committee, who also represented 
the association incident to the efforts to 
reduce the tariff on diamonds. 
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Discussing next the subject of State 
legislation, Secretary Evans said that 
while the A. N. R. J. A. as an associa- 
tion has no way of obtaining desired 
State legislation such as auction laws, 
etc., yet it is the desire of the associa- 
tion through its committee on auction 
laws to assist the States in obtaining 
the proper remedial legislation. 


“The American National Retail Jewel- 
ers Association represents you in your 
relations with the manufacturers or 
producers; the importers; the whole- 
salers; your competitors and finally the 
consumer, with all of whom contacts of 
the greatest importance are maintained 
—all conforming strictly to govern- 
mental regulations. Some trade better- 
ments have come about so gradually and 
with no unusual advertising or display, 
that it is but natural for some to feel 
that these changes would have come 
whether we had an association or not. 
In this connection, some of you here 
can recall days previous to the organ- 
ization of the A. N. R. J. A. and realize 
the improved conditions which have re- 
sulted from its activities,” said Secre- 
tary Evans. 

He next discussed the jeweler and 
better business, calling attention to the 
great interest taken by the retail jeweler 
in the Trade Practice Conference, held 
in Chicago, June 5, 1929, the findings 
of which aré expressed in the grouping 
of rules for the jewelry industry, pub- 
lished in the pre-convention Bulletin of 
the A. N. HK. J. A. 

Secretary Evans next talked about dues 
and sustaining membership, and then 
passed on to the matter of enlarging the 
A. N. R. J. A. Bulletin, pointing out its 
benefits to the members, and thanking 
the advertisers in the pre-convention 
Bulletin, and exhibitors at the conven- 
tion for the support rendered the associ- 
ation. 

In conclusion he thanked all of those 
who had offered him cooperation during 
the year. 











REPORT OF CREDENTIALS COMMITTEE 


Your committee finds after examina- 
tion of the secretary’s records that the 
following States have memberships as 
indicated and are entitled to the number 
of votes set opposite their respective 
State names: 


7 Mem- 
Region State bers Votes 
Northeastern Connecticut ..... 37 2 
SS rae acs ae 
| Fe: Se Ee 63 4 
Mass, and R. I... 74 4 
New Hampshire. 27 2 
New Jersey..... 54 3 
meow Werk....... 308 16 
Pennsylvania 134 7 
Vermont... 55 «s. 16 1 
Southeastern Alabama ....... 21 2 
EE: oe bs owed 36 1 
(SQ0OPMIM. «0.0220. 44 3 
Kentucky ....... 17 1 
Mississippi ...... 13 1 
North Carolina.. 74 4 
South Carolina. . 39 2 
Tennessee ...... 40 2 
..)l.lee 84 5 
West Virginia... 20 1 
Central Ee 144 8 
er ere 38 2 
ai as eee 65 4 
Michigan ....... 43 3 
Minnesota ...... 63 1 
ae 103 6 
Wwreeconmem ...... 221 12 
Northwestern Colorado ....... 1 1 
ee 40 2 
|g re 10 1 
Nebraska ...... 60 3 
North Dakota... 11 1 
South Dakota.... 9 1 
Southwestern Arkansas ....... 21 2 
New Mexico..... 1 l 
Oklahoma ...... 47 3 
I 40s ee are ss 74 4 
Pacific Washington .... 3i A 
i. 78 + 
Caltormia ...... 2 1 
Organized 
Territory Porto Rico....... 9 1 
Unorganized Alaska ......... 1 1 
States and Arizona ........ vy 
Territory RT ns 6. ito a's b% 3 1 
OTE 6 1 
INGVMGR osc cece 2 1 
ASS rice 3 1 


Wyoming 





1 
President Wm. G. Frasier. . 1 
Vice-President T. L. Combs..... 1 
Vice-President Arthur A. Everts 1 
Vice-President Albert B. Jones.. 1 
Vice-President Edwin F. Lilley. . 1 
Vice-President H. G. Matthew... 1 
Vice-President E. W. Chamberlin 1 
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Treasurer A. W. Anderson. 1 
Secretary Chas. T. Evans.. 
Member 
Executive 
Committee C. J. Brotherly... 
—— 10 
142 


Respectively submitted, 
CREDENTIALS COMMITTEE 
A. W. Anderson, Chairman, Neenah, Wis. 
N. C. McCoy, Cushing, Okla. 
E. J. Palm, Austin, Texas. 


REPORT OF HOROLOGICAL COMMITTEE 


Committee highly en- 
and educational work 
Institute of America is 
Jeweler and _ strongly 
as well as financial 
member as well 
this very 


Your Horological 
dorses the scientific 
that the Horological 
performing for the 
recommends the moral 
support of every individual 
as of the association at large for 
worthy cause. 

We also give our encouragement to all 
efficient and scientifically conducted watch- 
making schools and whenever possible give 
their graduates our preference when in need 
of a repair man. 

We recommend the revision of the sug- 
gested repair price list as published by the 
national association. The present prices are 
in most cases not high enough, commensurate 
with good workmanship. Changes in the size 
of watches, mode of wearing same, and in- 
crease in the price of watch material, make 
the old suggested list obsolete. 

The new merchandising policy of the Elgin 
National Watch Co. should have our hearty 
commendation. While it is solely designed 
to protect their good name and product, it 
greatly works to the benefit of every ethical 
retail jeweler. We welcome their policy, and 
hope for the adoption of same by other manu- 
facturers. 

Respectfully submitted, 
J. M. Terry 
A. C. Hentschel. 








The store of Fay Jewelers; Inc., 15 
E. Fifth St., Dayton, Ohio, was robbed 
for the second time in less than a year 
recently, when thieves smashed the win- 
dow with a newspaper-wrapped brick 
and then helped themselves to watches 
valued at $1,500. The burglars worked 
fast, smashing the glass, grabbing their 
loot and escaping before representatives 
of the American District Telegraph firm 
arrived on the scene. After the first 
robbery in December, 1928, the thief 
was caught and is now serving a term 
in jail. 
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To the Twenty-fourth Annual Convention of the American 


National Retail Jewelers’ Association: 


Your committee appointed to bring about harmonious co- 
operation, for the good of our industry between the American 
National Retail Jewelers’ Association and the proposed Jewelry 
Trade Association being sponsored by Mr. Bartley J. Doyle, beg 


to report as follows: 


Whereas: A condition of unrest and not a theory confronts the 


jewelry industry of the United States and, 


Whereas: We believe that this condition can be best and most 
successfully met by closest and most practical cooperation 
between the three branches of the jewelry industry—manufac- 


turers. wholesalers and retailers and. 


Whereas: There is now in the process of organization “The 
Jewelry Trade Association” designed to assist in effecting such 
cooperation and to bring into being for the service of the 
jewe'ry industry “The Jewelry Institute of America,” therefore 
be it 


REso.vep: That the American National Retail Jewelers’ Asso- 
ciation in convention assembled at Cleveland, Ohio, September 
20th, 1929, endorses the organization of “The Jewelry Trade 
Association” according to the plan outlined in the August 1928 
number of the KEYSTONE by its sponsor, Mr. Bartley J. 
Doyle and, 


Whereas: A decided opinion exists that the American National 
Retail Jewelers’ Association and the several State associations 
should be maintained until “The Jewelry Trade Association” 


is established and is functioning satisfactorily, therefore be it 


REsoLvep: That the said organization be maintained and con- 
tinue to function. 
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That “The Jewelry Trade Association” may be the more 
quickly established, be it 


Reso.vep: That the officers of the American National Retail 
Jewelers’ Association and the officers of the several State asso- 
ciations be and they are hereby most respectfully authorized 
to enter into hearty co-operation with the promoters of “The 
Jewelry Trade Association,” to the end, that every member 
of the American National Retail Jewelers’ Association and all 
other eligible jewelers of the United States will affiliate with 
“The Retail Jewelry Trade Association,” it being understood 
and agreed that Mr. Doyle and his associates in “The Jewelry 
Trade Association” that he and the promoters of “The Jewelry 
Trade Association” will lend their full influence and encourage- 
ment to the American National Retail Jewelers’ Association by 
urging the members of the American National Retail Jewelers’ 
Association and the members of the several State organizations 
who are now members of the American National Retail Jewelers’ 
Association and the “Retail Jewelry Trade Association” and 
those who join “The Retail Jewelry Trade Association” to con- 
tinue their membership and activities in said organizations. 


(Signed) T. L. Combs, Chairman Bartley J. Doyle 
Wilson A. Streeter Ralph Roessler 
Wm. D. McNeil Ben Steelman 
Myron Everts Gustave Keller 
August U. Burque Wm. Gibson 


P. S—With the consent of the above signers. 
The term “Jewelry Trade Association” as herein used includes 
the “Manufacturing Jewelry Trade Association,” “Wholesale 
Jewelry Trade Association,” “Retail Jewelry Trade Association” 
and the services of “The Jewelry Institute of America.” 
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B. J. DOYLE 





RALPH ROESSLER 


BENJAMIN STEELMAN 
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With the Exhibitors at the Convention 


Clocks, Watches, Silverware and Jewelry—Mesh Bags, Lighters, Display and Jewelers’ Supplies 
and Many Other Products Attract Much Attention 


The exhibits of manufacturers and 
wholesalers at the 24th annual conven- 
ticn of the American National Retail 
Jewelers’ Association was a very credit- 
able one and only the limit of space 
available prevented it from being more 
extensive. 

A casual glance at the exhibits would 


Then there was a good showing of dis- 
play material by several concerns, in- 
cluding Wolfsheim & Sachs, who special- 
ize in this merchandise. Excellent ex- 
hibits by supply houses, including Merit 
Co., Swartchild & Co., C. & E. Marshall 
Co. and E. & J. Swigart Co., also at- 
tracted much attention. 











Co., Leo Jewelry Co., Asiatic Art Jewel- 
ry Co., included various items of this 
line in their showings. 

In addition to the wholesalers’ show- 
ing, lighters were shown by Henry Led- 
erer & Bros. and the Clark Lighter Co. 
In the displays of several wholesalers 
was included a showing of the shakers 


Some of the exhibits seen at the convention of the American National Retail Jewelers’ Association 


give the impression that time has come 
to be an important factor in the life of 
our people or in the jewelry business. 
Watches and clocks certainly dominated 
the exhibits. The next best showing was 
that of silver and silver-plated merchan- 
dise. The International Silver Co. had 
two very large spaces in which were dis- 
played both plated and sterling merchan- 
dise. Oneida Community, Ltd., had an 


excellent showing of its products in this 
line. 





The Dirigold Co. had a most creditable 
display of its products both in hollow- 
ware and flatware, which could hardly be 
classified with any other exhibit of sim- 
ilar merchandise because of its charac- 
ter. 

The exhibit of what might be termed 
as jewelry was not very extensive. Sev- 
eral of the wholesalers, including J. R. 
Wood & Son, Markowitz & Friedman, 
Fisenstadt Mfg. Co., A. H. Ficken & Co., 
the H. W. Burdick Co., Scribner & Loehr 





and atomizers made by the Quaker Sil- 
ver Co. In the exhibit of the H. W. Bur- 
dick Co. was a very extensive showing 
of the products of the Wachenheimer 
Co., with Gene Abbott explaining the 
merits. 

A very interesting exhibit was that 
of the Expand-O-Meter, and at all times 
there were interested visitors. This is a 
small, inexpensive instrument with which 
the size of a ring can be quickly changed. 

There was only one exhibit of mesh- 
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Displays of three 
prominent brands of 
Silver Plated Ware 
among the exhibits 


bags and that was made by the Whiting 
& Davis Co. It was an extensive exhibit 
of the entire line and also included the 
actual operation of making the different 
styles of mesh used in making these bags. 

As stated in the beginning, timekeep- 
ing instruments seemed to dominate. 





HENRY D. STECHER, REGIONAL VICE- 
PRESIDENT AND DIRECTOR OF EX- 
HIBITS 
Clocks of all kinds were shown. The 
exhibits would seem to indicate that 


e:ther the public is tired of turning the 
key or the manufacturers are trying to 
convince the public their time can be 
more valuable in some other direction, 
because the clock exhibits seemed to em- 
phasize the fact that the winding should 
be done by the meter in the basement. 
The Poole Clock Co. gives you the choice 
of battery or meter, but the majority 
of the others give the choice between 
springs and the,meter. Most tempting 


samples of these clocks were shown by 
the Waterbury Clock Co., Herschede Hall 








Clock Co., Seth Thomas Clock Co., Wm. 
L. Gilbert Clock Co. and the New Haven 
Clock Co. 

Watches seem to occupy the stage at 
the present time and there was a plenti- 
ful showing at the convention. Practi- 
cally all of the American manufacturers 
were represented and many of the Swiss 
importers were on hand to present the 
merits of their products. 

A new product on the market is that 
of the Perpetual Watch Co. It was dem- 
onstrated how one can have the correct 
time all the time without the trouble of 
winding a watch. Unlike the clock in- 
dustry, the watch manufacturers pointed 
out the merits of their watches without 
reference to the trouble of winding. The 
Hamilton Watch Co. had an extensive 
display of its watches. The Elgin Na- 
tional Watch Co. also had a large display 
with attendants to tell about their plan 
of distribution, and the Waltham com- 
pany had a very extensive display of its 
merchandise, including watches and bou- 
doir and traveling clocks. 

The Swiss watch was well represented 
by the Gruen Watch Co., the Bulova 
Watch Co., the A. Wittnauer Co. and 
the I. Ollendorff Co. The I. Ollendorff 
Co. emphasized its presence at the con- 
vention by “Miss Ohio,” a very charming 
young lady who in a very modest man- 
ner called attention to the presence at 
the convention of the concern. The show- 
ing of Bulova watches was excellent and 
in keeping with the showing at all con- 
ventions. The Gruen company was ably 
represented by H. R. Haerr and his asso- 
ciates. The A. Wittnauer Co., which had 
a very elaborate display, emphasized its 
presence at the convention by distribu- 
ting a letter to visitors and delegates 
telling about the contract they have with 
the National Broadcasting Co. which 
gives Longines time to the nation through 
24 of the most powerful radio stations 
of the country reaching at least 30,000,- 
000 people. 

All in all, there has been, perhaps, no 
more representative exhibition of jewel- 





at the Hollenden 

Hotel during the A. 

N. R. J. A. Conven- 
tion. 


ry merchandise at any convention of the 
A. N. R. J. A. Special mention should 
be made of the fact that the space as- 
signed to the wholesalers of Cleveland 
was more devoted to making the visitors 
feel their welcome in Cleveland than to- 
ward any effort to sell goods. 


Address on Silverware 


Joseph D. Little, manager of the Ster- 
ling Silver Galleries of the Internationa] 
Silver Co., 15 Maiden Lane, New York, 
who has been a frequent speaker at 








SILVER 
STYLE 


EXPERT, 
SHOW 


JOSEPH D 
WHO SPOKE AT 


LITTLE, 
THE 


State conventions held during the year, 
was on hand to explain the proper uses 
for silverware and to recite some of the 
early history of the silversmith’s craft. 
Mr. Little’s address before the jewelers 
contained much new data which proved 
decidedly interesting to his listeners. 
Mr. Little addressed the Cleveland 
women who attended the style show 
Thursday morning and afternoon. 
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Philadelphia 


A Pennsylvania charter has_ been 
granted to the La Salle Jewelry Co., of 
this city. The incorporator is Joseph 
Gluck and the capital stated in the ap- 
plication is $500. 

Oct. 1 has been set for the first meet- 
ing of creditors of Rubin Goffman, 
wholesale jeweler, Sansom St. It will 
be held in the office of Walter C. 
Douglas, referee in bankruptcy in the 
Jefferson building. Mr. Goffman filed a 
voluntary petition in bankruptcy several 
weeks ago. 

B. Cohen & Sons, this city, recently 
opened another branch store in Easton, 
Pa., where the concern has one of the 
finest jewelry establishments in North- 
eastern Pennsylvania. The parent store 
of the Cohen chain, which includes 
places in Morristown, Pa., and this city, 
is located in Chester, where the firm has 
two establishments. 











Rochester 





The next meeting of the Rochester 
Retail Jewelers Association will be held 
at the Powers Hotel on Thursday, Oct. 3. 

Harry Keidan, Syracuse; Ralph Gage, 
Sodus, and John Wilson, Syracuse, were 
among the out-of-town retail jewelers 
visiting in Rochester last week. 

Work was begun last week on the en- 
larged retail jewelry store conducted by 
I. Gamler, 224 Main St. E., where the 
establishment is being reshaped into an 
L and an extra entrance cut through 
into Clinton Ave. N. The work will 
take another month. Mr. Gamler re- 
cently purchased the three-story build- 
ing in which his store stands. 

Retail business, which was inactive 
through the summer, took on a little of 
its old-time briskness in the last two 
weeks of September. Although still far 
from what it should be, the trade showed 
signs of picking up for its early winter 
rush. Wholesalers have been busy for 
two months, and they also reflected the 
upward trend last week. Most of the 
wholesale road men were out-of-town for 
the first long trips of the season. Re- 
tailers from outside have been coming 
here in fairly large numbers for the last 
two weeks. Although sometimes sur- 
passed by gems, watches are just now 
leading in demand. 

Both of Rochester’s politically repre- 
sentative retail jewelers placed at the 
tops of their respective lists in the city’s 
first non-partisan primaries Tuesday, 
Sept. 17. Mayor Joseph C. Wilson, 
whose store is at 39 Main St. E., led 
the entire list for candidates for council- 
man-at-large, thereby virtually assuring 
the truth of the prediction that he again 
will be elected mayor by the City Coun- 
cil in January. Mr. Wilson was the 
only candidate in Rochester to be in- 
dorsed by both the Republican organiza- 
tion and the City Manager League. 
Haskell Marks, member of the firm of 
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Marks and Abramson, 64 State St., was 
nominated on the Republican ticket for 
re-election to the New York State Gen- 
eral Assembly. His reelection in Novem- 


ber is virtually assured. Mr. Wilson 
has served his city in various capacities 
for a score of years. Mr. Marks is a 
former city alderman. 








Louisville 





Charles E. Seng, Market St. retail 
jeweler and resident of Audubon Park, 
recently announced the marriage of his 
son, the Rev. John Luther Seng, to Miss 
Blanche Stillabower, of Indianapolis, 
Ind., at Indianapolis, on Sept. 5. They 
will make their home in the Indiana city. 

Mary A. Greenberg, deceased, widow 
of the late Jacob Greenberg, hotel man, 
jeweler and pawnbroker, who died a few 
weeks ago, left an estate of approxi- 
mately $48,000, one-third of which went 
to Mrs. Will Sales, a daughter, who is 
wife of a local retail jeweler. 

J. B. Blanton, jeweler of Lexington, 
Ky., recently reported to the police de- 
partment that a youth, claiming to be a 
student at the University of Kentucky, 
and living at a fraternity house there, 
had given Mr. Blanton a bad check for 
$50 in payment for a wrist watch. The 
name proved fictitious. 

Business in Louisville has been fair 
with manufacturers, jobbers and retail- 
ers during the summer and early fall. 
The Kentucky State Fair the week of 
Sept. 9, helped a little. The American 
Legion convention starting Sept. 29 and 
lasting the better part of a week should 
attract some trade. Out over the State 
conditions are just fair. Tobacco pros- 
pects are for a medium-sized crop, sell- 
ing at good prices. In Louisville’ com- 
mercial and industrial operations are 
very good. Bank clearings are showing 
gains, and the general outlook for winter 
is promising. 

C. M. Bryant, of Lemon & Sons, Louis- 
ville retail jewelers, remarked that he 
realized that a number of people were 
curious as to just what the future policy 
of the century old house would be now 
that Brainard Lemon, its president, has 
passed on. He said: “You can just 
say that this business will be continued 
on about the same general lines as in 
the past. No changes are contemplated. 
We have a short period left of our lease 
here, and we do expect to get a better 
location, with better light and ventila- 
tion. Eventually a new president will 
be named, and perhaps some changes 
will be made in other officers, but that 
is about the only changes that are con- 
templated. Business will go on as usual. 
This company is old, established, in 
wonderful financial condition and has a 
large following.” 








The Mack Jewelers & Opticians, 7 E. 
3rd St., Tulsa, Okla., one of the oldest 
jewelry firms in that city, are moving 
their store to 5th and Boston Sts. The 
new store will be 50 by 125 feet. 
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Atlanta, Ga. 


D. Roy Ketcham has opened a clock 
repair shop which is located at 95 De- 
catur St., N. W. 

Paul Ewing, Ewing Bros., wholesale 
jewelers, is on a short business trip to 
New York. 

After having been closed for the sum- 
mer months, the Balfour Shop, in the 
Muse Clothing Co. building, has been 
reopened for the college trade. 

The Diamond Jewelry Co., of which 
J. O. Saul is manager, is increasing its 
space through taking in the store space 
next door. The new store will be nearly 
doubled in size. 

W. H. Dodson, formerly with Daniall 
& Dodson, jewelers, has leased space at 





12 Peachtree St., and will open a 
modern jewelry store under his own 
name. 


The Duval Jewelry Co. is preparing to 
open a handsome store in the new 
Rhodes-Haverty building on Peachtree 
St. The firm, which has headquarters 
in Jacksonville, Fla., has a number of 
stores in Florida. 

E. P. Tomlinson, of Megahee & 
Tomlinson, left last Saturday for Cleve- 
land, where, as president of the Georgia 
Association of Retail Jewelers, he will 
represent the state at the annual con- 
vention. 

The Atlanta Retail Jewelers’ Associa- 
tion held its first meeting of the fall 
on Tuesday evening, Sept. 11, at the 
Winecoff Hotel. Henry Muench pre- 
sided, and, following an informal din- 
ner at 6.30 o’clock, plans for the coming 
year were discussed. 

Among the out-of-town visitors in 
Atlanta during the week were W. P. 
Thompson, Jefferson, Ga.; William 
Wyatt, Rome, Ga.; F. E. Morgan, Rich- 
land, Ga.; F. M. Radebaugh, Carters- 
ville, Ga.; H. J. Weisser, Waycross, 
xa.; C. N. Whitmire, Griffin, Ga., and 
Mr. O’Neil, Douglasville, Ga. 

Jack L. Phillips, of the Durham 
Jewelry Co., recently suffered a painful 
accident when he was struck on the arm 
by a passing automobile. He was on 
his way to St. Simon’s when the acci- 
dent occurred, and his arm was so 
badly lacerated that he was compelled 
to give up the trip and return immedi- 
ately to his home. 

Among the manufacturers’ repre- 
sentatives in Atlanta recently were: 
F. H. Dillingham, F. H. Noble & Co.; 
Dan Haven, International Silver Co.; Mr. 
Martens, B. A. Ballou & Cco., Charley 
Gause, of the Hamilton Watch Co., Lan- 
caster, Pa.; Charles D. Brown, of the 
Eisenstadt Mfg. Co., Chicago; “Ted” 
Lampert, of the M. J. Lampert Co., New 
York, and “Bob” Kell, with F. H. Noble 
& Co., Chicago. 


Mr. Rosumny, with the LeGrande 
Jewelry Co., is in Atlanta supervising 
the equipment and opening of the Le 
Grande Jewel:y Co.’s store in the new 
Piedmont Hotel building. The company 
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recently discontinued its store in Or- 
lando, Fla., and opened a new store in 
Roanoke, Va. The Atlanta store will be 
the sixth in the present chain. 








New England 





Plans will be ready about Oct. 1 for 
the new addition to the factory of the 
Warren Telechron Clock Co., at Ash- 
land, Mass. 

The Waterman Jewelry Co., 418 Con- 
gress St., Portland, Me., has moved to a 
more modern store at 608 Congress St., 
opposite the new State Theatre. 

Announcement has been made of the 
marriage of Harry B. McKenney, jewel- 
er on Main St., Machais, Me., and Miss 
Rebecca Maker, school teacher of Whit- 
ing, Me. 

Announcement has been made of the 
marriage of Miss Marion Clarissa Pres- 
ton, daughter of Mr. and Mrs. F. J. 
Preston, 50 Park St., Burlington, Vt., 
and Clark W. Hinsdale, jeweler, 166 
Summit St., Burlington. Mr. Hinsdale 
is associated with the F. J. Preston & 
Son jewelry store, Church St., Burling- 
ton. 








Gleanings 





The Spencer Jewelry Co., 30 E. High 
St., Springfield, Ohio, was recently robbed 
of jewelry worth $1,000 by a thief who 
used the old trick of smashing the win- 
dow with a brick and scooping up the 
gems before fleeing. 

Christopher M. Arnkens, 66, retired 
jeweler of Frankfort, Ind., died recently 
after an illness of three years. Mr. Arn- 
kens came to this country in 1882 from 
Germany and settled in Frankfort in 
1894. He retired from business several 
years ago. 

T. H. Deckert is notifying the trade 
that on Sept. 13 he sold out his interest 
in Deckert, Bell & Reis Co., Indianapolis, 
Ind. Mr. Deckert is now located at 424 
State Life building, Indianapolis, where 
he is engaged in the manufacturing 
jewelry business under the name of Deck- 
ert & Co. 

William Thomas Slain, 66, jeweler and 
watchmaker at Nashville, Tenn., for 35 
years, died on Sept. 13, following an ill- 
ness which commenced in December, 
1928. Mr. Slain came to Nashville from 
Texas and followed his trade success- 
fully at the former place until failing 
health caused his retirement. 

F. S. Kennedy, Iowa City, Iowa, for 
several years wholesale jewelry repre- 
sentative in this section of the State for 
a Chicago firm, has purchased the N. C. 
Anstead jewelry store at Fairfield, Iowa. 
He has taken possession of the business 
and Mr. Anstead has retired after 45 
years’ active service in the business. 

At the ninth annual national conven- 
tion of hairdressers and cosmetologists 
held in Detroit, Mich., recently it was 
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decreed that jeweled pins must take a 
prominent part in the headdress of 
women of all ages. This should be in- 
teresting to the costume jeweler, who is 
looking for new sources as a means of 
increasing his sales. 


The Standard Jewelry Co., wholesale 
jeweler, 2113 First Ave., Birmingham, 
Ala. is preparing a catalogue for the 
trade. This book will contain 250 pages 
illustrating watches, jewelry and kindred 
lines handled by the concern. It is ex- 
pected the catalogue will be ready for 
distribution before Oct. 1. 


E. G. Sperry has purchased the inter- 
est of the late E. W. Knowlton in the 
firm of E. W. Knowlton & Co., 77 E. 
Main St., Malone, N. Y. Mr. Sperry was 
the junior partner, having entered the 
firm 17 years ago when it was estab- 
lished. The business will be conducted 
by Mr. Sperry under the old name of 
E. W. Knowlton & Co. 

William H. Gilbert, who conducted a 
jewelry business at 3 13th St., Troy, 
N. Y., for 60 years, died at his home on 
Sept. 15, and funeral services were held 
the Wednesday following. Mr. Gilbert, 
who served in the Civil War as a member 
of Co. M, Ninth New York Cavalry, was 
a former alderman and church trustee 
in Troy. Surviving him are a son, four 
grandchildren and two great grand- 
children. 

An unidentified negro recently secured 
three watches valued at $100 from the 
store of the Shapiro Jewelry Co., 404 S. 
Jefferson St., Roanoke, Va., when he 
snatched the timepieces from a showcase 
and outdistanced pursuers who gave 
chase. A young woman employe of the 
firm saw the negro execute his act and 
screamed a warning, but the thief ran 
too speedily for two youths who took up 
the chase. 

William P. Juergens and George 
Fraver, who have conducted the Juer- 
gens & Fraver store, 102 N. James St., 
Syracuse, N. Y., for the past 15 years, 
have leased the corner store in the 
Gaheen Block at 100 N. James St., next 
door to their present location, and will 
occupy their new site on the completion 
of alterations to the property. Both Mr. 
Juergens and Mr. Fraver have been 
connected with the jewelry business for 
over 25 years. 

The Crown Jewelry Co., for 14 years 
located at 316 E. Douglas St., Wichita, 
Kan., has taken a 20-year lease on the 
corner ground floor location in the new 
Central building, Main and Douglas Sts. 
Harry Silverstein, owner of the firm, 
expects his new establishment to be 
ready for occupancy within 60 days and 
already decorators and other workmen 
are on the job in an effort to enable the 
Crown store to be among the first to 
open business at the new Central site. 








George G. Ryan, a jeweler at 777 
Eighth Ave., New York, has just re- 
turned from a summer in Europe where 
he visited many places in Germany, 
Czechoslovakia, Austria, Hungary, 
France, England and Ireland. 
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New Enterprises 


The Grant Jewelry Co. held the formal 
opening this month of its store at 111 
S. Main St., Rockford, IIl. 

The Hart Credit Co., Warren, Ohio, 
is opening a new store under the name 
of the Hart Jewelry Co., 168 Main St., 
Ashtabula, Ohio, on Friday, Sept. 27. 

The Strand Jewelry Co. has been 
opened in the Strand Theatre building, 
N. Saginaw St., Pontiac, Mich. Louis 
Orman is managing the new establish- 
ment. 

M. L. Green & Son have opened their 
new store at 13 Gratiot Ave., Mt. Clem- 
ons, Mich. A formal opening was held 
recently at which time many visitors 
inspected the firm’s elaborate quarters. 


Cc 











Make Business Finance Itself 
(Continued from page 97) 








name. For example, a bill of a thousand 
dollars’ worth of goods is being paid. 
This carries a 5 per cent thirty day 
discount. Two checks are drawn. One 
for $950 in favor of the creditor in pay- 
ment of the bill and one for $50 in favor 
of the store. The latter check, which 
represents the discount taken, is de- 
posited in the previous mentioned sav- 
ings account. 

“One can’t make money any faster 
than by taking all cash discounts,” said 
this keen thinking jeweler. “Just con- 
sider, 5 per cent, thirty days equals 60 
per cent a year. When the store needs 
a loan of say $5,000.00 for 30 or 60 days, 
we just borrow it from our savings bank 
account. A regular duly signed interest 
bearing note is made out, which is held 
by the savings department. When the 
note is due, we receive a regular notice 
from the bank. These notes are con- 
sidered as binding as though they were 
held by the bank itself. Regular in- 
terest is paid for the use of the money, 
too. 

“This is not taking money from one 
pocket and putting it into another. 
That five-figure savings deposit balance 
represents our ace in the hole. This 
money that has been set aside during the 
past four years is in actual cash. When 
a concern can finance itself, it may 
safely consider itself on the other side 
of the hill.” 

Two savings bank books completely 
filled with entries, and a third book 
started, tell their own eloquent story of 
how faithfully this habit has been fol- 
lowed. The president of the bank that 
this jeweler does business with is so 
sold on the financial soundness and the 
simplicity of this plan, that he often 
calls in friend jeweler to explain the 
operation to some would-be borrower. 








It was announced recently that by 
mutual consent the co-partnership here- 
tofore doing business under the style 
of Jacobson Bros., wholesale jewelers 
and importers, Foster building, Denver, 
Colo., was dissolved. Olof H. Jacobson is 
no longer associated with the firm. 
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NEWs 


New York Notes 


The Bonded Jewelers of Brooklyn 
have been granted a certificate of in- 
corporation. The firm’s authorized capi- 
talization is $40,000. 

A. V. Huyler, formerly with N. H. 
White & Co., 21 Maiden Lane, who now 
resides in Florida, is in the city, making 
his headquarters at his old office. 

Charles A. Brophy has opened an es- 
tablishment at Room 69A, 35 Maiden 
Lane, for the sale of diamonds, watches 
and jewelry. 

Oscar W. Maynard, who operates a 
retail store at 55 E. Flagler St., Miami, 
Fla., spent several days in the city this 
week making purchases and visiting 
friends. 

Jack Stupack, formerly a member of 
the firm of H. & J. Stupack, is now 
conducting his own business at 93 Nas- 
sau St., as a manufacturer of cameo 
brooches and importer of diamonds. 

Leo M. Stern, formerly with the D. 
Stark Co., this city, has opened an office 
of his own in Room 1509, in the Para- 
mount building, Broadway and 43d St., 
where he is engaged in the wholesale 
and retail jewelry business. 

The unveiling of the monument for 
the late Frank Guskof, who was former- 
ly in business in this city and then 
moved to California, will take place 
Sunday, Sept. 29, at 1 p. m., at the 
Mount Hebron Cemetery, Flushing, L. I., 
with Rabbi Goldman officiating. 

Paul Sacks of the Metro Sacks Co. 
retail jewelry firm, 43 W. 125th St., 
and Mrs. Sacks were tendered a surprise 
welcome-home party on Sunday evening, 
Sept. 15, at Elsmere Hall by relatives 
and friends. The couple just returned 
from a European trip lasting three 
months. 

E. Leitz, Inc., manufacturers, whole- 
salers, importers and exporters of op- 
tical and laboratory supplies, 60 E. 10th 
St., this city, have opened two new 
offices, one at 634 Peoples Gas building, 
122 S. Michigan Ave., Chicago, and the 
other at 927 Investment building, Wash- 
ington, D. C. 

Maurice Katz, retailer, 354 Grand St., 
filed a voluntary petition in bankruptcy 
on Sept. 17. Liabilities were listed at 
$22,498 and assets at $18,821. The for- 
mer included $329 in secured claims and 
$22,169 in unsecured claims, while the 
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assets consisted of stock in trade, $8,315; 
furniture and fixtures, $7,000; debts due 
on open accounts, $3,177; bank deposits? 
$79; property in reversion, remainder, 
trust, etc., $150; exemptions, $100. 
Joseph Pulvermacher was elected 
chairman of the executive committee of 
the Sterling National Bank & Trust Co. 
last week, according to an announcement 
made by Samuel H. Golding, chairman of 
the board, and Joseph Brown, president. 
Mr. Pulvermacher for 26 years has been 
connected with the Chase National Bank, 
Maiden Lane branch, in the capacity of 
vice-president. He is widely known in 
jewelry circles of New York. Mr. Pul- 
vermacher will take office as of Oct. 1. 


The Treasury Department has an- 
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nounced the allowance of drawback on 
necklaces, chokers, brooches, bracelets, 
and chains manufactured by the Royal 
Bead Novelty Co., Inc., of this city, with 
the use of imported beads, imitation 
precious and _ semi-precious _ stones, 
chains, pendants, ornaments, and similar 
merchandise, in combination with either 
imported or domestic clasps. The de- 
partment provides that the drawback 
allowance shall not exceed the duty paid, 
less one per cent, on the quantity of im- 
ported materials used in the manufac- 
ture of the exported articles, as shown 
by the abstract of the manufacturing 
records. It is provided further by the 
department that records shall be kept 
in the manner described in the sworn 
statement of the manufacturer dated 
July 1, 1929, showing as to each lot of 
the above articles manufactured for ex- 
portation with benefit of drawback, the 
lot number and inclusive dates of man- 
ufacture, the quantity, identity, and 
kind of imported materials used, and the 
quantity and description of the product 
obtained. A sworn abstract of the man- 
ufacturing records has to be filed with 
the drawback entry. 

Bessie Greenspan, who in April, 1928, 
was sentenced to serve from five to 10 
years in the penitentiary for participat- 
ing in the holdup and robbery of the 
store of Schafran & Feffer, jewelers, 37 
Clinton St., and whose sentence was 
later suspended on her promise to re- 
form, is again in the toils of the law. 
For violating her parole the prisoner 
was returned to Auburn Prison, where 
she must serve her term of from five to 
10 years. At the time of her arrest on 
the charge of aiding in the jewelry store 
robbery Bessie Greenspan admitted act- 
ing as the “scout” for the mob which 
committed the holdup. On her confession 
four men were arrested, among them 
being Sidney Weiss, alias “Whitey,” who, 
while attempting to shoot his way out 
of the Criminal Courts building, was 
killed by a court attendant. Just how 
Weiss obtained the gun he used has been 
a mystery. Immediately after the shoot- 
ing a rumor was circulated that Bessie 
Greenspan was in the building. Several 
weeks ago she was arrested in Balti- 
more and last week was brought back 
to New York. She denied that she knew 
how Weiss obtained the pistol or that she 
was in the building at the time the shoot- 
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New York Notes 


ing occurred. Judge Rosalsky, however, 
revoked her parole and sent her back to 
Auburn. 

The Timeology Hikers will meet Satur- 
day at 2.30 p.m., at the Pelham Bay 
Station of the I.R.T. for a hike to Split 
Rock Road. 

I. I. Cohen, who recently opened a 
store at 409 N. Liberty St., Winston- 
Salem, N. C., was in the city this week 
on a purchasing trip. 

Louis Levine, manufacturer of plat- 
inum and gold mountings, has moved 
from 250 Grand St., to Room 202 in the 
Florence building at 240 Grand St. 

George C. Ferris, Middle West repre- 
sentative of Stephen Varni Co., importer 
of precious stones, 15 Maiden Lane, is 
about to start on his annual fall trip. 

Recent incorporations at Albany in- 
clude the following local firms: Reirden 
Bros., authorized capitalization $10,000; 
Bailey’s, $20,000; and Joseph F. Cooney, 
$20,000. 

The Jewelers 24 Karat Club of New 
York held a regular monthly meeting 
on Wednesday, Sept. 18, at the room of 
the organization, 15 Maiden Lane. Only 
routine business was transacted. 

Anna H. Jacobson of R. Friedman & 
Co., wholesale jewelers, 48 W. Forty- 
eighth St., was married last Saturday 
to W. Randolph Cohen, the ceremony 
taking place at The Royal, 85 E. Fourth 
St. 

Four bandits entered the store of 
David Sarkin, 589 Sutter Ave., Brook- 
lyn, on Sept. 17, ordered Sarkin and his 
employes upstairs, and while one man 
covered the victims, the others scooped 
up jewels worth between $800 and $1,000 
and then made their escape. 

A cablegram has been received at the 
office of Samuel Lankowsky & Sons, im- 
porters of diamonds, 10 W. 47th St.. stat- 
ing that the head of the firm, Samuel 
Lankowsky, is leaving Cherbourg on 
Sept. 25 on the Bremen for home after 
having spent the past two months visit- 
ing the various diamond markets. 

The Jewelers’ Art Institute, Inc., 103 
Lafayette St., which was petitioned into 
bankruptcy on July 12, filed schedules 
of assets and liabilities on Sept. 23, in 
the United States District Court. The 
liabilities total $12,278, of which $12,268 
comprises unsecured claims and $10 for 
taxes due the State of New York for 
franchise, while the assets of $1,635 con- 
sist of debts due on open accounts, $1,627 
and bank deposits,.$8. The debts due on 
open accounts are for breach of contract 
but are considered worthless. The sched- 
ules were submitted by Jan Jacobsen, 
treasurer of the Jewelers’ Art Institute. 

Joseph Bittetti, a jewelry salesman, 
of 238 York St., Brooklyn, was shot and 
wounded by a thug who tried unsuccess- 
fully to rob him on Sept. 18 in a tene- 
ment house at 1785 Madison Ave., this 
city. Bittetti had ascended to the third 
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floor of the building when the thug ap- 
peared and ordered him to put up his 
hands. Bittetti lunged at the bandit, 
who broke away and fired, without get- 
ting any of the samples worth $2,000 
which the salesman had in his posses- 
sion. Bittetti’s wound in the abdomen 
was not considered a serious one at the 
Harlem Hospital where he was treated. 

Louis Steinberg and David Saffir, both 
operating shops in the Jewelers Ex- 
change, at 76 Bowery, were indicted last 
week on charges of criminally receiving 
stolen goods. The pair were arraigned last 
Friday before Judge Levine in the Court 
of General Sessions and after plead- 
ing not guilty, Steinberg’s bail was fixed 
at $5,000, while Saffir’s bond was placed 
at $7,500. As reported in these columns 
last week, Steinberg was arrested after 
it is charged detectives found in his safe 
a diamond bracelet said to have been 
stolen from the home of Mr. and Mrs. 
Richard P. Weber on Long Island. On 
the claim made by Steinberg that he had 
received the bracelet from Saffir, the 
latter was taken into custody. 








Newark 


eo 

George Marks, Inc., has filed incorpo- 
ration papers at Trenton. The firm, 
which will deal in jewelry, has an au- 
thorized capitalization of $100,000. 

The American Watch Dial Mfg. Corp. 
has filed a charter of incorporation with 
the Secretary of State at Trenton. The 
capital of the firm is represented by 250 
shares of common stock. 

A. W. Lewin, manager of the adver- 
tising division of Lasky Printers, Inc., 
of this city, advertising counsel for a 
number of jewelry manufacturers, wil! 
talk at the International Direct-Mail 
Advertising and Business Convention in 
Cleveland, Ohio, Oct. 11. 

The board of directors of the Art 
Metal Works, Inc., 7 Mulberry St., re- 
cently declared a regular quarterly divi- 
dend of 75 cents a share payable Nov. 
1 to stockholders of record Oct. 15. This 
places the stock on a regular $3 annual 
dividend basis. L. V. Aronson, president 
of the company has stated that the 
working capital position of the company 
is now so strong that the directors felt 
a more liberal dividend policy to be 
justified. 

The New Jersey Jewelry Mfg. Co., 
which as incorporated February last 
under the laws of New Jersey has here- 
tofore confined its products to findings 
is now and henceforth to manufac- 
ture in addition cuff buttons of gold, 
gold plate and silver. The company was 
reorganized recently and A. Binder con- 
tinues as manager. Herbert A. Hem- 
mings, who with Mrs. Hemmings of 
Irvington, N. J.,. are stockholders, has 
taken over the ownership and is at the 
plant 50 Columbia St. 

The name “Burns Watch Co.” has been 
registered at the County Clerk’s Office, 
Hall of Records, here by K. Bernstein, 
633 Broad St. Mr. Bernstein is entering 
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the field of wholesale importation of 
diamonds and watches. He has just re- 
turned from a 10 weeks’ buying trip to 
Antwerp, Amsterdam and Switzerland, 
where he made connections to import 
gems and watches. A salesroom is being 
fitted up at 633 Broad St., over the con- 
cern’s retail store, which will be used for 
the wholesale business exclusively. The 
new department is expected to open 
about Oct. 1, and D. Karron will promote 
sales in New Jersey with Max Fields 
covering New York. The Burns firm will 
continue conducting as usual the two 
retail establishments at 633 Broad St. 
and 203 Market St. 

Kohn & Co. of Camp and Orchard 
Sts., report that their trade is ahead of 
last year at this time and that salesmen 
throughout the country send word back 
of good business. This company finds a 
continued demand for crystal jewelry 
set with diamonds or otherwise. Some 
Newark manufacturers see an increase 
in the demand and use of green gold 
set with semi-precious stones, such as 
ox-blood coral, Russian lapis lazuli, jade 
quartz, carnelian, onyx and Chinese 
jade. In rings these are being used 
carved and with enamel shanks. Some 
designs are hand modeled and those of 
conservative tones seem to be growing 
in popularity. The conservative in all 
lines is a trend that is seen in jewelry 
which is necessary to keep step with 
the fashion of long flowing gowns worn 
by the formally dressed young maid and 
matron of society. 








Market Prices for Silver Bars 

The following are quotations for silver 
bars in London and New York as re- 
ported for the past week: 


Selling Price 


London U. S. Gov’t New York 
Date Official Assay Bars Official 
Sept. 17 23% 53% 50% 
= 18... 23% 2% 50% 
- 19... 23% 2% 50% 
dit 20...> 23% 5 5056 
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27 50% 
27 501% 
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Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week ended Sept. 21, 1929 

The U. S. Assay Office reports: 


Gold exchanged for gold 


38,947.42 


bars 


| I RO ate $1,367,549.20 

Of this gold bars exchanged for gold 
coins are reported as follows: 

Exchange 

$499,031.97 


Date 
Sept. 16... 





| Se eae Free 113,246.11 

PEO we uitiGiees e606 8s wad 113,585.44 

os Di dad ete wae Hema x soos 454,159.81 
eS te oa oir oa ae 123,153.12 

A, a ee ee omer 25,425.33 
SEE ot rd chats ws Dats ea ern $1,328,601.78 








Friends in the trade of Leonard Polk, 
jeweler, Freeland, Pa.. will attend his 
marriage ceremony to be held next Sun- 
day, Sept. 29, at the Hotel Majestic, 
Philadelphia. Mr. Polk will marry Miss 
Sarah Cohen of Norristown, Pa. 





Attleboros 


Louis D. Barrows, president of the H. 
F. Barrows Co., who is at the Sturdy 
Memorial Hospital, is reported as con- 
vaiescing after a serious illness. 

Miss Aurora J. Martin, who has been 
with the D. F. Briggs Co. for some time, 
and Henry E. Quinter, with the Reed & 
Barton Co., Taunton, were married here 
last week. 

Clinton Gorman, with the Evans Case 
Co., and Miss Helen McKay, were united 
in marriage the past week. Mr. Gorman 
is son of Walter Gorman, who is well 
known locally as a jewelers’ tool maker. 

Miss Marcella Pease who has been in 
the office of the L. G. Balfour Co. and 
Alfred T. Pion who is in charge of the 
packing and shipping department at the 
Robbins Co. plant, were married the 
past week. 

Charles W. Ambrose, in the jewelry 
business in Natick for many years, died 
last week at the Jordan Marsh Rest 
Home, at Wrentham, Mass., after a long 
illness. He was 81 years old. Born in 
Boscowan, N. H., in 1848, Mr. Ambrose 
went to Natick in the early 90’s and 
opened a watch repair and retail jewelry 
store on Main St., later conducting a 
large store on South Ave. He removed 
to Wrentham about five years ago when 
his wife, who survives him, became 
hostess of the Jordan Marsh Rest Home. 
He was a member of various Masonic 
bodies. 








Providence 





The Providence office of the Clover 
Bead & Novelty Co. has been removed 
from 119 Friendship St. to 7 Beverly 
St. 

The S. & B. Mfg. Co., 6 Stampers St., 
is owned and conducted by Frank Stein, 
according to his statement filed at the 
city clerk’s office. 

The Eastern Scientific Co. has started 
in business at 11 Bassett St., where it 
will conduct a general assaying bureau, 
and manufacture gold alloys and solders 
for all purposes. 

The contract has been awarded for the 
erection of a new refinery building at 
780 Allens Ave. for Pease & Curran,’ 
gold refineries, 104 Point St. It will be 
one story high, 55 by 100 feet and will 
cost approximately $30,000. 

The meeting of the Board of Direc- 
tors of the Manufacturing Jewelers’ 
Board of Trade will be held Friday, Oct. 
17 at the Turks Head Club when several 
important matters will be taken up for 
consideration. 


Bertha L. Catlow, doing business as a 
manufacturing jeweler under the firm 
name of Joseph Catlow & Co., has filed 
a petition in the United States Court 
for the District of Rhode Island for a 
discharge in bankruptcy. 


The matter 
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has been set for a hearing on Oct. 5 
at 10 o’clock. 

A $400 payroll was stolen from a safe 
left unlocked last Friday night in the 
office of R. M. Losea & Son, jewelry 
novelty manufacturers, at 339 Eddy St. 
Imitation stones valued at nearly $500 
were also stolen. The police are making 
an investigation and have _ secured 
numerous fingerprints which they hope 
may lead to the discovery of the thief. 


The firm of Kurtz & Geisler has been 
incorporated under the laws of Rhode 
Island and has removed its offices and 
plant from the rear of 226 Eddy St. to 
larger and more commodious quarters at 
105 Gordon Ave. It has organized 
under the charter with Carl Geisler as 
president; Salvatore Chiappinelli as 
treasurer and vice-president, and John 
H. Kurtz, secretary. 

Walter L. Hicks, for many years as- 
sociated with the jewelry industry of 
this city, died at his home, 1229 Elm- 
wood Ave., the past week after an ill- 
ness of about 10 weeks. He was born 
in Newburyport, Mass., but came to 
Providence with his parents when four 
years old. He attended the Providence 
Technical High School and soon after 
graduation entered the manufacturing 
jewelry industry. For 17 years he was 
associated with the Gorham Mfg. Co., 
and for 10 years was with the Martin- 
Copeland Co. He is survived by his 
widow. 

The Deco-Naise Finishing Co., this 
city, has been incorporated under the 
laws of Rhode Island to conduct a manu- 
facturing jewelry business with an 
authorized capital of $25,000 consisting 
of 150 shares of common stock and 100 
shares of preferred stock at $100 each. 
The incorporators are Herbert A. Guld- 
brandsen, 75 Tucker Ave., Cranston, and 
Louis De Costa and William H. McSoley 
of Providence. The Deco-Naise Finish- 
ing Co. has established an office and fac- 
tory at 4 Tower St., this city. The con- 
cern will specialize in industrial finishing 
of every description. 

Among the jewelry buyers in this city 
and vicinity during the past week were 
the following: Mr. Oppenheimer and Mr. 
Smith, Sears, Roebuck & Co., Chicago; 
Mr. Cohen, the Kerco Co., Chicago; Mr. 
Shapiro, S. Shapiro Co., Montreal; Mr. 
Car. Ben Felsenthal, New York; Mr. 
Wolf, Wolf Bros. & Co., New York; Miss 
Birkenbuhl and Miss Bagley, Marshall 
Field & Co., Chicago; Mr. Farquhar, T. 
Eaton & Co., Montreal; Mr. Lesser, 
Samstag & Hilder Bros., New York; 
Miss King, Anderson-Dulin-Varnell Co., 
Knoxville, Tenn.; Mr. Buckland and 
Miss Baumgarten. Carson, Pirie & Scott, 
Chicago; Miss Kennedy, Miller Bros., 
Chattanooga, Tenn.; Mr. Kaufman and 
Mr. Ruderman, Kaufman & Ruderman, 
Inc., New York; Mr. Seligman, the 
Seligman Jewelry Co., Seattle, Wash.; 
Mr. Adams, the Davis Dry Goods Co., 
Chicago: Mr. Foster, Samstag & Hilder 
Bros., New York: Mr. Diamond. Dia- 
mond, Blitz & Co., Chicago: Henry 
Klebe, the Henrv Klebe Mfg. Co., New 
York, and Mr. Birnbaum, Birnbaum & 
Kasper, San Francisco, Cal. 
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Boston 





Vernon Bevan of the Thomas Long Co. 
has left the employ of the company pre- 
paratory to his marriage. He had been 
in the company’s service for several 
years, and on his departure received 
appropriate gifts from his associates. 

Two men were arrested by police Sept. 
19 on Franklin St., just as the men, it 
is charged, were about to steal a jewelry 
sample case from an automobile. The 
men, it is alleged, broke the window 
and were reaching in to get the bag 
when the police grabbed them. The 
police are keeping the details secret. 


Pittsburgh 


Francis A. Keating, of the Grogan 
Co., is in New York and the East look- 
ing for new merchandise. 

The Rogers Jewelry Co., Canton, Ohio, 
has opened a store at 415 Market St., 
Steubenville. 

Harry Landaw, of Landaw Bros., 
has been in New York buying merchan- 
dise for that firm. This firm is prepar- 
ing for a brisk fall trade. 

Two negroes stole a tray of rings from 
the pawnshop of A. Lippard, 623 Wylie 
Ave., last week. The jewelry was valued 
at $300, according to the police report. 
The men had a half hour start before 
it was discovered that the tray was 
missing. 

“Diamonds,” “Pearls,” “Rubies,” “Em- 
eralds,” “Sapphires” and “Garnets” are 
the names of the teams of the Jewelers’ 
Duck Pin League of Pittsburgh who are 
again entered in competition for the 
approaching season. The membership 
is no longer known by firms, it having 
been decided to line up according to the 
average of previous years. S. Johnston 
is the president of the league this year. 

The Associated Credit Bureaus of 
Pennsylvania at their meeting held here 
last week decided to put a plan in force 
whereby all members of credit bureaus 
affiliated with the organization will be 
notified of the operation of check 
swindlers and all persons who endeavor 
to victimize merchants. A _ description 
of the persons will be sent to the central 
office by telegraph or telephone and the 
information relayed to all members. 

















Upon the eve of his retirement from 
the jewelry business, Harry R. Boving, 
for 41 years engaged in the jewelry busi- 
ness in Lancaster, Ohio, was the subiect 
of a most fitting editorial in the Lan- 
caster Daily Eagle. The article is a 
tribute to an honest, progressive and 
successful merchant and demonstrates 
what one American town thinks of its 
jeweler. The history of Mr. Boving’s 
rise to prominence in Lancaster and the 
esteem in which he is held is beautifully 
outlined in the editorial. Mr. Boving 
is now selling out his stock, James L. 
Hand, jewelers’ auctioneer, 14 Maiden 
Lane, New York, conducting the sale. 
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Chicago Notes 





William M. Selberg, representing the 
Bulova Watch Co., will move his local 
office on Oct. 1 from 116 S. Michigan 
Ave. to 220 S. State St. 


Frank J. Spellman and O. F. Samuel- 
son, of The Towle Co., left last week for 
their respective territories and will be 
gone until after Thanksgiving Day. 

J. Vincent Huber, of the George H. 
Fuller & Son Co., has completed a busi- 
ness trip through his eastern territory. 
Mr. Huber was away for several weeks. 


N. T. Sherwood, representing the Mul- 
holland Silver Co., Aurora, returned last 
week from his southern territory where 
he called on the trade for the past few 
weeks. 

Harold C. Waite, western representa- 
tive for the Webster Co., spent the past 
week in Chicago visiting with the trade 
and left here for a business trip to St. 
Louis and Detroit. 

“Billy” Moore, of the William Dixon 
Co., Newark, called on his many friends 
in Chicago last week. This is Mr. 
Moore’s first trip through the territory 
since recuperating from pneumonia. 


F. A. Berner of the J. B. Hudson Co., 
Minneapolis, stopped in Chicago last 
week to spend a few days here visiting 
with friends en route home from New 
York where he visited the markets. 

The final meeting of the creditors in 
the matter of P. H. Winterberg & Co., 
will be held on Oct. 11, before Referee 
Charles. The amount of the final divi- 
dend will be decided upon at that time. 

Clarence A. Rogers, who for the past 
22 years was associated with Irons & 


Russell, has resigned his position as 
Chicago manager. Mr. Rogers has 
entered into another field, that of office 


supplies. 

James Burns is now associated with 
the Chicago office of the Hadley Co., 
as assistant to Fred C. Whitney, man- 
ager. Mr. Burns, for several years was 
connected with the mail order depart- 
ment of the Stein & Ellbogen Co. 

Fred N. Kluth, jewelry buyer for The 
Fair, accompanied by Miss Jean Loquai, 
assistant buyer of leather goods, re- 
turned to Chicago last week after spend- 
ing 10 days in the East looking over 
new fall merchandise. 
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Harry Goldstein, of the Goldstein 
Jewelry Co., Peoria, Ill., spent a few 
days of the past week in Chicago visit- 
ing his wife who is recovering from a 
slight operation at the Presbyterian 
Hospital. He expects to take her home 
in about a week. 

Hans Knayse, of the Alsted-Kasten 
Co., Milwaukee, Wis., accompanied by 
his son Carl, spent several days in 
Chicago looking over the markets and 
visiting retail jewelry and department 
stores. Carl has been admitted into the 
Alsted-Kasten Co., and was here to get 
new ideas. 

Harry Higham, secretary and treas- 
urer of the Frank Krementz Co., of New- 
ark, N. J., arrived in Chicago last week 
to spend a few days here visiting at the 
offices of Hess & Hook, their Chicago 
representatives. Mr. Higham will leave 
here for Detroit and other cittes in the 
East before returning to Newark. 

An involuntary petition in  bank- 
ruptcy has been filed against the Leather 
Products Co., 316 W. Jackson Boulevard, 
of which Joseph H. Einstein is the pro- 
prietor. Assets are listed as $3,000, and 
liabilities at $11,000. This business was 
started in 1920 and the concern handles 
leather goods and jewelry. 

George M. May has secured a location 
on Dixie Highway and Ridge Road. 
Homewood, IIl., where he will enter into 
the retail jewelry and optical business 
for himself. Mr. May expects to open 
for business about Oct. 1. He is a 
watchmaker as well as an optometrist 
and is well known in both business 
circles. 

S. T. Tribute announces to his many 
friends in the trade that he is now 
associated with Stein & Ellbogen Co., 
and will visit his retail jewelry friends 
in the South. Mr. Tribute will only 
carry diamond rings and American 
watches. He is well known to the trade 
having been affiliated with the jewelry 
trade for a great many years. 

At a meeting of the Wholesale 
Jewelers of Chicago, held last Tuesday 
the following committees were ap- 
pointed: Entertainment, A. C. Becken, 
chairman; Show, W. C. Harris, chair- 
man; Advertising and Publicity, Charles 
Brown; Special Feature, Darwin For- 
singer. chairman; Decorating. C. T. 
Gustafson, chairman, Jack Friedland, A. 
B. Coffman; Booth assignment, A. J. 


Oppenheim, chairman; Vigilance, Emil 











Braude, chairman; Hotel arrangement, 
E. Filholm, chairman. 

The marriage of Miss Beryl Schuler 
and Marshall Spies took place on Thurs- 
day, Sept. 19, at the Church of Atone- 
ment in Edgewater. The wedding 
supper and reception was held at the 
Edgewater Beach Hotel. The couple left 
on Friday for a honeymoon trip through 
the East, and Canada, making the trip 
by motor, and upon their return to Chi- 
cago will make their home at 2046 Hood 
Ave. Mr. Spies is the son of Mr. and 
Mrs. Richard Spies, and is associated 
in business with his father and uncles 
under the name of Spies Bros. 

Members of the Chicago Jewelers’ 
Association, who had participated in the 
golf outings during the season and who 
were in running for thé President’s Cup, 
the Doyle trophy and the Wallace cup 
gathered at the Edgewater Golf Club 
last Wednesday. The President’s Cup was 
won by J. T. Montgomery with a score 
of 67 net; the Doyle trophy went to 
Harry Radix with a score of 78 for low 
gross. M. J. Kelly won the Wallace cup 
for low gross for the season with a score 
of 75. Eight members were on hand to 
play off and enjoy luncheon and dinner 
at the club. 

C. Edgar Pettit, has tendered his 
resignation to B. A. Ballou & Co., Provi- 
dence, R. I., to take effect about Oct. 15. 
Mr. Pettit’ is retiring from the jewelry 
business to go into the manufacture of 
greeting cards. He will be one of the 
members of the Master Engravers’ 
Corp., 732 S. Sherman Ave., Chicago. 
Mr. Pettit has been associated with B. 
A. Ballou & Co. for over 30 years. For 
10 years he was associated in their New 
York office and for the past 20 years he 
was manager of their Chicago office, 
located on the seventh floor of the Hey- 
worth building. 

The Illinois State Pawners Associa- 
tion, Ltd., announces it has taken a 15- 
year lease on the bank floor of 140 N. 
Dearborn St. The concern will occupy 
the greater part of this space and will 
face Randolph and Dearborn Sts. They 
are planning elaborate offices and when 
completed will look like a bank with 
marble and walnut for a_ background. 
There will be private loan and sales 
offices. They expect to move and be 
ready for business by about Oct. 15. The 
Illinois State Pawners Association, Ltd., 





(Continued on page 122) 
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Chicago Notes 


(Continued from page 121) 


is one of the oldest and largest institu- 
tions of this kind, having been estab- 
lished 45 years ago. Lloyd J. Butler 
is manager of this concern. 

B. O. Hess, of Hess & Hook, manu- 
facturers’ representatives, returned last 
week from a short business trip and 
after spending a few days at his offices 
in the Columbus Memorial building left 
on another trip through the East and 
South. 

Irving Chayken, one of the leading 
citizens of Hammond, Ind., will celebrate 
the opening of his new store this week. 
The Irving store has been removed from 
its old location into the new store on 
State St. The store is modern in every 
way. Mr. Chayken is also the owner 
of the Armstrong store at Hammond. 

Sam Fligel and Miss Ella Princez were 
married on Sunday of last week and are 
receiving the congratulations of their 
many friends. Mr. Fligel has been as- 
sociated with the Stein & Ellbogen Co., 
for several years, and has been trans- 
ferred from the watch department to the 
mail order department. 

The engagement of Miss Revella Bud- 
wig to Paul H. Samuels was announced 
in New York about two weeks ago, while 
Miss Budwig was making a_ business 
trip and Mr. Samuels visiting at his 
home offices and the home of his parents. 
Miss Budwig is the president of Re- 
vella’s, exclusive jewelry and gift shop 


in the Columbus Memorial building. 
Paul H. Samuels is Chicago manager 


for Katz & Ogush with headquarters in 
the Pittsfield building. The wedding 
date has not been announced as yet but 
the event will take place withir. the next 
two months. 








Detroit 


Robert Loehr of the Scribner & Loehr 
Co., Cleveland, passed the last week at 
the company’s branch establishment in 
Detroit. 

The Square Deal Miller organization 
is soon to open a new retail jewelry store 
on Jefferson Ave. at Newport Ave. The 
Miller company also is soon to open a 
new branch store on Grand River Ave. 
near Oakman Highway. 

The state conference of credit men of 
Michigan will be held in Jackson on Oct. 
4, according to a recent announcement. 
The meeting is expected to draw several 
hundred members of the National Asso- 
ciation of Credit Men. Dr. Steven I. Mil- 
ler, executive manager of the national 
association, will be the speaker. 

The Luths, Dorweld, Haller Co., one of 
the oldest wholesale jewelry concerns in 
Michigan, has moved from the fourth 
floor of the Liggett building, where it 
had been located for many years, to new 
and more convenient quarters in the 
American Radiator building, 1346 Broad- 
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way. The new location is in the center 
of the Detroit jewelry business and easy 
of access. 

A young man, 26 years old, arrested in 
Mount Clemens recently for alleged 
complicity in the robbery of a suburban 
bank, was partially identified by em- 
ployes of the William Present Jewelry 
Co. at Pontiac as one of two men who, 
on May 9, shortly after the store was 
open for business, forced them to lie on 
the floor while they rifled the safe of 
more than $10,000 worth of diamonds 
and jewelry. 

After deliberating for more than five 
hours, the third jury that heard the case 
of Mrs. Lois Cannon and Michael Can- 
non, husband and wife, charged with 
breaking and entering in the night time, 
returned a verdict of guilty before Judge 
Doald Van Zile in recorder’s court. They 
were arrested on the night of June 4 
after the jewelry store of Harry Ehrlich, 
3603 Woodward Ave., was broken into 
and $150 worth of merchandise taken. 
The first two trials resulted in jury dis- 
agreements. 

Within the last week the Friedberg 
retail jewelry organization opened an- 
other new store on Jefferson Ave. near 
Newport Ave. A few days previous the 
same organization opened a new store 
at Vernor Highway and Springwell Ave. 
This makes seven retail jewelry stores 
the Friedberg organization has in opera- 
tion in the metropolitan district of De- 
troit. At the present time Mr. Friedberg 
is remodeling his new main store on 
Griswold St., in the downtown shopping 
district. 








Evansville 





The Studebaker Watch Co., an Illinois 
corporation, has filed an affidavit with 
the secretary of state at Indianapolis, 
designating F. W. Wellington, of South 
Bend, Ind., as their Indiana agent. 

It is expected that the F. A. Rhodes 
retail jewelry store at Chrisney, Ind., 
will be operated in the future by Mrs. 
Rhodes. Her husband died a short time 
ago after having owned and operated a 
store in Chrisney for many years. 

Reports from many towns in southern 
Indiana, southern Illinois and western 
and northern Kentucky are to the effect 
that the retail jewelers are doing a good 
volume of business for this season of the 
year. 

Mr. Quiatt, who conducts the only 
jewelry store in Tennyson, Ind., says the 
trade outlook is better than it was this 
time last year. General business con- 
ditions in that part of the state are 
improving gradually, he reports, and 
farmers are in a much better mood than 
they have been at any time for a num- 
ber of years past. 

Ike Rosenbaum, retail jeweler, Mount 
Vernon, Ind., has returned from New 
York, where he spent the greater part 
of three weeks buying merchandise. Mr. 
Roserbaum was accompanied by his 
dauchter, Miss Charlotte Rosenbaum. 
The journey was made by automobile 
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and the itinerary included a 700-mile 
swing through Canada en route to Mount 
Vernon. Mr. Rosenbaum says that the 
trade prospects for this fall and winter 
are good. 

T. C. Bayse, pioneer retail jeweler at 
Rockport, Ind., as head of the Historical 
Society of Spencer Co., Indiana, is deeply 
interested in the move to build a million 
dollar memorial at Lincoln City, Ind., 
where the parents of Abraham Lincoln 
lived for many years and where Lin- 
coln’s mother, Nancy Hanks Lincoln, 
is buried in a park that is maintained 
by the state. Mr. Bayse has been doing 
business in the city of Rockport for 
more than a half century and is well 
known in southern Indiana and northern 
Kentucky. 

Trade conditions in Evansville at this 
time are very good and all indications 
point to the Evansville wholesale and 
retail jewelers doing a larger volume of 
business than during the corresponding 
period of last year. Reports from rural 
points indicate trade is showing some 
improvement. Many of the large man- 
ufacturing plants in Evansville are 
being operated steadily and the number 
of unemployed people in the city is 
smaller than that of a year ago. 








Milwaukee 


Howard M. Steller, son of Rudolph 
Steller, Milwaukee jeweler, was married 
Thursday, Sept. 12, at the Church of the 
Incarnation, Milwaukee, to Miss Lau- 
raine Stroesser, daughter of Mr. and Mrs. 
Edward N. Stroesser. 

Antone Kuckuk, jeweler at Shawano, 
Wis., has been appointed to serve with 
John Callahan, State Superintendent of 
Public Instruction, as a member of the 
new annuity and investment board organ- 
ized at Madison, Wis. Mr. Kuckuk was 
appointed by Governor Walter J. Kohler. 

Articles of incorporation have been 
filed for Lou Kanter, Inc., Superior, Wis., 
to deal in jewelry, stones, etc. The in- 
corporators are R. Jacobs, M. Greenberg 
and A. Buckdashel. Capitalization is 
listed at 250 shares of common stock, no 
par value, and 250 shares of preferred 
stock at $10 each. 

Milwaukee jewelers are cooperating 
with other retail merchants in the city in 
an effort to start an early holiday shop- 
ping campaign here. The tentative open- 
ing date for holiday shopping has been 
set at Nov. 16. Plans are under way for 
a city-wide holiday decoration, and a 
committee of retailers is considering 
sponsoring a retail distribution confer- 
ence early next year. 








A concern located in Addis Ababa, 
Ethiopia, seeks the purchase and agency 
of jewelry of all kinds, including watches 
and clocks, the Bureau of Foreign and 
Domestic Commerce announces. Full 
details are available to those who write 
to the Bureau, Washington, D. C., men- 
tioning File No. 40735. 














September 26, 1929 


Kansas City 





Charles Marshall of the C. & E. Mar- 
shall Co., visited the Kansas City 
branch last week. 

Among the recent visitors in the city 
were: Edgar Campbell, Osawatomie, 
Kan., J. A. Zimmerman, Warrensburg, 
Mo., and Ear! L. Morrison. 

Increasing business has necessitated 
a change in location for the Best Jew- 
elry Shop from 217 to 231 W. 47th St. 
A silverware and gift department has 
been added. 

Jules Borel has returned from a sum- 
mer in Switzerland. His wife and fam- 
ily accompanied him on the trip. His 
eldest son will remain in Switzerland 
for three years to learn the watchmak- 
ing trade, and two younger children 
will attend school there this year. 

Mr. and Mrs. Leo H. Ludwig have 
gone to New York to meet Mr. Ludwig’s 
sister, Mrs. Goldman, who is returning 
from a summer in Europe. Mr. Lud- 
wig is manager of the Kansas City 
branch of C. & E. Marshall Co. While 
in the East he will visit headquarters 
of his company. 

Business seems to be starting off well 
for the fall season. Traveling men are 
sending in good orders and the class of 
merchandise being bought by the retail- 
ers through this territory indicates prep- 
aration for a better season than last 
year. Watches and jewelry are popular 
items, according to the orders. The man- 
ufacturing jewelers are quite busy, all 
of the establishments working to capa- 
city and some overtime work being done. 
The outlook seems very bright for holi- 
day trade in view of the farm conditions 
in this trade territory. 

J. H. Bauerlein, 73 years old, formerly 
of Kansas City, was found dead in his 
home in Denver, Sept. 6. He had been 
quite ill for several days with pneu- 
monia. Mr. Bauerlein was born in 
Kansas City in 1856. He was educated 
in the public schools here and served 
an apprenticeship of three years at the 
trade of watchmaker and jeweler, which 
he followed for about 10 years with the 
old firm of Burt, Cady & Co. He moved 
to Colorado about 25 years ago and was 
prominent there in connection with min- 
ing and financial interests. Deceased is 
survived by two brothers. 

Thomas Ware & Son have taken pos- 
session of their new location at 1005 
Walnut St., where they have much 
larger space than at their former location 
on 11th St. near McGee St. The Wal- 
nut St. shop is attractively fitted up 
with walnut fixtures and cases of the 
newest type, effective lighting arrange- 
ment and an increased stock of mer- 
chandise. The outside of the store has 
a base of marble to the level of the 
display windows. This location is al- 
most directly across the street from 
where Mr. Ware started in the jewelry 
business in Kansas City about 40 years 
ago. Associated with him in business 


now are his two sons, Thomas M. and 
H. E. Ware. 
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Ohio Notes 


Akron jewelers have joined with more 
than 50 retail merchants in adopting a 
uniform closing and opening hour which 
became effective Monday, Sept. 16. Under 
the new plan the stores will not open 
until 9 a. m. and will close at 5.30 p. m., 
excepting Saturday when the six o’clock 
closing will be observed. 

Police are searching for the youth 
who smashed a display window in the 
Fred A. Grimm jewelry store, 378 S. 
Main St., while a motorist looked on, and 
escaped with jewelry valued at several 
hundred dollars. At the time of the 
theft, a motorist was sitting in his car, 
parked directly in front of the store. 
The motorist gave the alarm, but before 
police arrived the burglar scooped up 
rings, pens, billfolds, cuff links and other 
jewelry and fled. Police chased the youth 
to nearby railroad yards, but there lost 
his trail. 











Cincinnati 





A quantity of jewelry, watches, cloth- 
ing and a revolver was turned over to 
the police by Peter Thomas, 831 W. 
Fifth St., Wednesday, Sept. 18, after it 
had been left at his home by a 19-year- 
old negro. The loot was taken from the 
used jewelry shop of Morris Kaplan, 436 
W. Sixth St., early Wednesday by rob- 
bers who bored through a 12 inch brick 
wall with crowbars to force an entrance. 
A negro was arrested later in the day 
when he made an effort to dispose of 
several watches. 

The 55th weddirg anniversary of 
Charles Esberger, retired jeweler, was 
celebrated by him, his wife and children 
at the home, 240 Helen St., Mount Au- 
burn, on Tuesday, Sept. 17. The Es- 
bergers were married Sept. 17, 1874, by 
the Rev. Ernst Voss at the English 
Lutheran Church. Mr. Esberger is now 
in his 79th year and although he retired 
from business several years ago, he can- 
not rid himself of the habit of daily 
visiting the jewelry store now conducted 
by his sons, Albert and Hubert Esberger 
at 1133 Vine St. Two other sons and 
two daughters attended the celebration. 


New processes of glass manufacturing 
and the creation of a great variety of 
glass gifts will be devised by Glass Re- 
search, Inc., which applied for a charter 
from the Secretary of State at Columbus 
last Friday. The corporation was 
formed by officers of the Sterling Glass 
Co. and the purpose of the organization 
is to make an exhaustive research in the 
art of glass products. Those who 
formed the corporation include C. D. 
Lauer, Ernest M. Ach, and I. Meth, all 
of whom are associated with the Sterling 
concern. This company has been en- 
gaged in the manufacture of glass prod- 
ucts for a number of years and is located 
on the brow of the Mount Adams Hill 
which overlooks the downtown section 
of the Queen City. Temporary head- 
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quarters and laboratory are to be es- 
tablished at the Sterling plant until 
such time as the corporation obtains 
another site as the two concerns will be 
entirely independent units. 








Portland, Ore. 


Ed. Savan, 292 Washington St., who 
has been in the jewelry business for 
about 25 years, is holding an auction 
sale, preparatory to quitting business 





permanently. The auctioneer is H. 
Jackson. 
Zell Bros., Portland jewelers, with 


shops at 283 and 360 Washington St., 
have lost their lease on the lower shop, 
and have to give up the premises Oct. 1. 
Accordingly they are holding a sale, in 
an endeavor to sell off all of their large 
stock in that store. After Oct. 1, the 
business will be consolidated at the 
upper Washington shop, Park and 
Washington Sts. 

There will be no auction sales in Port- 
land this winter by jewelers, and a 
special ordinance, repealing a permit 
granted last week to Isaac Staples, auto- 
matically halts his attempt to hold such 
a sale. The council had granted the 
permit after Mr. Staples’ attorney had 
appeared before them and asserted that 
the business would be taken over by the 
creditors unless the permit was granted. 
But at the next meeting of the council 
a group of the city’s leading jewelers, 
headed by Julius Zell, president of the 
Portland Jewelers Club, appeared to 
protest against issuance of the permit, 
declaring that at least six other local 
jewelers planned to conduct an auction 
if Staples were permitted to. Julius 
Zell acted as spokesman, and declared 
that as much as $5,000 in one day had 
been taken away from the city by out- 
side auctioneers. He gave several ex- 
amples of the way in which these auc- 
tioneers carry on their business. 








Business Records 





Fritz Kraft, Mobile, Ala., is reported 
to be in bankruptcy. 

An involuntary petition in bankruptcy 
has been filed against the Maiden Lane 
Jewelry Co., Inc., Detroit, Mich. 

The Syman Jewelry Co., Tacoma, 
Wash., is offering a settlement of 75 
cents on the dollar. They claim lia- 
bilities of $73,000, but the value of the 
assets have not been determined. 

An involuntary petition in bankruptcy 
has been filed against Miller & Har- 
baugh, Inc., Portland, Oregon. 

An involuntary petition in bankruptcy 
has been filed against William H. Rob- 
erts, Riverside, Cal. 

Frank H. Schinke, Dayton, Ohio, has 
filed a voluntary petition in bankruptcy. 
Liabilities are estimated at $12,051, 
while the value of the assets has not 
been ascertained. 
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San Francisco 





All the travelers for M. Schussler & 
Co. are out on their fall trips. 

Over Admission Day, Mr. and Mrs. A. 
W. Huggins, Mr. and Mrs. P. R. Rowe 
and Mr. and Mrs. Harold Hughes paid 
their last trip of the year to Lake 
Tahoe. 

Lloyd Ghiglieri, 741 Broadway, Oak- 
land, Cal., who has been in business for 
i4 years, is remodeling his store and 
installing new showcases and window 
fixtures. 

The widow and son of the late B. A. 
Meves are continuing his jewelry busi- 
ness at 1750 Broadway, Oakland. Mr. 
Meves, who had been in the business for 
25 years, died on Aug. 5. 

Walter Marble of the Bugbee Niles 
Co. who went East in June, following 
the death of his father, has returned and 
is again visiting customers. Nelson 
McCormick of the Plainville Stock Co.; 
William Lowe of Bliss Bros., and Dan 
Childs of the D. F. Briggs Co. are all 
here on fall trips. 

A restful sojourn is being spent at 
Glen Inn, Trinity County, by Miss 
Harriet Brown, editor of Ye Hallson 
Herald, house organ of A. I. Hall & Son. 
The firm’s new annual catalogue will 
be out toward the end of the month and, 
from Sept. 15 to 30, A. I. Hall & Son is 
holding a special sale of items not in the 
new catalogue. 

Mr. and Mrs. Churchill of Churchill’s, 
Santa Barbara, have been visitors here. 
Churchill’s is one of the leading jewelry 
stores of that city and Mrs. Churchill 
has a shop of her own in a recently- 
erected block, all in Mission style. This 
shop carries many gift and art lines 
and has one of the finest collections of 
pewter on the Coast. 

Retail jewelers are showing increas- 
ing interest in trophies, as they find this 
a profitable line, according to Walter L. 
Glenn, manager of the W. B. Glidden 
Co. This company has the sample fall 
lines of the R. Wallace & Sons’ Mfg. Co., 
and are inviting the trade to visit them. 
Dresser silver is staging a strong come- 
back. This applies to anything intended 
for the dressing-table. 

Tom Bennetts, Coast representative of 
the Richelieu Pearl Co., staged a display 
of Richelieu pearls at the Sir Francis 
Drake Hotel during the week of Sept. 16 
to 21. Miss Marcella J. Fox assisted 
Mr. Bennetts. The trade was invited to 
visit the display and general interest 
was shown. Exhibits included a wide 
selection of pearls as well as precious 
and semi-precious stones. 

G. A. Rohloff, traveling representative 
of the Benedict Mfg. Co., out of East 
Syracuse, N. Y., held a display of the 
company’s lines at the Sir Francis Drake 
Hotel, during the week of Sept. 16. In 
addition to the complete hollowware line 
there were some attractive desk sets in 
silver, brass and bronze in modernistic 
designs. Mr. Rohloff had held similar 
displays in Seattle and Portland. 

Miss Marcella J. Fox who for some 
years past has done outside selling for 
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William S. Fulton, manufacturers’ rep- 
resentative, has gone into business for 
herself, representing eastern lines to the 
jobbing trade. She has taken offices on 
the fifth floor of the Mutual building, 704 
Market St., and will cover San Fran- 
cisco, Portland, Seattle and Los Angeles. 
Miss Fox has a host of friends in the 
jobbing trade. 

The National Amateur Golf Cham- 
pionship Tournaments, played at Pebble 
Beach, Del Monte, attracted many 
jewelers among the thousands who were 
present. Earl Bothwell, of San Jose, 
president of the Northern California 
Jewelers’ Golf Association, was one of 
those present from this section and 
among those who made much longer 
trips to see the tournaments were Frank 
A. Heitkemper, leading jeweler of Port- 
land, Ore., with his son Francis Heit- 
kemper and E. W. Reynolds, president of 
the E. W. Reynolds Co., and Mrs. Rey- 
nolds, who came up from Los Angeles. 

There is considerable zest for travel- 
ing by airplane among members of the 
International Silver Co’s traveling sales 
force, states E. V. Saunders, Coast 
manager for the company. A few days 
ago, Mrs. Bachelder, of the Educational 
Department, had to give service to a 
customer in Seattle. She left San Fran- 
cisco at 4 a. m. by plane and kept her 
Seattle appointment, which was for 1 
o’clock that afternoon. H. R. Albert, 
of the hotel sales force of the Interna- 
tional Silver Co., left the Los Angeles 
office one morning recently, flew to Agua 
Caliente in Mexico, transacted his busi- 
ness and was back home that evening. 
E. V. Saunders, who is leaving for a 
trip South, says he still prefers the train 


Los Angeles 


L. Jacobson, formerly in business at 
Banning, and who recently sold out, has 
opened a new store at Barstow. 

L. F. Traznik, formerly in business at 
Dallas, Tex., has opened a modern and 
well appointed store at 404 E. St., San 
Bernardino. 

Saturday, Oct. 5, is to be observed by 
the jewelry craft here, in general, as a 
holiday. it being one of the feast days 
of the Jewish church. 

Walter M. Rosenthal, manufacturers’ 
representative, 301 Transportation build- 
ing, has returned from a five weeks triv 
through the territory along the Pacific 
Coast. 

H. F. Mueller, well known jewelry 
salesman at Long Beach, will oven a 
new store at 127 Pine St., about Oct. 1. 
Mr. Mueller intends to establish a 
“show” place in the Los Angeles sub- 
urban city. 

Meyer T. Levy, vice-president of the 
E. Bastheim Jewelry Co., is on a good- 
will tour of the large cities up the Pacific 
Coast. He intends to call on all the cus- 
tomers of his house and have a hand- 
shake and a heart-to-heart talk. 

Ernest Hults, superintendent of the 
factory department of the James A. 
Apffel Jewelry Co., is touring the North- 
west, intending to go as far North as 
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British Columbia. He will make a sur- 
vey of conditions and the needs of the 
retail trade in the cities visited. 

Edwin P. Root, a visitor to Los 
Angeles, who has been for 54 years with 
the New Haven Clock Co., and is now 
the chairman of the board of directors, 
was a guest of the Los Angeles Ad- 
vertising Club at a luncheon at the Bilt- 
more, last week. Mr. Root discussed 
the advancement in industry. 

“Doc” Dobra, representing the Stern 
Mfg. Co., New York, was a_ business 
caller here last week. E. C. McKeen, 
western representative for the Waltham 
Watch Co., Louis Ospey, manufacturers’ 
agent, San Francisco, and Leonard Shi- 
man, of the Shiman Mfg. Co., New York, 
were also callers on the trade here last 
week, 

Nate Euman, of Joseph Bloom, man- 
ufacturing jeweler, has returned from a 
six-weeks trip through California during 
which he selected 20 jewelry stores, in 
various cities as agencies for handling 
emblematical goods of the B. P. O. 
Antlers, the junior order fathered by 
the Elks. Mr. Bloom has been appointed 
as manufacturer and distributor for 
these articles. 

Last rites for Albert N. Clark, a re- 
tired jeweler, were held last week at his 
late residence at 848 Hobart boulevard. 
Mr. Clark came to Los Angeles, in 1892 
from Flint, Mich., establishing himself 
in business here. He retired a few years 
ago. Mr. Clark was 73 years old. Many 
of the old-time jewelers attended the 
obsequies, and flowers were sent in pro- 
fusion by the craft. 

The Jewelers Artcraft Association of 
Los Angeles, an organization compris- 
ing manufacturing jewelers, engravers, 
watchmakers and diamond setters, have 
postponed their business meeting and 
dinner, to have been held, Tuesday, Sept. 
16, to Oct. 2. The meeting is in the 
nature of a conference, and will be held 
at the rooms of the Commercial Club. 
Business will be transacted, following 
the repast. 

The Southeast Jewelers’ Association, 
comprising nearly all the jewelers in 
Huntington Park and adjacent towns, 
will convene in their first business meet- 
ing since their recess for the summer. 
The meeting has been called for Wed- 
nesday, Oct. 9, and after discussing 
matters of intere + to their business, the 
members will enjoy a banquet. Ques- 
tions of prices, advertising and means 
for advancing the general welfare of the 
retail jewelers in that section of Los 
Angeles county are on the program for 
this initial meeting. 

E. S. Henry and F. J. Cannon, travel- 
ing representatives for Koke-Slaudt & 
Co., returned last week from their late 
summer and early fall selling trips, hav- 
ing covered the larger cities from Los 
Angeles to Seattle, Ore. Both men re- 
port that sales were satisfactory and 
that a noticeable gain was seen in the 
volume of business over that of the same 
period of 1928. “Trade in general over 
the Pacific Northwest reflected the op- 
timism felt by retail jewelers” remarked 
Mr. Cannon. “We look for a great 
Christmas holiday trade.” 
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(onditioning a Watch 


(Continued from the issue of Sept. 19) 


In factories, every watch is “banked 
to the drop’—both banking’ screws 
turned in so that escape teeth are 
just able to drop off a stone at the 
instant the fork comes in contact with 
one or the other of the screws—then 
both screws are turned open a slight and 
equal distance in order to give the 
proper degree of slide which also gives 
Now, if we bank the watch to the drop 
and have given a slight and equal 
amount of slide on both sides, it fol- 
lows that should the roller-shake be 
found unequal, it is properly equalized 
by bending the guard-pin towards or 
away from the safety-roller, not by 
opening one or the other of the banking 
screws a greater distance. 


: ET us now examine the lock, and this 

can be best done by turning the 
movement over and watching the lock- 
ing action thru the peep-holes. With 
one finger slowly turning the balance, 
we watch each tooth as it drops off a 
stone and locks on the other. At the 
exact instant a tooth falls on the lock- 
ing face of a stone, that is the whole 
amount of lock; the distance up the 
stone the tooth travels after that being 
merely the amount of slide. Lockings 
should not be too deep or strong on 
either stone, for strong lock has a 
tendency to slow the motion. Therefore, 
the slightest amount of lock that we 
KNOW is safe, is preferable. And if 
a tooth falls on the locking face cf a 
stone and holds without slipping or 
riding off to the impulse face, we can 
be sure the lock is safe. Also, we must 
remember that every tooth must be tried, 
for one or more may be longer or shorter 
than the others; and the lock must be 
safe on every tooth. Here, too, we must 
observe if there is ample space for 


clearance at all times between the back 





By Walter Sevrets 


of each stone and the teeth of the escape 
wheel. Unless light can be seen be- 
tween the two at all times, one or the 
other of the stones will have to be reset 
in such a manner that the space between 
it and the teeth will be increased. 

When we know the lockings to be safe 
and right, we can turn the movement 
over again and prove whether or not the 
roller-jewel has the proper depthening in 
the slot and if the fork is long or short. 
With a finger, move the balance to one 
side until the roller-jewel passes out of 
the slot. 

With a pointed tool laid against an 
arm of the third wheel and forcing it 
backwards, bring the balance back so 
the jewel re-enters the slot. Repeat the 
operation on both sides. If, as you force 
the third wheel backwards and move 
the jewel into the slot, the jewel strikes 
something and you cannot turn the 
balance more, that shows the fork to be 
long on that side. If, under the same 
test on the other side, the same thing 
happens, it can probably be remedied by 
tilting the jewel a trifle backwards. 
Bear in mind that the reason the jewel 
stuck was because there was not enough 
space between it and the outer edge of 
the slot and it struck at that point and 
prevented the balance from being turned 
further. By tilting the jewel back a 
little, this space is increased and thereby 
lets the jewel slip into the slot freely. 
But if it strikes on one side and not on 
the other, we can remedy it by bending 
the fork—the slot end—to that side on 
which it strikes. This draws that edge 
of the slot against which the jewel 
struck a greater distance away, thus 
providing more space for the jewel to 
enter. It does not take much of a bend 
in the fork to make the desired change, 
and can usually be done with a pair of 
stout tweezers without removing from 
the watch. Of course, by bending the 
fork to one side you likewise change the 





amount of roller-shake on both sides as 
well as the slide. Therefore, we must 
bend the guard-pin to equalize the roller- 
shake and turn one banking screw out 
and the other in to equalize the slide 
again. After that we make the same 
test as before, continuing until the 
roller-jewel passes freely into the slot on 
both sides when the train is forced 
backwards. 


HUS it can be seen why, at the start 

of the article, you were told not to 
change the position of the roller-jewel 
either forward or backward—it may 
have been tilted one way or the other in 
order to get the proper depthening in the 
slot. If we turn the balance until a 
’scape tooth just drops off a stone and 
then hold it in that EXACT position, we 
can, by grasping the fork in our tweez- 
ers and moving it from side to side, 
judge if the fork is short. If, when in 
this position, the stone against which a 
tooth has just dropped and locked, is 
pulled back, as the fork is moved from 
side to side, and the tooth rides off the 
locking face to the impulse face, the fork 
is said to be short. We can help it some 
by tilting the roller-jewel forward a 
trifle. We make this test on both sides, 
bearing in mind that the amount of play 
or shake felt must be equal on each side. 
In other instances we may have to give 
more lock to the stones in order to over- 
come our short fork or change the posi- 
tion of one of them to equalize it. This 
cannot well be explained on paper, at 
least not without diagrams, therefore, it 
would be foolish for me to try and ex- 
plain just what must be done in order 
to get the desired result. Chapters 
might be devoted to escapement match- 
ing and still all would not have been 
said; and that is not the purpose of this 
article. 


(Continued on page 131) 
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so convenient, fitting into out-of-the-way corners, 


and dirty. 
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Polishing 


Dust, 


in polishing 
silver, sewelry, 


etc. 


Palishing 
Dust Collector 


Conveniently arranged for quick work! 


No matter how little or much work you have to polish it should be done 
quickly and well—stores as well as workshops use these machines—they are 


yet keeping all other 


corners of the premises free from dust and dirt that formerly were dusty 


Without a Dust Collector You 
Must Breathe the Dust! 


Dust being very light will naturally float in the air and no matter 
how careful you may be you can't help but breathe it into your lungs 
when polishing—You must breathe the air and the dust is there laden 
with sharp irritating metallic particles from the metal article you 
polish. Needless to say this irritates the lungs and nasal passages, 
causing sickness sooner or later. Avoid it by using one of these con- 
venient, inexpensive dust collectors. 

Pays for itself in the gold it saves! 
This irritating metallic dust has no business in your lungs—let this 
machine breathe it into the lungs provided for it. The strong air 
suction or current of air at each of the dust hoods drags this dust 
into the cloth bags underneath the machine where it is easily re- 
covered, sent to the refiner, melted down and returned to you to pay 
the cost of your outlay first and an income to you ever after. 

Thousands in use in all sections! 
Cleanliness of shop and person is no respecter of location and so we 
find these dust collectors in as wide use in the West as in the Hast, 
in the South as well as the North, because they do as they promise— 
keep the shop clean, protect the operator's health, pay back their own 
cost and create an income for the owner where no income exists now. 
Sure reasons enough for the purchase of one of these highly valuable 
and surely necessary outfits. 

Strongly built to last a life time! 
These machines are very heavily built not on'y for the purpose of 
lasting a lifetime but also to eliminate vibration, sound, etc., so that 
they may be used anywhere without disturbing customers or other 
workmen or neighbors. 
The largest factories find them long-lasting and so do the small shops 
and stores—and lasting many years they give the same smooth service 
every one of those years. 

Costs only a few cents a day for electricity! 
You only pay for electricity according to how much you use the ma- 
chine. The heavier you press on the buff the more current will be 
used, but heavy pressing means a shorter run, so it equalizes the 
expense for current which even for the heaviest service rarely if ever 
exceeds a few cents daily. 
Comes complete all set up as shown and ready to begin work 
at once! 

Every machine on being completed is carefully tested for a half day 
or more under a strain much greater than it will ever be called upon 
to endure in actual service. It is then ready for you—it is shipped 
out all ready to begin work as soon as you receive it—it only being 
necessary to connect the electric wires to the motor. 
You can’t do polishing work efficiently or well with dust flying in your 
face—even a little dust, a very little, daily breathed constantly into 
your lungs is bound to affect the most robust in after years because 
it sticks there and accumulates day in and day out. 
Your present walls and ceiling if you have been polishing without a 
dust collector for any length of time will show you what your lungs 
will be like soon. So delay no longer! Act today! 


LEIMAN BROS., 23B Walker St. New York 0©U* COMPLETE ILLUSTRATED CATALOG 
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The Meaning of the H. 1. cA. 


Address by Paul Moore, Executive Secretary of the Horological Institute of America Before the 
American National Retail Jewelers’ Association in Annual Convention 


N the light of certain discussions, of 

which I have heard some rumbles, 
some men in the jewelry business per- 
haps feel like the Irishman who came to 
realize he had missed his calling. 

“Last night, at two o’clock in the 
morning,” said he, “when I was walking 
up and down the flure wid me bare feet 
on the oilcloth, wid a cryin’ child on aich 
arm, I could not help but remimber that 
me faither wanted me to be a praist, but 
I thought I knew better than he did.” 

When I was a little boy in Cincinnati I 
had an idea I would like to be a jeweler. 
Then for years I never had a thought 
that one day I would appear on the plat- 
form of a jewelers’ convention. 

I wish to help you—if I can. I wish 
you to help me—I know you can. I ap- 
preciate the opportunity afforded me, on 
behalf of the Horological Institute of 
America, of appearing before you. In a 
sense, I am not one of you. I am not “in 
the trade.” I get most of the things I 
put in my mouth and all the things I 
put on my back by the very “sweat of 
my brow” in the grind of a newspaper 
worker. Yet the best part of my 24 hours 
as they come in the cycles is given to the 
Horological Institute of America. 

I could talk all afternoon to you about 
the H. I. A., but I will attempt to touch 
only a few points in the picture. 

To primitive man there was dawn, 
noon, sunset. And that was TIME, so 
far as the day was concerned. I assume 
that retail jewelers have some knowl- 
edge of the Romance of TIME, so shall 
not address you as I would an audience 
of non-experts. The romance of time is 
one of the biggest assets in your busi- 
ness if you know how to use it. 

The illimitable, silent, never-resting 
thing called TIME. 

What does it mean to America—to 
you, to me? 

Take your daily newspaper over recent 
months. You learn of “timing the flights 
of birds,” of “getting there on time in a 
fog,” of a camera taking pictures from 
the air at a speed of 85 miles an hour, 
of a man driving an automobile at 231 
miles an hour, of the Bremen beating the 
Atlantic water record and the Graf Zep- 
pelin outrivaling Icarus and flying in the 
very face of the sun to demonstrate that 
not only can dreams come true to men 
of courage but that speed is a demand 
of this age. And last week a man flew 
at the rate of 368 miles an hour! 

But this old world travels 1000 miles 
every time the minute hand advances. 
That is speed! 


MAGINE the: condition of the world 
without the good watch! 





at Cleveland, Ohio, Sept. 19, 1929 


Picture it when the watch was begin- 
ning to be improved to meet the stand- 
ardization of time. There were only a 
few trains a day on many railroad lines 
then. L. F. Loree, a great railroad presi- 
dent, speaking before the Horological In- 
stitute, said: “No single element enters 
into transportation so continuously, so 
pervasively, or with such vital impor- 








The man, who perhaps more than any 
other was responsible for bringing order 
out of chaos in the time of the country— 
the late Webb C. Ball, a Cleveland man, 
said in my presence: “The railroad stan- 
dard watch of today is justly recognized 
as one of the most important safety 
appliances required in train operations. 
In these days of highly complex organi- 
zations it is called upon to perform a 
service of safety every hour and every 
minute both day and night, and it is as 
constant and necessary as regular pul- 
sations of one’s heart and lungs. No 
more faithful or dependable companion 
for mankind was ever devised by the 
hands of man.” 








tance as that of Time.” At one time there 


were over 70 different standards in 
America. Jefferson City, Mo., for in- 
stance, covered a district with an ex- 


treme difference of one hour and six min- 
utes. You recall the mountain hotel 
keeper who, when the clock struck 12, 
yawned and said: “Noon. Noon all over 
the world.” “No,” said a visitor; “it’s 
seven in the evening at Constantinople; 
half-past six in the morning at Hono- 
lulu; five in the afternoon in London; 
half-past ten at night in 

But the mountaineer interrupted with 
another vawn: 

“Wall,” he said, “thank goodness I 
live in a town whar noon’s noon.” 

And there is a lot of point in his 
argument. 

Dr. James H. Parmelee, Director of 
the Bureau of Railway Economics, pointed 
out at the last annual meeting of the 
Horological Institute, that the elimina- 
tion of the wastes of time in the handling 
of freight cars alone since 1920 to the 
railroads had a value of close to a bi'- 
lion dollars. The value of a minute of 
time in railroad operations mounted up 
into tremendous economic gains to the 
country. 

I talked with one of the Government’s 
star scientists the other day. Curiously 
enough I found him at noon checking 
up on his watch. What does time mean 
to him? He needs it in the one-millionth 
part of a second! 





E have developed a wonderful de- 

vice for locating quickly the position 
of a plane, and we have some marvelous 
guns. But the science of ballistics has 
not yet reached the stage when we can 
depend absolutely on the explosion of 
a time-fuse when shot straight ahead, 
and especially when shot up into the 
higher altitudes. You know the im- 
portance of barrage fire, the extreme 
accuracy of firing necessary for safe- 
guarding the lives of our own men; the 
importance, too, of “getting” that air- 
plane. Strange to say we have to im- 
port from abroad a clock mechanism for 
fuse work as the most reliable device 
now known, and—on the side—we had 
to import men to show us how to make 
and operate the device. Supposing there 
were another war. Must America be 
dependent upon foreign genius and for- 
eign workmen for this kind of aid? We 
were caught last time with a great de- 
ficiency of fine mechanical genius. Is it 
not time for us to think of this type 
of education? Is there not a field for 
what I might term “vision-wisdom” on 
the part of some American millionaire 
in the disposition of some of his surplus 
money? He cannot take it through the 
cemetery. The H.I.A. could use a million 
in its educational work with great profit 
to America. 

And what about aviation? You know 
the importance of the chronometer to 
ships at sea. Very important is it in 
the new science of aviation. Watch and 
clock mechanisms and the fine mechan- 
ician are vital. And not simply do they 
concern the aviator. Picture the day 
when there will be more ships flying. 





In the last six months almost 15,000 
people applied for licenses. Now, not 
only the 15,000 will be dependent 


for their very lives on their instru- 
ments and the exact and accurate work 
of mechanicians, but your child in your 
front yard may be dependent upon 
the working of those instruments and 
the functioning of those mechanicians. 
Even Warren Packard, nephew of the 
man whose wonderful watches have come 
to the Horological Institute, and himself 
a mechanical genius, lost his life in a 
plane some days ago. Who knows the 
reason? Believe me, not all the crashes 
are going to be against mountain sides 
or in the open fields. The day is coming 
when school yards may be affected. 
Now, can you see the meaning of the 
H.I.A.’s insistence on the production of 
the finest type of mechanician? It is not 
just a matter of a repair bench; it enters 
into the field of a national consciousness 
for accuracy, exactitude, the develop- 
ment of the finest- mechanical skill and 
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real craftsmanship. In aiding this work 
every one of you will be engaged in high 
patriotism, not a commercialism that 
might be suspected of selfishness. 

And yet there is a commercial side to 
this subject and let’s look at it on the 
commercial side. And there is a reason 
why it should be considered. It is the 
only side that appeals to some men. 
“Put a dollar in my hand,” they say, 
“and I am willing to give you a part 
of it.” That’s their life creed. They are 
not so much interested in saying: “I 
made a dollar; I'll give you part of it.” 


Ee look at the yease of the reputable 
retail jeweler. 

To enable him to give better service 
to the public, the retail jeweler needs at 
least five things. 

Standing before his people one Sunday 
morning a colored preacher said to them: 

“Breddern and sistern, we all gotta 
act-soon. We gotta do sumpin about 
de staus quo.” 

After the service one of the members 
said to him: “Pastoh, what am dis heah 
status quo?” 

Gathering his wits together the pastor 
replied: “Well, dat am de Latin fo’ de 
mess we’s in.” 

I might apply that story to the tariff 
situation in Wastington, but this is not 
a political meeting. If all I hear be 
true perhaps it applies in a measure to 
many jewelers. If so let them ask them- 
selves if the proper functioning of the 
Horological Institute of America will not 
aid to clean up the mess? What is it 
that the retail jeweler needs. I humbly 
suggest these five points as helps. 

1. A larger volume of business; as it 
is through increased sales and more re- 
pair work that his contacts with the 
public can be increased. 

2. A higher gross profit through the 
purchase of more higher price watches 
and through expansion of repair service. 
R. F. Nattan, of THE JEWELERS’ CiIR- 
CULAR, who has had much experience in 
surveying retail stores, has said that the 
watch department is the basis of success 
of the retail jewelry business. I be- 
lieve that every editor in the trade will 
agree with that statement. 

3. More and better craftsmen. Par- 
ticularly needed by the jeweler are 
watchmakers who have been certified by 
an accepted examining board. The jew- 
eler is usually a merchant, not a watch- 
maker, and knows little of the compara- 
tive abilities of various craftsmen. If 
those who are competent could be cer- 
tified, part of the jeyeler’s problem would 
be solved. 

4. In connection with this, you need an 
increased public respect for the watch- 
maker’s craft. Such would tend to raise 
the trade to a profession, and would at- 
tract to it more capable workmen. “A 
burnt child dreads the fire; a victimized 
customer either returns reluctantly or 
not at all,” says the Pacific Goldsmith. 
We need to secure not only a demand 
on the part of retailers for better watch- 
makers, but a wish on the part of watch- 
makers to become themselves more pro- 
ficient. The latter is a more difficult 








THE JEWELERS’ CIRCULAR 





undertaking than the first. The public 
is going to force the retail jeweler ulti- 
mately to provide the better workmen 
or question the goods he sells and the 
force he keeps. 

5. I will mention in this connection 
just one other thing you need—Protec- 
tion against unreliable or unscrupulous 
competitors. Such protection would be 
obtainable through membership in a na- 
tionally recognized organization. 

If I could announce this afternoon that 
some one had given us a million to erect 
the Time Building in the Nation’s Capi- 
tal, and that President Hoover would 
open that building I think most of you 
would wish to be members and have me 
reserve a seat for you at the banquet 








The jeweler is himself in a measure 
responsible for the lack of good work- 
men. Aside from oftentimes inadequate 
pay many a jeweler has enticed boys 
away from school before they have prop- 
erly learned their trade or have encour- 
aged schools that gave inadequate train- 
ing. The H.I.A. aims to get boys to 
take up watchmaking—girls could also— 
and get the schools to have right stan- 
dards; but it also aims to get the man 
out in the trade—perhaps with more 
than ten years of experience—to submit 
to test, and thus raise the standards of 
the men long at the bench, many of 
whom, as we have discovered, know little 
about the work. The Institute is in this 
way setting standards. Short cut train- 
ing is a real sin. When you encourage 
it you are lending yourself to the ruina- 
tion of another man’s property, and then 
having the effrontery to charge him 
for it. 








table. And in all seriousness—‘Odd’s 
zook,” as Shakespeare would say,—I can’t 
for the life of me understand any re- 
tailer holding back from supporting this 
work. I can understand a watchmaker 
who can’t do a good job, and does not 
wish to improve himself, fighting our 
Institute, for the issue is that he will 
not have the easiest time in the world 
if he is satisfied to be a botch. May 
be there are jewelers who rather desire 
to turn out poor work. 


HE Horological Institute is an aid 
to the jeweler in all the points I have 
suggested. 

One of the great problems is to get 
enough new students. The inducements 
are not sufficiently great to many Ameri- 
can young men. Some of you men could 
well take steps to help by endowment 
some of our best schools. 

Many a jeweler is not paying his 
watchmaker what he may be worth. On 
the other hand many watchmakers are 
not good enough to get good pay. It 
would not be a difficult thing for us to 
turn the H.I.A. into a labor union or- 
ganization on a basis of small annual 
dues and get in a lot of watchmakers 
who might have the hope we could force 
a rise in wages. That sort of thing is 
very foreign to the purposes of the H.I.A. 
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It is not a labor union idea at all. It is 
a nonprofiting, educational, scientific or- 
ganization. But it does have as its basis 
the bringing about of a better apprecia- 
tion of the watchmaker who is com- 
petent. 

What has certification already done? 
Here is the testimony of the President 
of the Oregon Retail Jewelers’ Associa- 
tion. Mr. Warren himself passed our 
two tests and is a “Certified Watch- 
maker”. He said in an address before 
the last State convention: “In my own 
shop a few years ago we averaged a 
little over $3.00 a job, and at the pres- 
ent time we are averaging about $5.50 
per watch job exclusive of crystal, or 
hands, or jobs under $1.00, which we 
do not record. We sell our knowledge, 
and positively will not take in a job 
without first examining it and quoting 
a price which we find saves a lot of 
dissatisfaction at the time we deliver 
the work”. Mr. Warren went on to say: 
“The time is coming when a store will 
be—well—just out of luck that does not 
employ a certified watchmaker. The cost 
of becoming certified is nothing com- 
pared with the benefit derived both to 
the owner of the store and the workman”. 

Apropos of this statement a watch- 
maker came to us last week to enquire 
about the tests. He had just made 
application for a position and had been 
refused, the jewelers stating they had 
had sufficient experience to be unwilling 
henceforth to take on any but a certified 
man. 

If you think all the men are competent 
let me say that at the last test 50 
per cent of the applicants-were rejected. 
One thing has already developed from 
the Institute. The standard, the quality 
of the work presented, has perceptably 
risen. That is very gratifying. 


HAT is the opinion of men who 
have been through the tests? Just 
a quotation or two from many letters: 

“Every watchmaker should try to 
make the Horological Institute of Amer- 
ica his goal. I see the need every day 
for the advancement of the fellows at 
the bench. I have worked at the bench 
for nine years and I know the there is 
a lot for me to learn.” 

“T see bad work almost every day 
which botches have done on watches. My 
faith lies in the development of the 
Horological Institute of America.” 

I talked recently with the superin- 
tendent of the watch section of one of 
the largest department stores in the 
world. They employ 15 watchmakers. 
“If one of these were to drop out, Mr. 
Moore, I don’t know what we would do,” 
he said. I went into another big organ- 
ization and talked with the head watch- 
maker, a real workman. “I have a son, 
but you know the young people these 
days,” he said with a look that spoke 
volumes. And yet a railroad president 
had said to me a few days before that so 
important was accurate time to him that 
he had reprimanded several of his 
directors for being late at Board meet- 
ings recently. The same day a prom- 
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inent lawyer showed me with extreme 
pride his watch and spoke of its qual- 
ifications in terms that few jewelers or 
even watchmakers would understand. 

We know there are good watchmakers, 
but we know there are not enough of 
them. 

Perhaps you do not know much about 
the Institute. By this time you will have 
gathered some conception of our aims. 
Much of the work is not on the black- 
board or told in the streets. But we are 
functioning, handicapped as to funds but 
making an impression, nevertheless, a 
growing impression, I believe. The 
chairman of the educational committee, 
who is also the treasurer, without a 
penny of compensation, has written more 
than a thousand letters involving much 
thought and labor on technical advice to 
individuals, manufacturers on subjects of 
education and kindred matters, and has 
given much of his time to conferences 
in many ways. Other members of the 
Institute have given their time, thought 
and money to the work. 

The average jeweler who knows only 
salesmanship has not entered into the 
“holy of holies” of his business. The 
man who can make any one of those 
watches in the Packard collection has it 
all over any salesman in the United 
States, even the much-discussed Mr. 
Shearer. The amount of manual skill 
that watchmaking requires is great. You 
ean capitalize on that thought, by 
educating the public to it; at the same 
time put more money in your own pockets 
and more pay in the watchmaker’s en- 
velope. If you had the right idea of a 
watch you could make the world talk 
about watches as now it talks about au- 
tomobiles, radios, and airplanes. That 
is one thing the Horological Institute is 
trying to do. But our ability in an office 
to “talk” is measured to some extent by 
the number of postage stamps we may 


have. Many a retail jeweler has not 
contributed a two-cent stamp to the 
campaign. 


And in that great gift of the Packard 
watches we have an added reason for 
developing and expanding our work. You 
have heard something about this collec- 
tion. But it is a subject that bears repe- 
tition. James Ward Packard was a great 
American. He was a mechanical genius 
and a lovable man. He made a collection 
of remarkable timepieces. Living not 
far from Cleveland he went to a hospital 
in this city when serious illness came 
to him. Here he passed on. His will 
left the watches to the Cleveland 
Museum of Art. With remarkable gen- 
erosity the director, and trustees of that 
museum, with the hearty approval of 
Mrs. Packard and the executors of the 
estate, agreed that the Horological In- 
stitute could make better use of the 
watches than could come from simvly 
their exhibition in a museum case. This 
wonderful collection was freely transfer- 
red to the Institute. 


HAT will we do with them? Guard 
them as sacred treasure, but use 
them to inspire young America. They 
will be a great asset in our educational 
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work, and then they will be the nucleus 
of what we hape will someday be the 
greatest collection of timing devices in 
the world. We have a late start. But 
we believe that a TIME BUILDING in 
Washington is the logical place for such 
a collection. The capital of this nation 
is to be the most magnificent city in 
the world. The government has entered 
at last upon an adequate building plan. 
Many beautiful buildings are to be erect- 
ed for this or that cause. Art, music, 
literature, religion—even paints and 
drugs, and cleaning material—will have 
their shrines. What is Time to the na- 
tion? Shall there not be a Time Build- 
ing, where the wonderful romance of 
TIME can be visualized to the millions 
who will visit such a building as they 
visit the Lincoln Memorial or the White 
House? In such a building the Packard 
watches will be shown. But such a 
building will not be a dead museum but 
headquarters of an educational organiza- 
tion of broad purpose—the development 
of the finest type of mechanicians for 
America. 

It is our desire that included in this 
building there shall be a planetarium, 
and that the whole meaning of Time may 
be presented. 

Some of the educational work will 
center around a traveling exhibit of 
Horology, which can be placed in high 
schools and other places where it would 
be seen by young men and women who 
are considering the problem of choosing 
a vocation. This exhibit could easily be 
devised to suggest the fascination of 
horological pursuits, show the achieve- 
ments of early and late masters, and 
convey the idea of the economic and so- 
cial advantages to be secured by becom- 
ing a proficient watchmaker. 

It can easily be seen that from such 
exhibits could flow benefits to Horology 
quite aside from interesting young men 
in becoming watchmakers; they could 
easily strimulate interest in watches— 
better watches in the minds of many 
people who are satisfied with time pieces 
of inferior quality, simply because they 
do not know enough about watches in 
general to appreciate the higher me- 
chanical qualities, which, when under- 
stood, are deemed to be well worth the 
price. : 

Scholarships for deserving young men 
and women could be established to en- 
courage them to adopt the vocation of 
horology. I know of nearly 200 student 
loan funds for the “white collar” stud- 
ents. It is not time for our generous 
rich people to give a little thought to an- 
other type of education? A billion has 
gone to Harvard, Yale and 140 other col- 
leges. Are we asking too much when we 
talk about a million for our building and 
two million for the endowment of the 
development of mechanical genius? How 
many jewelers have ever given anything 
for the trade’s advance? 

One of the troubles of many people is 
they never have a dream; their minds 
are centered on the little things. I hope 
no jewelers are like the man who was 
suffering on the operator’s table, both 
from pain and the fear at the sum the 
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surgeon would extract from him. Finally 
he could not restrain himself any longer 
and he blurted out from semi-conscious- 
ness: “Doctor, how much will this oper- 
ation cost me?” 

“One hundred dollars,” the doctor re- 
plied. 

“But doctor, I want just plain sewing, 
no hemstitching.” 

Individual selfishness 
problem of national scope. 


can create a 


HE spirit of our work is the voluntary 

spirit. We use no compulsion. We 
ask every retail jeweler who himself 
claims to be fair and reputable—is not 
the work helpful to you, desirable for 
the nation? If so we need your co- 
operation, not just a vote in a perfunc- 
tory resolution of an approval, but a 
membership basis in the Institute. Will 
you lose anything if you give us five or 
ten dollars a year? Of course you will 
not. I wonder which is really worth 
most to the jewelry trade—the H. I. A. 
or one of your annual dinners. It is my 
judgment that if the H. I. A. were really 
adequately supported it would do such a 
work that you could all increase the 
amount of your junketing funds. 

Cooperation is akin to brotherhood. 
In that we sink certain personal priv- 
ileges and unite for the good of the 
family, the common good. We need 
your strength. We believe we can con- 
tribute something to your advancement 
and happiness. 

Time is a Tomb-builder. 
Opportunity. 


But Time is 








Conditioning a Watch 
(Continued from page 125) 


After our examination and adjust- 
ment of the escapement, we have only to 
put on the dial and the hands. As I 
said before, make sure the hour-wheel 
pipe and the fourth-wheel pivot come 
up in the center of the dial holes with 
plenty of room for clearance. Make 
certain that all three hands move freely, 
do not touch each other or rub on the 
dial, and the job is completed. 


EFORE concluding I would like to 

add a few words. Good motion on 
the balance is essential to good time- 
keeping results, so be sure it motions— 
a turn and a quarter—in all the posi- 
tions. A well trued and poised balance 
makes for accurate timekeeping—don’t 
overlook it. A _ perfectly levelled and 
centered hairspring has much to do with 
timekeeping, as, also, has an overcoil 
that is centered between the pins and 
is pronerlv circled. Good motive power 
is necessary to good motion—don’t over- 
look a set mainspring. Don’t leave the 
regulator-pins wide open in this watch— 
it times better when they are closed 
tight so no light shows on either side. 
Don’t forget to keep the overcoil from 
rubbing on the under side of the center- 
wheel—vou know the two run real close. 
And after the watch is in the case, see 
that the hands do not rub on the crystal. 
If you do all these things, this watch will 
tell time as it should. 
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AMERICA’S MOST 
SUCCESSFUL AUCTIONEER 


J. A. CONN auctioneer 





Local ana nce 415 SWETLAND BLDG. ee 
Slicce exes CLEVELAND, OHIO et 





List of a Few Sales I Have Made 


WRITE THEM ALL—THEN WRITE, PHONE 
J. A. CONN ; OR WIRE ME. 





. : ; Sigler Bros. Co., 1017 Euclid Ave., Cleveland, Ohio 
I conduct all sales J. A. Zang & Son, Alliance, Ohio 


Frank B. Ross, 10 East Long St., Columbus, Ohio 


personally. G. Gribs Co., Dover, Ohio 
Thod Ackley Co., Warren, Ohio 
You can consult Nelson Bros., Marion, Ohio 
S. E. Barlow Co., Georgetown, Ky. 
Conn Confiden- Luda and Taylor Co., Cedar Rapids, Iowa 
George Clark Co., Loraine, Ohio 
tially. Evans Jewelry Co., Orlando, Florida 
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CONSTANT GROWTH 















Nicely Handled With 
reflects Torit Apparatus! 
DEPENDABLE SERVICE TORCHES 
and Complete Outfits 


for Oxygen and Gas 
or Air and Gas 


OXYGEN and AIR REGULATORS 


Ask for Literature 
ST. PAUL WELDING & MFG. CO. 


166 WEST THIRD STREET ST. PAUL, MINN., U. &. A. 






Dependable service, square 
dealing, honest and efficient 
methods, specializing in the 
selling of the jeweler’s own 
stock profitably is reflected in 
constant growth of my busi- 
ness. I personally conduct all 
sales, and have associated with 
me a high-class gentleman: it’s 
two auctioneers for the price 
of one. I never send substi- 
tute to fill my dates. 


Late sales: L. F. Chadband, 
Bloomington, IIl.; H. T. 



































Refraction and Motility 
of the Eye 


With special chapters on Color Blindness, Field of Vi- 
sion, The Relation of Functional Eye Diseases to 

eral Medicine. By Ellice M. yy img “Adjunct Professor 
of Diseases of the Eye in the New York Post-Graduate 
Medical School and Hospital, etc. 122 IIustrations. 
Extra Cloth. 376 pages. Price, $2.50 net. 












Craig. Champaign, IIl. 
Write them as to methods used, ability and prices secured 


in sales. 


EDWARD R. TYLER 


6237 CHAMPLAIN AVENUE, CHICAGO 


Auctioneer for Legitimate Jewelers 













The Optical Journal and Review 
239 W. 39th St., New York 
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Special Notices. 


Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5¢ a word. 

Heavy type, 10c. a word; minimum 
charge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 

Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 

In answering ads, do not enclose original 
letters of recommendation, send duplicates. 

To avoid unnecessary correspondence 
kindly mention location in advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 50c. for first 25 
words, 5c. for each additional word; 
minimum charge, 50c. 








STENOGRAPHERS, bookkeepers, typists, 
clerks furnished, no charge. Fulton Agency, 
93 Nassau St., Cort. 5051, New York. 





set stones; 
B. Kit- 
Tex. 


JEWELER, also 
South preferred. A. 
8th St., Wichita Falls, 


ENGRAVER, 
first 
chens, 


class; 
712 





STENOGRAPHER, assistant bookkeeper, five 
experience; conscientious. Address 
Jewelers’ Circular. 


years’ 
“D., 3500,” care 


SALESMAN, experienced instal- 
of references, desires position. 
3594,” care Jewelers’ Circular, 


JEWELRY 
ment, best 
Address “V.., 





DESIGNER, French, platinum jewelry and 
watch experience, desires position. 
Address “R., 3526,” care Jewelers’ Circular, 





credit ; 


MANAGER, long experience, cash or 
Ad- 


best of reference and bond furnished. 
‘P., 35 Circular. 








branch 
seeks 
Address 


EXECUTIVE, experienced in 
of the instalment jewelry 
connection with responsible outfit. 


every 
business 





“W., 3442,” care Jewelers’ Circular. 
JEWELER AND DIAMOND SETTER, ex- 
perienced in new work and repairing: store 


preferred. Address “‘C., 3498,” care Jewel- 


ers’ Circular. 


SALESMAN, RETAIL STORE: all around 
experience; young man, neat appearance: 
best of references. Address “K., 3515,” 
care Jewelers’ Circular. 





COMBINATION MAN, jeweler, engraver and 


stone setter: 12 years’ experience; good 
habits, excellent reference. Wire or writ 
30x 38, Hattiesburg, Miss. 

MAN. married, desires to connect with firn 


experience in the plating line; 
reference. H Wilks, 
Bronx, N. Y 


with future; 
salary no object: 
1410 Prospect Ave., 


all around on new 
also estimates, wishes 
highest credentials 
care Jewelers’ Circular. 


JEWELER, first class 
and repair work, 
position with store; 
Address “B., 3497,” 


YOUNG LADY. eight years’ experience. sell- 
ing, filling orders, and packing, with whole- 





sale concern. Address “F., 3610,” care 
Jewelers’ Circular. 

QUALIFIED SALESMAN, young man, de- 
sires position with progressive retail con- 
cern. Address “A 3599.” care Jewelers’ 


Circular. 





PAWNBROKING CLERK with 18 vears’ ex- 
perience, best of references. desires con 
nection. Address “W., 3595,” care Jewel 


ers’ Circular 





WATCHMAKER, experienced on all kinds of 
watches, can also do fine casines. wishes 
steady position: references Address . 
3602,” care Jewelers’ Circular. 





SALESMAN, 21. 
with direct American 
sires similar position: 
dress ‘*X., 3596,” care 


four years’ inside exnerience 
watch jobber, de- 

best references Ad 

Jewelers’ Circular 





SALESMAN, credit jewelry, experienced in 
all its branches. looking for permanent 
position anywhere; employed at present 
Address “Q., 3589,’ care Jewelers’ Circular. 





YOUNG MAN, 23, experience in the Swiss 
watch line for seven years, desires any 
position open: can secure best reference 


Address “B., 3606,’ care Jewelers’ Circular 





YOUNG MAN, 20, five years’ experience 
stock and repair clerk in wholesale watch 
concern: best of references. D. L. Meyers, 

_ 371 East 165th St., New York. 





JEWELER AND DIAMOND SETTER. many 
years’ experience on all kinds of jewelry 
work and stone setting. “Jeweler,” 920 N. 


13th St., Waco, Texas 




















dress 3522,” care Jewelers’ 
~} . 3S ENGRAVER wishes a 

YOUNG MAN, eight years’ all around ex- | HIGH CLASS ENGRAVER wishes to make 
perience in wholesale jewelry and novelty : oe vaediedie 0 f, saiae r¥ ria ae 
house, wishes permanent connection. Ad- 3E48 Reco yo Bae TE sa aes , 
dress “J., 3338,” care Jewelers’ Circular. 0046, Care Jewelers Circular. 

HIGH GRADE Swiss watchmaker competent YOUNG LADY, has had several years’ ex- 
on all makes, sizes and grades, 20 years’ perience general office routine, typist, de- 
experience, desires a change. Address sires position. Address “A., 3541,” care 
“N., 3391,” care Jewelers’ Circular. Jewelers’ Circular. 

HEAD WATCHMAKER seeks permanent | pIRST CLASS ENGRAVER would like to 
position with a good concern; prefer Man- make a change; will furnish reference and 
hattan or vicinity. Address “T., 3440,” sample of work. Address “G.. 8569,” care 
eare Jewelers’ Circular. Jewelers’ Circular. ; : 

SALESMAN-MANAGER, 20 years’ experi- | COLORER AND POLISHER wants steady 
ence, at present connected, desires change ; work; emblems a specialty; will go anv- 


available at once; cash or credit. Address 


“Z., 3447,” care Jewelers’ Circular. 





where: references. Address “T., 


care Jewelers’ Circular. 


Sr 








HUB AND DIE CUTTER, thoroughly ex- 
perienced, artistic and accurate, desires a 
permanent position. Address “Y., 3539,” 
care Jewelers’ Circular. 





WATCHMAKER, 
ence Swiss and 
position in New 
dress “K., 3560,” 


22 years’ experi- 

American watches, desires 
York or Brooklyn. Ad- 
care Jewelers’ Circular. 


German, 





DESIGNER, experienced high class platinum 
jeweler, up to date ideas, desires position 
with reliable firm. ‘Designer,’ 46 2nd St., 
Weehawken, N. J. 





YOUNG LADY, had four years’ experience 
office detail work, knowledge of stenography 
and typing, desires position. Address ‘“C., 

5 care Jewelers’ Circular. 


3565,” 





SALESMAN, middle age, under- 
jewelry and optical business, also 
start at once; till Christmas or 
Box 24, Ridgefield Park, N. J. 


RETAIL 
stand 
repairs ; 
permanent. 





EXECUTIVE AND SALESMAN, 14% years’ 
retail experience, invites offers; can take 
complete charge of store if necessary; only 
interested in good future. Address “P., 
32 ’ care Jewelers’ Circular. 


320i, 





FIRST CLASS ENGRAVER, valuable assist- 


ant to watch department, American store, 
New_York State or adjoining; experi- 
enced: best Hervieux, North 


reference. 
Fair Haven, N. Y. 





YOUNG LADY, seven years’ experience in 
retail jewelry store, wishes permanent posi- 
tion; reliable and conscientious worker ; 
best references. Clarice Burnett, Sullivan, 
Ind. 





well acquainted, thorough 
knowledge and value of wholesale dia- 
monds; responsible opening only con- 
sidered. Address “R., 3400,’’ care Jewelers’ 
Circular. 


SALESMAN, 





YOUNG LADY, 30 years old, seven years’ 
office detail experience in high class retail 
and wholesale concern; knowledge of ste- 
nography. Address “G., 3386,” care Jewel- 
ers’ Circular. 





FINE WATCHMAKER wishes position with 
good firm; highly experienced on all makes: 
best references; can take full charge; 
salary $60. J. Herman, 406 Liggett Bldg., 
Detroit, Mich. 





WATCHMAKER, JEWELER, flat top dia- 
mond setting and engraver, age 34, 15 
years’ experience, neat appearance; A-1 
reference; must be permanent. Address 
“C., 3465,” care Jewelers’ Circular. 





JEWELRY POLISHER AND PLATER, now 
only partially employed, wants steady job; 
moderate pay: good references; will go 
anywhere. Address  . * 3511,” care 
Jewelers’ Circular. 


ALL AROUND MAN, 
finest workmanship, would like 
position with good firm in or 
Address “A., 3510,” care 


ENGRAVER, capable 
to do the 
permanent 
out of New York. 

Jewelers’ Circular. 





MAN, 15 years’ experience, buying, 
appraising, wholesale or retail; Al 
G. Lewis, 155 B. 118th St., 

Y. Y. Phone Belle Har- 


YOUNG 
selling, 
references. H. 
Rockaway Park, N. 
bor 6095. 








Al combination watchmaker, jewelry re- 
pairer, also plain engraver, 26 years’ ex- 
perience; salary required $50 per week. 


Address D. E. Berryman, 2347 S. 10th St., 


St. Louis, Mo, 





ASSISTANT WATCHMAKER, 20, three 
years at bench, tools, references, high 
school graduate, desires permanent posi- 
tion in New York or Albany. Address 
“E., 3506,” care Jewelers’ Circular. 
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six 
and 


YOUNG LADY, bookkeeper and typist, 
years with wholesale diamond, watch 
jewelry concern: competent to take com- 
plete charge office; selling experience. Ad- 
dress “E., 3611,” care Jewelers’ Circular. 





YOUNG MAN, executive ability, experienced 
salesman and window dresser, wishes to 
connect with a reputable high class con- 
cern. Address “C., 3600,” care Jewelers’ 
Circular. 





WATCHMAKER desires permanent position 
in New York City or vicinity: can also do 
jewelry repairing and selling: best refer- 
ences. Address “P., 3574,” care Jewelers’ 
Circular. 





YOUNG MAN, 24, seven years in jewelry 
line, three years of practical watch and 
clock repairing; selling ability; New York 
or Texas preferred. Address “O., 3603,” 


care Jewelers’ Circular. 





YOUNG LADY has 
ence as assistant 
order department and knowledge of 
writing, desires position. Address 
3607,” care Jewelers’ Circular. 


years’ experi- 
charge of 
type- 

ge ae 


had five 
bookkeeper, 





SALESMAN, high grade, inside, retail, whole- 
sale, off the road for balance of the year; 
ten years’ retail experience, watches, dia- 
monds and jewelry. Address “M., 3601,” 
care Jewelers’ Circular. 





SALESMAN with thorough knowl- 
edge of wholesale branch; also familiar 
with executive department in any capac- 
ity ; desires office connection. Address “O., 
3573,” care Jewelers’ Circular. 


WATCH 


, 9? 
v0 10, 





INSTALMENT SALESMAN, well experienced 
in credit ‘jewelry retailing, capable esti- 
mator on repairs, desires position with 
future in place of present one. Address 
“K., 3583,’ care Jewelers’ Circular. 





knowledge of credit 
llections, de- 
several years’ 

Address “L., 


YOUNG MAN, thorough 
business, from selling to ec 
sires to make connections; 
experience ; salary secondary. 
3586,”" care Jewelers’ Circular. 


WATCHMAKER, with several years’ ex- 
perience on all watches, American, Swiss, 
railroad and bracelet watches; have own 


Address “E., 3549,” Jewelers’ 


Circular. 


toois. care 





WATCHMAKER, young maried man, eight 
years’ experience, A-1 mechanic, good sales- 
man, window trimmer, college education ; 
salary $50. Box 48, Baton Rouge, 
Louisiana. 





RETAIL SALESMAN, 12 years’ 
desires position with retail store; 
married; capable of managing entire store: 
highest references. ye 3531,” 


Address “X., 
care Jewelers’ Circular. 


experience, 
‘ 


age 2? 
age < 


209 





SALESMAN WITH OWN CAR, excellent 
trade in New York State, New Jersey and 
Pennsylvania, wants jewelry line or watch 
line; good references. Address “E., 3568,” 
care Jewelers’ Circular. 





YOUNG 
road and 
tion with watch or diamond house; 
and executive ability. Address ‘“Q., 
eare Jewelers’ Circular. 


MAN, eight years’ experience on 
in office, desires to make connec- 
selling 


3524,” 





SALESMAN EMPLOYED NOW desires posi- 


tion with high class retail jeweler: 14 
years’ experience: give estimates on new 
work and repairs: A-1 reference. Address 


“Z., 3540,’ care Jewelers’ Circular. 














A-1 WATCHMAKER, young man, desires 
permanent position with reliable store; 
single and settled; best references; come 


at once; wire or write; Bradley graduate. 
Address V. Vick, Manatee, Fla. 





SALESMAN NOW EMPLOYED _ desires 
change to permanent position in instalment 
or retail jewelry store: age 27, with ten 

years’ experience: can do buying or assist. 

Address ‘“‘N., 3518,” care Jewelers’ Circular. 





YOUNG 
with 


LADY, several 
ring manufacturer, 
gold office, such as taking 
stock and other detail work. 

3566,” care Jewelers’ Circular. 


vears’ experience 
desires position in 
care of orders, 


Address “B., 





WATCHMAKER 
ality you will 


whose ability and person- 
like; well experienced, all 
grades and makes: optometrist: references ; 
state salary: married. Daniels, 52 Pine 
St., Stoneham, Massachusetts. 





MANAGER, vigorous, forceful, desires con- 
nection with progressive instalment organi- 
zation: pleasant but shrewd, aggressive but 
friendly: well educated, convincing talker. 
Address “H., 3554,” care Jewelers’ Circular. 





ALESMAN, responsible, exceptionally large 
acquaintance, large and small cities, job- 
bers and retailers Middle West, South and 
Pacific Coast, seeks permanent connection. 
Address “‘N., 3561,” care Jewelers’ Circular. 


77) 





POSITION AS WATCHMAKER wanted by 
Oct. 15: factory, store and shop experi- 
ence: $60 per week; expert on bracelet 
work; American, age 39: references A-1: 
if vou want a reliable man answer at once. 
Address “K., 2232,” care Jewelers’ Circular. 





ALERT YOUNG MAN. acquainted with 
salesmanship, window dressing. estimating 
special order work and repairs, desires 
connection with a reputable concern in 
New York City. Address “D., 3333,” care 
Jewelers’ Circular. 





A FEW MONTHS’ WORK WANTED in 
Eastern jewelry and watch repair shop, 
by experienced jeweler, to get some “inside 
dope” in order to start own shop: small 
wages. Address “G., 3417,’ care Jewelers’ 
Circular, 





SALESMAN, retail, Christian, past 18 vears 
in charee diamond department large store, 
Metropolitan district, seeks position New 
York City : used to special order work. ete 
references. Address “Salesman, 3407,” 
care Jewelers’ Circular. 





BOOKKEEPER-SECRETARY, full charge; 
note specialist, executive ability, thor- 


oughly experienced, absolutely dependable, 
highly qualified; 8 years with leading 
watch concern. Address ‘“K., 3477,’ care 
Jewelers’ Circular. . 





YOUNG LADY, bookkeeper-stenographer, 10 
years’ experience, 5% years with watch 
importers; take full charge; thoroughly 
competent and reliable; highest credentials 
furnished. Address “B., 3462,” care Jewel- 
ers’ Circular. 





BUYER; experienced jewelry buyer thor- 
oughly qualified to assume full charge of 
merchandising jewelry and diamond de- 
partments, in either wholesale or retail 


references. Ad- 


organization: excellent , 
Jewelers’ Circular. 


dress “P., 3478,’ care 


COMPETENT SALESMAN, acquainted with 
cash or credit line, seeks immediate con- 
nection in New York: full charge of win- 





dow trimming, cardwriting, estimating re- 
pairs: references. Address “O., 3562,” care 
Jewelers’ Circular. 

CHAIN MACHINE OPERATOR, age_ 30 


years, competent, reliable, desires position ; 


experienced on various types German ma- 
chines; can make own tools: also under- 
stands soldering and finishing. Address 


eare Jewelers’ Circular. 


*©., 3519,’ 





desires 
position ; 


ENGRAVER; first 
either permanent or 
would consider two or three months’ en- 
gagement for holiday season. Address 
“Engraver,” 3417 Bessmer Blvd., Birming- 
ham, Ala, 


class engraver 
temporary 





BOOKKEEPER, STENOGRAPHER; charge 
of office, handle correspondence, wait on 
trade; diamond, stone house or manufac- 
turer; thoroughly experienced: highest 


“M., 3585,” care 


Address 
Circular. 


references. 
Jewelers’ 





YOUNG MAN, 18, high school education, two 
years’ experience with wholesale jewelry 
coneern, presently employed, knowledge of 
shipping, desires position with chance of 
advancement. Address “P., 3604,” care 
Jewelers’ Circular. 





WATCHMAKER DESIRES 
thoroughly experienced all 


POSITION : 
kinds railroad 


and bracelet watches; have tools: salary 
or commission ; references furnished. 
“Watchmaker,” 210 West 3rd St., Dayton, 
Ohio. 





WATCHMAKER, sixteen years’ 
American and Swiss watches, age 34, 
American born, married, neat appearance, 
A-1 reference; permanent position only, or 
would consider doing watchwork on com- 
mission basis in store only. Address “G., 
3464,” care Jewelers’ Circular. 


experience, 





FIRST CLASS jeweler and diamond setter, 
married, 32 years of age, executive ability 


as manager of retail repair department, 
desires connection with high class con- 


cern; thoroughly experienced in estimating 
and selling ; excellent references. Address 
C., 3613,” care Jewelers’ Circular. 





YOUNG LADY, 
with opportunity, 


Christian, desires position 
with reliable firm; have 
had seven years’ experience in retail 
jewelry store, also experience in window 
dressing; reliable and conscientious worker ; 
—_ references. Clarice Burnett, Sullivan, 
Ind. 


POSITION OF TRUST desired by person 
able to manage office and wait on trade; 
understands financing, cost accounting, 
bookkeeping, correspondence, stenography, 
cables and all office detail; unqualified ref- 
erence. Address “O., 3584,” care Jewelers’ 
Circular. 





A REAL EXPERT watchmaker 
man of the highest type, with executive 
ability, desires change in fine store as 
salesman and manager of store or repair 
department; American, married: good ref- 
erences; pleasant and tactful; state what 
you have to offer. Address “Salesman,” 
1635 Worth St., Ft. Worth, Texas. 


and sales- 





YOUNG MAN, eight years’ experience as 
assistant manager, salesman with Swiss 
watch importer, thoroughly conversant 
with office routine, picking and following 
up orders, supervision of watchmakers, 


and knows materials; honest and con- 
scientious worker; best of references. Ad- 
dress ‘“‘N., 3473,” care Jewelers’ Circular. 





EXPERIENCED SILVER SALESMAN, now 
in charge of merchandising in large retail 
jewelry store, desires connection with re- 


sponsible silver manufacturer, as traveling 
salesman in Southern territory: have had 
both retail and wholesale experience and 
ean furnish best references. Address “G., 
3508,” care Jewelers’ Circular. 


WANTED IMMEDIATELY, by young mar- 
ried man, position in first class store; am 
first class watchmaker and diamond setter, 
also fair jeweler and engraver; Carolinas 
or Virginia preferred; have ten years’ ex- 
perience and am competent to take charge, 
estimate, etce.: good reference: own tools. 
Address “T., 3592,” care Jewelers’ Circular. 
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SITUATION WANTED as designer and 
modeler or as partner in a jewelry manu- 
facturing business; I was a_ successful 
salesman on Fifth Ave., New York, but 
became a teacher of jewelry designing and 
making; now I am again ready for busi- 
ness; let’s build up one of the finest fac- 
tories in town. . A. Jakobb, 217-01 
Bayside Blvd., Bayside, L. I., N. Y. 





CHAMPION WRESTLER on six jewel brace- 
lets, minute repeaters included; fit cylin- 
ders and repair them $10 per week more; 
all round jeweler, flat top diamond setter ; 
all round rotten engraver, window dresser 
and floor sweeper—anything else? Top 
notch wages; make offer: permanent posi- 
tion: South preferred. Address “D., 3505,” 
care Jewelers’ Circular. 





PRODUCTION EXECUTIVE, with excep- 
tional record, creator of tool made 
diamond mountings, stone rings, etc., 
desires position to assume full responsi- 
bility for production of factory. Ad- 
dress “D., 3567,” care Jewelers’ 
Circular. 





CLOCK importers manager 
of concern just out of business due to 
death of owner, is open for sound propo- 
sition: have trade of former concern that 
earried over 100,000 dollars business year- 
ly; know foreign markets and have com- 
plete knowledge of watchmaking; confi- 
dential. Address “L., 3559,” care Jewelers’ 
Circular. 


WATCH AND 





CREDIT STORE MANAGER, 28, married, 
fully competent in buying, sales, 
collections, credits advertising, systems, 
window trimming; excellent refer- 
ences; available anywhere immediately ; 
salary $5200 year. Address “V., 
3529,” care Jewelers’ Circular. 





SALESMAN of the highest type, with thor- 
ough knowledge of the jewelry retail busi- 
ness, expert originator on new work, re- 
modeling, estimating and taking full charge 
of the repair department, desires connec- 
tion with high class concern; 17 years’ 
practical experience, best of references as 
to ability and _ integrity. Address “A., 
3614,” care Jewelers’ Circular. 





CRACKERJACK RETAIL SALESMAN, 
20 years’ experience, executive ability 
to manage store, buying in various 
departments if necessary, particularly 
diamonds and watches, is open for 
immediate connection with reliable 


eoncern; unquestionable references. 
Address “A., 3563,” care Jewelers’ 
Circular. 





SALESMAN with established following job- 
bers and retailers, experienced all around 
in jewelry and diamonds, desires perma- 
nent connection with reliable firm manu- 
facturing platinum or white gold mount- 
ings, bracelets, loose diamonds, etc.; un- 
questionable reference; immediate reply 
desired. Address “Y., 3597,” care Jewelers’ 
Circular. 





SALESMAN, live wire, desires to affiliate 
with responsible firm; thoroughly ex- 
perienced in all branches of the jewelry 
business; have high grade following 
throughout United States with excep- 
tion of California; prefers loose dia- 
mord or high grade mounted line; 
unquestionable references. Address 
“C., 3564,” care Jewelers’ Circular. 


Lines Wanted. 


Se. a word; minimum charge, $1.25 





WELL RATED DIAMOND MAN, 25 years’ 
experience with an office in Chicago would 
like to make connections with diamond im- 
porter who desires representation ; commis- 
sion basis. Address “Circular, 159,” 1104 
Heyworth Bldg., Chicago, Ill. 


Belp Wanted. 


Se. a word; minimum charge, $1.25 








ENGRAVERS, all round men, chasing and 
cutting for enamel, Masonic emblem work ; 
steady work. The Chas. A. Berkey Co., 
1424 Woodward Ave., Detroit, Mich. 





WANTED, JUNIOR SALESMAN for retail 
credit jewelry store; permanent position. 
Apply Mr. Aaron, care Bypel, 363 Steinway 
Ave., Astoria, L. I 





WANTED, thoroughly experienced man or 
woman to assort diamonds for a large 
loose goods diamond house. Address “Q., 


3575,” care Jewelers’ Circular. 





BOY WANTED for shipping department, 
mail and express; experienced. Fred 
Kaufman, 576 Fifth Ave., New York. 





cutting, 


ENGRAVER, first class, enamel 
Address 


ornamental, lettering; steady. 
“S., 3527,” care Jewelers’ Circular. 





factory office; 


GIRL, some experience in 
Address “A., 


state salary and references. 
3582,” care Jewelers’ Circular. 





ASSISTANT WATCHMAKER: permanent 
position, good opportunity. Abelson’s Inc., 
855 Broad St., Newark, New Jersey. 





COMBINATION MAN, clockmaker, engraver 
and other branches; references and details 
in first letter. Ward’s, 23 Main Street, 
Yonkers, N. Y. 





COMBINATION watchmaker and optician 
wanted: must have Michigan optometrist’s 
license. Apply Jos. Gumm, Jackson, 
Michigan. 





JEWELER, ENGRAVER and stone setter; 
steady position, South; send full particu- 
lars in first letter. Address “B., 3282,” 
care Jewelers’ Circular. 





WANTED, watchmaker and engraver; state 
experience. and send references in_ first 
letter. Address Ries & Armstrong, Jewel- 
ers, Macon, Georgia. 





WANTED, first class watchmaker, one who 
can do engraving preferred, but not es- 
sential. Reliable Jewelry Shop, Plainfield, 


aN. 





WANTED AT ONCE, good watchmaker and 
engraver; permanent position; must have 
good reference. Seth Thomas, Oskaloosa, 
Ia. 





class man to take 
references. Reply 
108 Church St., 


WATCHMAKER, first 
charge of department ; 
to B. Spector & Bro.. Inc., 
New Haven, Conn. 





WANTED watchmaker and optician with 
North Carolina license; have attractive 


proposition. Address “F., 3507,’’ care 


Jewelers’ Circular. 





WANTED, COMPETENT WATCHMAKER, 
one who can do engraving and wait on 
trade preferred: give full details in letter. 
Address “T., 3528,” care Jewelers’ Circular. 





COMBINATION jeweler and engraver; all 
year round position; experience, salary 
wanted and reference in first letter. Ad- 
dress “F., 3553,” care Jewelers’ Circular. 





WANTED AT ONCE, first class watchmaker 
and optician who can sell to retail trade; 
permanent location; send references. O. C. 
Cobb Co., Iowa Falls, Iowa. 








WANTED, EXPERT WATCHMAKER: must 
first class on small watches: steady 
position, good salary. Rogers & Company, 





15 South High, Columbus, Ohio. Att. W. J. 
Tobias. 
WANTED, A-1 watch material clerk, one 


experienced in waiting on city trade: good 
salary ; references required; town over one 
million. For information address “P., 
3398,’’ care Jewelers’ Circular. 





WANTED, CERTIFIED WATCHMAKER, 
stone setter and engraver, in city of 
17,000; Central Nebraska: send photo and 
all particulars in first letter. J. C. Michel- 
son, Grand Island, Nebr. 





WANTED AT ONCE, first class experienced 
watchmaker; permanent position to right 
man; give age, experience, reference and 
salary desired in first letter. L. Lindauer, 
Savannah, Ga. 





MESSRS. BIGELOW KENNARD & CO., 
Inc., Boston, Mass., want a _ thoroughly 
competent clock repairer; permanent posi- 
tion for a first class operator familiar with 
fine clocks. 





COMBINATION watchmaker and optometrist 


wanted, registered in Ohio; steady posi- 
tion, good pay; communicate at once. 
Rotbart Bros., 2070 E. 9th St., Cleveland, 
Ohio. 





WANTED, JOBBING JEWELER for repairs 
and diamond setting, in Southern trade 
shop: must be fast and good; state salary, 
age and reference. Address “K., 3556,’ 
care Jewelers’ Circular. 





WANTED, first class engraver and stone 


fitter, also capable of handling small re- 
pair jobs; high grade store, city 200,000, 
Ohio Valley. Address “V., 3534,” care 


Jewelers’ Circular. 





class en- 
diamond 


STEADY POSITION to good first 
graver; prefer one who can do 
setting or jewelry repairing; state age, 
reference and salary expected; South. Ad- 
dress “‘A., 3571,” care Jewelers’ Circular. 





WANTED, a watch and clock maker, first 
class man; state full particulars in your 
first letter, experience, age, nationality, 
references and salary desired. Geo. 


Taylor, 115 Park Ave., Plainfield, N. J. 





GOOD watchmaker and optician; do not ap- 

ply uniess well experienced and efficient ; 

will pay what you are worth. L. Nelson 

7 Co., 408 Riverside Ave., Spokane, 
asn. 





YOUNG MAN who is a good salesman and 
with some experience in watch repairs: 
good opportunity to the right man: $50 
week to start; state age and experience; 
northwestern Ohio city. Address “M., 
3317,” care Jewelers’ Circular. 





WANTED, a first class watchmaker and en- 
graver; steady job and good pay to the 
right party ; state wages expected, age and 
references in first letter. Address Kay 
Jewelry Co., 1015 Calhoun St., Ft. Wayne, 





Ind. 
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WANTED AT ONCE first class jeweler 
and engraver, New Jersey; send all 
information in first letter. Address 
“K., 3389,” care Jewelers’ Circular. 





WATCHMAKER, must be capable and well 
recommended: prefer man with sales abil- 
ity; steady position to good mechanic; 
New York vicinity; state age, experience, 
salary expected. Address “J., 3581,’’ care 
Jewelers’ Circular. 





SALESMAN, experienced, with car, for 
Greater New York, Long Island, and West- 
chester County, to sell our complete line 
of costume jewelry to jewelers gift and 
specialty shops. Address “Z., 3598,” care 
Jewelers’ Circular. 





JEWELERS, good ring makers on em- 
blems; steady position and good pay 
to first class men. Bardach & Gran, 
19 W. South St., Indianapolis, Ind. 





WATCHMAKER WANTED, elderly Amer- 
ican man, good worker, who desires short 
hours, willing to start at reasonable salary, 
in small town in N. J.; write references 
and salary desired; one hour from New 
York City. Address “Q., 3480,” care 
Jewelers’ Circular. 





WANTED, A GOOD WATCHMAKER, Amer- 
ican, capable of repairing American and 
Swiss watches, and of waiting on trade; 
New England man preferred; first class 
references given and requested: state sal- 
ary expected in first letter. John E. Lunt, 
Jeweler, Newburyport, Mass. 





FIRST CLASS ENGRAVER, $60 a week, 
permanent position; send impressions 
of work with application. The Har- 
je Co., 82 N. High St., Columbus, 
Ohio. 





WATCHMAKER and plain engraver; must 
be accurate and fast, with some sales ex- 
perience preferred; fine chance for ad- 
vancement for the right man; give age, 
experience and salary wanted in first let- 
ter. Address Adrian Jewelry Co., 118 E. 
Maumee St., Adrian, Mich. 





DIAMOND SETTER, who can also do 
some ring filing; permanent position ; 
state references and salary desired. 
Bardach & Gran, 19 W. South St., 
Indianapolis, Ind. 





RETAIL SALESMAN WANTED for high 
grade store and trade; thorough knowl- 
edge of retail jewelry business; experi- 
enced estimator on fine repair work; reply 
giving experience and references; perma- 
nent position for married man. Address 
“N., 3588,” care Jewelers’ Circular. 





MANAGER, credit jewelry store, to take 
complete charge; must have unques- 
tionable references and know the busi- 
ness from ‘A’ to ‘Z’. Write full particu- 
lars, stating salary expected, etc., to 
“P., 3587,’ care Jewelers’ Circular. 





WATCHMAKERS, engravers, jewelers: we 
have a number of openings on file for 
reliable workmen; if you are open for 
position get in touch with us giving full 
details as to your age, ability, salary ex- 
pected and also state the location pre- 
ferred; our service is free. Address “N., 
3393.” care Jewelers’ Circular. 











ENGRAVER, capable man for finest 


work on gold and silver; heraldic en- 
graver preferred; perfect working con- 
ditions and permanent position; send 
samples and references. S. Kirk & 
Son, Inc., 421 N. Charles St., Balti- 


more, Md. 





TRAVELING SALESMAN to sell line loose 


diamonds and highest class platinum and 
diamond mounted jewelry and mountings; 
experience in this class of merchandise 
essential together with broad acquaintance- 
ship; an unusual opportunity for the right 
man; full' details in first letter. Address 
“A., 3490,” care Jewelers’ Circular. 


JEWELRY STORE, small, for sale, with or 
without stock; very busy location between 
elevator and subway stations; reasonable 
rent. Manhattan Jewelry Shop. 311 West 
110th St.. New York. 





RARE OPPORTUNITY TO BUY a well 
located and established jewelry store in 
Bergen County; good trade; low over- 
head; stock invoice $3,500. Address “H., 
3576,” care Jewelers’ Circular. 





JEWELERS SHOP fully equipped for manu- 
facturing gold and platinum, and also for 
a polisher, for sale, rent, or bench spaces 
to rent; good location, uptown New York. 
Address “D., 3609,” care Jewelers’ Circular. 








OLD ESTABLISHED Chicago jobbing 


house carrying American watches, 
jewelry and diamonds, desires wide 
awake salesman to cover territory of 
deceased partner; opportunity to be- 
come more than salesman. Address 
“Circular, 158,’ Room 1104 Heyworth 
Bldg., Chicago. 





SALESMAN, a real business creator, wanted 


for permanent position with long etab- 
lished firm: loyalty, integrity and a pleas- 
ing personality absolutely essential; state 
every qualification, references and salary 
expected : this is a very responsible position 
and rigid investigation must be made. 
Craven’s,.Diamond Shop, 6 Eust 1ith St.. 
Kansas City, Mo. 





CREDIT STORE MANAGER wanted by 


large organization opening’ several 
stores in Cleveland, to be thoroughly 
experienced in the credit jewelry busi- 
ness, and be able to open and handle 
accounts; only a real live wide awake 
merchandiser will be considered; real 
salary for the right man; communicate 
at once giving past experience, when 
available, salary desired. Rotbart 


Bros., 2070 E. 9th St., Cleveland, Ohio. 





WANTED, YOUNG MAN for watch, clock 


and general jewelry repairing, to assist 
head watchmaker: must be mechanically 
inclined, have good appearance, fair edu- 
cation: radio knowledge preferable but not 
essential: congenial place to work and 
learn business; southern Iowa _ college 
town: in answering give age, nationality 
and salary desired. Address “S., 3591,” 
care Jewelers’ Circular. 


BEAUTIFUL JEWELRY STORE for sale, 
fastest growing town in Westchester 
County, New York; merchandise purchase 
optional; only small cash requirement. In- 
quire L. Rosenzviag, 121 Main St., White 
Plains, N. Y. 





JEWELRY AND ENGRAVING SHOP for 
sale; well established; attractive income: 
Western city over hundred thousand; ex- 
ceptional opportunity for good all-round 
engraver. Address “B., 3546,” care Jewel- 
ers’ Circular. 





RETAIL JEWELRY STORE in heart Sixth 
Avenue shopping district, New York City: 
widow must sacrifice: modern up-to-date 
store with long established following; rare 
opportunity to secure a going profitable 
business with unusual possibilities; stock 
and fixtures cost over $25,000; will sell at 
sacrifice. Address “N., 3572,’ care Jewel- 
ers’ Circular. 





RETAIL JEWELRY STORE, well estab- 
lished, doing a $20,000 yearly business; 
best location in city of 11,000, in rich 
farming district in Northwest: rent $100 
monthly; capable, energetic man could in- 
crease present volume of business; reason 
for sale, other business interests needing 
attention ; $5000 will handle proposition; a 
fine chance that will pay you to investigate 
immediately. Address “E., 3381,” care 
Jewelers’ Circular. 


For Dale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 











FINE English marine chronometer: close 
rater and excellent appearance. Address 
ete 


“G., 3550,” care Jewelers’ Circular. 





WOMAN over thirty years of age with 


business experience, who knows how 
to sell; initiative necessary; splendid 
opportunity with prospects of financial 
interest; in reply state age, experience 
and wages wanted. Frederic’s Pearl 
Shop, 11 E. Washington St., Chicago, 
Ill. 





EE A AT 





for Sale. 


Stores, Stocks and Businesses 
5c. a word; minimum charge, $1.25 





THE BEST JEWELRY STORE in the United 


States for sale at once; inventories over 
$60,000 - $25,000 cash. Address “J., 3513,” 
care Jewelers’ Circular. 











ESTABLISHED instalment business in city 


of 1,000,000 population; over 7000 open and 
closed accounts; excellent opportunity for 
right parties. Address “D., 1721,” care 
Jewelers’ Circular. 








LARGE ASSORTMENT of dies and tools 
for ladies’, misses’, men’s and boys’ rings. 
Shafer & Douglas, 391 East 149th St., 
New York, N. Y. 





SAFES, new and used, cheap. Acme, 44 
West 29th St., New York.  Lacka- 
wanna 3305. 





SAFES, two, six-feet high, double doors, 
Mosler make, with burglarproof chest and 
drawers; will sacrifice. J. Friedman, 18 


North Moore St., New York. Telephone 
Canal 5962. 





SAFE, burglar proof, formerly owned by 
Black, Starr & Frost, 48th and Fifth 
Avenue, very reasonable, can be seen 
at Krasilovsky’s, 216 Centre St., New 
York; Canal 1182. 





COMPLETE central jewelry store fixtures, 
including window trims, trays, show cases, 
wall cases, large safe, electric fixtures, etc., 
complete to the smallest detail; exceptional 
opportunity for alert party. B. Spector & 
Bro., Inc., 108 Church Street, New Haven, 
Conn. 





(Special Notices continued on page 138) 
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Business Opportunities. 


5c. a word; minimum charge, $1.25 








Jewelers’ 
columns 


made by The 
advertising 


EFFORT is 
keep its 


EVERY 
Circular to 


clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade references. 
must pass the strict censor- 


Announcements 
requirements of the Je welers’ Circular. 


ship 


IF YOU WANT TO SELL your business, I 
will pay you spot cash; bank references. 
Write, phone or wire Herman L. Art, 458 
Douglas St., Akron, Ohio. 





MR. JEWELER, do you want cash for your 
Write or wire, J. A. 


stocks and fixtures. 
Conn., 415 Swetland Building, Cleveland, 
Ohio. 





DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 





ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 
Boston, Mass. 





and fixtures until 
you see us; we come to see you at our 
own expense; we will pay you more. 
B. Wolff & Co., 156 E. 42nd St., New York. 


DON’T SELL your stock 





I HAVE PAID the highest cash price for 
jewelry stores for 40 years; I am a 
positive buyer if you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 





I WILL TRADE my beautiful home in Flush- 
ing, Long Island, close to schools and sub- 
ways, for jewelry store. Address “J., 

5 care Jewelers’ Circular. 


orren- } 
ov09, 





QUICK RESULTS, cash at once; we pay 
the highest prices for your entire 
siock or any part of it; check by 
return mail; all shipments held ten 
days; National Bank reference. Ben- 
jamin D. Sachs, 1001 Mallers Bldg., 
Chicago, III. 





AGENTS IN EVERY STATE to sell watch 
material direct from importer; a great 
opportunity for a live wire with security. 


3570,” care Jewelers’ Circular. 


Address “K., 





OLD ESTABLISHED manufacturing and 
wholesale concern in Chicago, has 
opening for salesman with capital; 
wonderful opportunity ; doing business 
with largest corporations in country. 
Address “Circular, 160,” 1104 Hey- 
worth Bldg., Chicago, Il. 





HIGHEST CASH PRICES PAID for. your 


surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 


bank references; all business strictly con- 
fidential. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 





WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a_ posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St., 
Chicago, II. 





ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures; 
communicate with us, it will be to your 
advantage; rating and references of the 
highest order. Van Praag & Co., 653 
Broadway, New York, established 1889. 





WE PAY MORE; before selling your 
jewelry stock or fixtures, see us; small 
or large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail) ; best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 





EXCELLENT OPPORTUNITY for experi- 
enced manufacturing jeweler and engraver 
to become associated with well established 
wholesale manufacturing and repair busi- 
ness, located in Montgomery, Ala.; we ex- 
pect this man to purchase enough stock in 
the company to.insure his best efforts; this 
is an opportunity seldom found. Address, 
giving age, experience, etc., Kuhlo Jewelry 
Mfg. Co., P. O. Box 1214, Montgomery, 
Ala. 





ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 
Bldg., Chicago, Ill. 





DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out completely to us, get your cash and 
retire; it is the only logical way; you can 
profit from our many years’ experience 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect and realize the cash by 
return mail; remember that you are under 
no obligation to keep the check if it is 
not satisfactory: but others have been 
satisfied, so no doubt you will be too; 
bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and receive your. cash. 
— Bros., 333 Washington St., Boston, 
ass. 








Wanted to Purchase. 


5c. a word; minimum charge, $1.25 





WOULD LIKE TO HEAR from jeweler hav- 
ing in stock Gorham silver, Portsmouth 
pattern. Woodfill Jewelry Co., Nevada, Mo. 





HAVE UP TO $25,000 CASH to invest in 
an established jewelry store in or near 
New York City: must have a long lease. 
Address “G., 3184,” care Jewelers’ Circular. 





ectimenmesinitiens oneal 


Watch Work for the Trade. 


5c. a word; minimum charge, $1.25 














FINEST WORKMANSHIP on all makes of 
watches, railroad watches, etc., repaired 
and adjusted: mail orders promptly at- 
tended to. Victory Watch Co., 87 Nassau 
St.. New York. 





Special Order Work and 
Repairs for the Trade. 


5c. a word; minimum charge, $1.25 





GUN REPAIR WORK for the trade; expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 


To Let. 


5c. a word; minimum charge, $1.25 




















FINE LIGHT OFFICE suitable for watch- 
maker or diamond dealer. M. L. Steinfast, 
71 Nassau St., New York. 

OFFICE TO SUB-LET, two windows, low 
rent. Room 802, 20 West 47th St., New 
York. 

OFFICE SPACE FOR RENT, suitable for 
jeweler, engraver, diamond setter or watch- 
maker or diamond dealer. Room 805, 74 


W. 46th St., New York. 





FOR RENT, large, light, clean office suitable 
for watchmaker, setter or jobber: rent $25 
per month; free light and heat. Apply 
Room 606, 95 Nassau St., New York. 





and window 
engraver, watchmaker 
rent for desirable 
Nassau St., 


DESIRABLE OFFICE 
suitable for 
reasonable 
1003, 71 


VERY 
space, 
or designer ; 
tenant. Apply Room 
New York. 








Information Wanted 
5c. a word; minimum charge, $1.25 








WILL THE JEWELER who last fall re- 
ceived from Dr. Bashford Dean, since de- 
ceased, two coins, an English rose noble 


and an American pine tree shilling, to be 
set as brooches, kindly communicate with 
Mrs. Bashford Dean, Riverdale-on-Hudson, 
New York City? 








ee 


H#liscellaneous. 
5c. a word; minimum charge, $1.25 








WATCHMAKERS, increase your ability 
through the highly recommended books; 
“Rules and Practice for Adjustin 
Watches,” and “Practical Balance an 
Hairspring Work’; circulars on request. 
Walter Kleinlein, Waltham, Mass. 


ene 
We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 
same; records show we 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
cate with us. 


BROOKLYN 


PURCHASING SYNDICATE 


FRANK WALKER, PROPRIETOR 
610 Broadway Brooklyn, N. Y. 
82 Years at the Same Address 
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“AMERICA’S LEADING JEWELRY AUCTIONEER” 
14 Maiden Lane JAM a) 3 HAN D New York 


Telephone Cable Address 
Cortland 6496 “Handsale” New York 





FIRST BY MERIT cp a, 


The Hand contribution to the cause of honest retailing is the Hand Auction! A 
dignified sale, the advertising value of which, and the stimulation of yourself and 
your clerks to Better Salesmanship and more up-to-date Merchandising following 
the sale, will be worth Ten times its Cost! You can prove our Leadership by 
investigating our record! We must stand or fall on that record! The actual facts 
and figures are an illuminating record of unequalled success in the field of auction- 
eering. The customers we have served; the wholesale jewelers who know us per- 
sonally; the Banks and Trust Cos. and United States and Canadian Courts who 
have placed in our hands Estates for liquidation; these can furnish the evidence 
upon which you must decide who is best fitted by character, by experience and by 
proved ability: to conduct your sale. You are advised and helped in every way by 
one who, because of long experience in adjusting the financial ills of his thousands 
of clients, is able to give you the kind of help that will mean to you a Hopeful 
Prospect of Future Prosperity! 

Hand conducts all sales personally! No substitutes! Hand can sell only your 
own stock! No inferior merchandise sold under your reputation! Associated and 





= . . . v* . - 
conducting all sales with me is Mr. Chas. J. Wilbur, an auctioneer of great talent! 











IN CANADA! 
EWART, SCOTT, KELLEY & KELLEY, 114 Metcalf St., 
Barristers, Solicitors Ottawa, Canada 
To James L. Hand, Esq. + 
Auctioneer, IN CUBA! 
a A a 8. A. From the ‘JEWELERS’ CIRCULAR,” April 4, 1929 
For the past few weeks, you have been conducting for James L. Hand, Jewelry Auctjoneer, 14 Maiden Lane, New 


clients of mine an auction sale of a jewelry stock in this city. York, while conducting a stock reduction sale for L. H. Rowe, 
I do not wish to let this opportunity pass without conveying Daytona Beach, Fla., was recently called to Havana, Cuba, 
my clients’ appreciation of the manner in which you have to sell the art collection belonging to Francis Faurez, a 
handled this sale. Throughout you have looked after their prominent sugar planter. ,Despite the fact that two-thirds 
interests and your dealings both with themselves and with of Mr. Hand’s audience spoke only Spanish~the sale was a 
the public have been fair and above reproach. success. He had interpreters on the floor to assist him with 
You are at liberty at any time to refer to me any enquiries the sale. 
from prospective clients in this district. I shall be only too After disposing of this collection, Mr. -Hand returned 
glad to advise such people of the manner in which you have Yew York, and last Tuesday night left for Ottawa, Can., 
conducted this sale in Ottawa. sell out the stock of C. A. Olmstead & Sons, in business 
With best wishes to both yourself and Mr. Wilbur, that place for many years. 
LEE A. KELLEY. 








The aggregate stocks of fifty representative stores, selected at random from the many satisfied Hand clients, amounted to 


OVER FIVE MILLION DOLLARS! 


No Doubt the Largest Selling Record of Any Auctioneer in America! 





Square Deal Miller, Detroit, Mich. Henry Healy, Brooklyn, N. Y. Grecon-Joyce Co., Coluxbus, O 

Estate C. L. Haskins, Saratoga Springs, N. Y. J. W. Nichols, Uniontown, Pa. Geo. Kapp, Toledo, O 

Jos. Reininger Estate, Haston, Pa., for Easton Trust R. S. & J. D. Paterson, Pt. Huron, Mich. W. A. Sturgeon Co., Detroit, Mich 
Co., Executors. August Jacobs, Quincy, III. . W. Vilsack, Pittsburgh, Pa 

A. C. Thomas Jewelry Co., Wheeling, West Va Harvey Fritz, Oil City, Pa. H. J. Lohmiller, Escanaba, Mich. 

F. W. Hoffman Estate, Albany, New York. Chambers & Stewart, Mt. Clemens, Mich. Wentz & Price, Sharon, Pa 

David Goldman, Milwaukee, Wis. H. J. Bridger, Brooklyn, N. Y. R. J. S. Roehm, Detroit, Mich 

J. Chas. Ernst, Charleston, West Va. Estate of S. Goodman, New Haven, Conn. William Frasier, Durham, N. ¢ 

Kranich Bros., York, Pa. Hasbrook China Co., Columbus, O. Geo. W. Feldman, Franklin, Pa 

Davis & Freeman, Atlanta, Ga. H. J. Shupp, Wilkes-Barre, Pa. Philip Present, Rochester, N. Y 

Hadley B. Dodge, Lynn, Mass. A. FE. Seidel, Pittsburgh, East Liberty, Pa. Emil H. Leffert, Council Bluffs, Jowa 

Stelfox Co., Austin, Texas. F. C. Kaekel, Prop., Werner Jewelry Store, Grand C. J. Hueg, Jersey City, N 

C. E. Wheelock & Co., Peoria, Il. Rapids, Mich. Taylor Chapin, Oneida, N. Y 

The Fred Brodegaard Co., Omaha, Neb. Welte & Wieting, Peoria, IIl. Castelberg’s, Chester, Pa 

J. J & W. Westwater, Columbus, 0O. E. C. Wettengel’s Gem, Cincinnati, 0O. Henricksen Jewelry Co., Duluth, Minn 

Duhme Jewelry Co., Cincinnati, O. Holts, Incorporated, 4 sales, Newark, Paterson, New E. Gundlach & Co., Hartford, Conn 

Freidberg’s, Detroit, Mich. Brunswick and Plainfield, N. J. Owens-Cotter Co., Tampa, Fla 

A. Thoma & Sons, Piqua, Ohio J. D. Wood & Co., Lancaster, Pa. 3utton-Oliphant Co., Bridgeport, Conn 

Kingsbacher Bros., Pittsburgh, Pa Desboullons, Savannah, Georgia. L. H. Rowe & Co., Daytona Beach, Fla 

Edwards Jewelry Store, Pittsfield, Mass Chas. L. Bryant, Danbury, Conn. ’. G. Corwin, Southampton, Long Island 

0. J. Fuchs, Chillicothe, 0. Cross Co., Chester, Pa ‘m. H. Enhaus & Son, New York City. 

Wells & Wikander, New Haven, Conn Estate Chas. Hartdegen, Newark, N. J E. H. Wetherhold & Son, Allentown, Pa 

Meyer-Leach Jewelry Co., Chattanooga, Tenn Carl Mayer Co., Austin, Texas Scott & Bousquet, Montreal, Canada 

C. R. Bennett Co., Palm Beach, Fla. Narcisse Beaudry, Montreal, Canada. Olmstead & Son, Ottawa, Canada. 

E. J. Sheer, Rochester, N. Y. 


Investigate the Record, the Character, the Financial Responsibility of the man to whom you entrust not only your stock but your 
reputation as well. 








Be sure he is the kind of man you wish behind your counter, the type you can 

SEND TO DAY safely introduce to your friends and customers—one to whom you can trust your 
" reputation and business welfare. 

FOR THE It tells of the methods that have made “HAND SALES” so invariably successful. 

It gives facts and figures it is esSential you should know before deciding who shall 

ee ” 

HANDBOOK ON ACUTIONS conduct your sale. Every statement in this interesting book is based upon facts 
IT’S YOURS FOR THE ASKING and every statement can be proved by the written word of reputable jewelers. 

SEND FOR IT TODAY. 

To all Jewelers, no matter how large or small their stocks, the Hand services and methods are available! 


WRITE ME TODAY! DO IT NOW! 
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WARREN H. BROKAW (0° ssc sewetry trace 
"| 








Auctioneer for high class legitimate retail jewelers only. 
Integrity and ability unquestioned. Satisfactory results always. 


I am fortunate in having a connection with two Jewelry Auctioneers of 
national reputation and with this combination of talent am able to conduct 
the sales of the largest and finest stocks. 


References furnished from leading jobbers, wholesalers, manufacturers, 
retailers, Jewelers’ Circular, and members of the Jewelers Board of Trade. 


If you want the best results, write or wire. 


W. H. BROKAW 


W. H. BROKAW, 14 Maiden Lane (8th floor), New York 











Get 100% For Your Merchandise! 


The Jeweler’s Life-saver 


Why sacrifice your reputation and life’s savings when you can secure 
the services of the greatest auctioneer in the world, Mr. Max Posner, 
who will sell out all your merchandise, or just your surplus stock. You 
will be proud to have him behind your counter, and your friends and 
customers will congratulate you on your wise choice. He will attract 
the best class of people in your city and make a real success of the sale. 
Our terms are surprisingly low. A few dates are still open this year. 


If necessary we will put up a cash bond to guarantee the fulfillment of 
our contract. Best of references in U. S. A. and Canada. All corre- 
spondence held strictly confidential. For further particulars, write to 


Colmes Brothers 


MAX POSNER, ductioncer 11 Beacon St., Boston, Mass. 


Colmes Bros., Management 




















$5,000.00 to $10,000.00 


A Week Right Now = 4 AUCTOON SAT 
Our Sales are refined, novel, interesting, bringing new aA os 
vee 


customers to your store and your future business is 10 BE SOLD ATA 


“hy HON yy ri 










ri 


PRICE. 
assured. 


WE GUARD YOUR REPUTATION 


We will send full particulars on request and come to 
see you at our own expense. Write or wire today. 


All correspondence strictly confidential. 


B. WOLFF & CO. 











156 E. 42nd St., New York City, N. Y. 
Tel. Ashland 5298 
THE DEPENDABLE AUCTIONEERS > eee. 
Just completed a $25,000 sale in Waterbury, Conn., 
EVERET & CO., Bethlehem, Pa. 


for the Superior Court, to settle an estate. 








Platinum and White Gold Shells 
The a * 

Protection Ring Guard 

For thin rings get our num- 

ber 0. It is a new addition 

to our regular sizes. 

The Lion Safety Pin Clutch Co. 

20 W. 22nd St., New York Pat. May 25, 1920 





71 Nassau St., New York 
"Phone Cortland 4346 


sing thet will mount Manufectures Fine 
enelry—8 pectal 

















Platinum 
stones appear square. 7 Order Work. 


























W A L L A Cc E S I L Vv E R S M I T H S 


THE FRIENDSHIP COLLECTION” — 


an opportunity for quick turnover in Sterling Hollow ware 


 — live merchandising plan 


for the business alert jeweler is 























presented by Wallace. «The Friend- 
ship Collection” plan is unique and a 


sure profit producer. 


The Wallace «Friendship Collec- 
tion” comprises twenty-five of the best 
sellers in Wallace Sterling Hollow 
ware; pieces which are proved, con- 
sistent favorites with the public. 

In offering the «Friendship Collec- 
tion” to jewelers, Wallace has taken 
them behind the scenes and made 
available the cream of Wallace popu- 
larly priced sterling hollow ware—as 
proved by sales records. Every jeweler 
knows how much this will mean to 
him in quick turnover—the sure road 


to profit! 


If you have not received our broad- 


side making the offer, just 


Pieces in the Wallace 


FRIENDSHIP COLLECTION 
range in price from $3 to $45 retail 


write «Friendship Collec- 
tion” on your letterhead, 
and it will be sent you 


right away. 


R. WALLACE & SONS MFG. CO., 


Silversmiths —Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 





Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 
in Silver Plate; Early American reproductions in Pewter . . . . . . . — . Founded in 1835. 


MEMBERS O F T HE ST BRP nS Sof tv bes ea 7 As GUILD oO F AMERICA 








Vs 





as M O D 


Jewelers’ Circular will be found 





5 


unusual importance t o 
the entire jewelry trades 


by the new management of 





“Oo 





) 
ma 
} a four-page announcement of 

















